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ANOTHER EXCITING GOODYEAR 
GLOVE BRAND ORIGINAL! 


Lush—of our exclusive cut velvet, cosy 
with fur cuffs and fleece linings. Toes and 
fingers couldn't be warmer by the stove! 
Country and sports clothes couldn't 
have a smarter accessory ensemble. 


STORMETTE BOOTS cive “40 below™ protection 
with deep-down fleece linings, fur cuffs. K wik slide 
fastened. Black with gray fur. Brown with beige fur. 


To Match: 


SLING POUCH HANDBAG: snap-frame top pops 
open to show a bright felt lining and a long key 
chain of “gold.” Fur trimmed. 


GAUNTLET MITS: “Suedoe” palms, and finger— 
cuddling fleece lining. Fur cuffs pull high over 
sleeves ... shut out drafts. 
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GLOVE BRAND Zh 


“FIFTH AVENUE” cuts a graceful, pretty line 
just above the ankle. Kwik slide fastened. 
Women’s sizes. Black. 

““DRESS-UPS”’ are furred at the top for formal 

wear. Kwik slide fastened. Women's sizes. 

Black, dark brown. 





Whether the fashion is dra- 
matic or down to earth, the 
shoe crafted in Tandrite Calf 
possesses that unmistakable 
smoothness and beauty rec- 


ognized by those who really 





know quality, from designer 


to wearer 





MADEMOISELLE'S 
NECKLACE 





Something lovely for a throat line -- a chignon-twist 
banded across a low shell vamp. An exciting 
new version of the anklet, graceful, de- 
lightful, destined for a whirl come 
date-time, late day-time! ..e by = 


CARLISLE SHOE CO. <x 
New York 1, N. Y. 4, t 
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PATENT LEATHER 
MARY JANE STRAP 
1530 — 812 to 12 AAtoE 
1530 — 12% to 3 AAto E 


NEVER A COMPROMISE 
“WHEN iT COMES TO QUALITY 
IS WHAT MAKES KALI-STEN-IKS — 
FOR CHILDREN, MISSES AND SENIOR MISSES — 
A CAPITAL ASSET IN ANY STORE. 


KALI-STEMN-IKS 
Help Keep Good Feet Healthy 





THE GILBERT SHOE CO. - THIENSViILLE, WISCONSIN 
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Presenting 


Here's the ‘‘Air Wedge'’ sole that 
gives idlettes their ‘walking on air 
comfort."’ Hollow rubber cross sections 
cushion the foot for comfort and pro- 
vide firm arch support at the same 
time. You'll find Idlettes have real 
appeal to your customers. 


§ Wotkor 


by HOLLAND-RACINE 


with special built-in 
ARCH SUPPORT 


At last! A casual shoe for women with a special arch support. 
They're grand for active girls — for nurses, dental assistants, sec- 
retaries — for anyone who demands style plus “‘walking on air" 
foot comfort. They're lightweight, too. New Jdlettes, by Holland 
Racine are avaiiable in 8 rich colors: Desert Sand, British Tan, 
Continental Green, Admiral Blue, Cherry Red, Alligator Print, Black 
and White. Made to retail profitably for 


$8.95 and $9.95 


HOLLAND-RACINE SHOES, INC. 
HOLLAND, MICHIGAN 


DOCTOR + NU-MATIC + PACE-SETTER + MCCOY + IDLER + BOWLEZE 
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Summer after summer, 
and in a long string of 
Florida seasons, more 
-women buy white shoes 
than any other color. 


You'll need more whites 
in 1949 than you had 
this year because 

cruise and resort wear 
give emphatic 
endorsement to white. 





WOW! The artist said Surrealism was the best interpretation 
of all we told him about white’s place in sun fashions. 
eet es es oe ee 
doing the plucking. The limp watch means 

eRe COMET et ee whites have 
have been lopped off the business tree. 
Sun-warmed woman cherishes white; smartest 

accent to her acquired tawny complexion. 

If she finds her style and size, shell buy dressy white 
shoes anytime from tem bec en 

_the horizon ¢ a ee 











Correct, Mr. Shoe Dealer! fit... sturdy 
You can really count on bigger and better Y  \eather insoles and 
children’s shoe sales when Rough Rider outsoles . . . complete line of Goodyear welts and 
talks turkey for you. éf Compos for infants, children and misses. Rough 
Because Rough Riders have what you want /f Riders are nationally advertised. For full informa- 
.. . and offer what your customers want. tion on the profit-building Rough Rider 
Smart, grown-up styles that please active proposition, write today to Rough 
youngsters . . . long-wearing qualities Rider Division, Cannon Shoe 
that get the stamp of approval from par- Company, Baltimore 17, 
ents... patterns and lasts that really Maryland. 
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Style #942 


BLACK PATENT ‘ 
ONE STRAP 

6-8 B/D 
8}- 12 A/D 
123-3 A/D 





Style #944 


BLACK PATENT 
BOW PUMP 


123-3 A/D 


Style #941 


BLACK PATENT 
a 7 1 Sturdy Shoes ANKLE STRAP 


<< ou x” = 
" Guaranteed by > 


6-8 B/D 
for Boys and Girls 12 a/ 
oi - eee - 


SHOE COMPANY, BALTIMORE 1 7, MARYLAND 
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lf vou stocked only 
this one shoe... 




















... you could fit, and please. almost every man who 
comes into your store. It’s the famous Walk-Over 
Broadway! No other last has such a 
proven reputation for easy, natural fit. 
And look at this size range — 

190 sizes: 4 - 15, AAAA to EEEE, 
all in stock! Youll get every 


sale with the Broadway! 


by eR 


Walk-Over prices 
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from $12.95 
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HOW HAMILTON USES CUSHION CORK 


to add extra comfort to Penaljo shoes 


a The diagram above shows how the Hamilton 
x Shoe Compiny of St. Louis uses Armstrong's 
Cushion Cork as both a platform and a patented 
arch support in Penaljo shoes. Called a “Play 
Arch,” this construction provides firm yet re- 
silient support for the foot. 

The Penaljo shoe is slip-lasted. The upper. 
natural leather sock lining, and platform cover 
are sewn together and slipped over the last. The 
Cushion Cork arch and platform unit then is 
cemented to the leather sock lining. 

The Cushion Cork in Hamilton Penaljo shoes 


is a combination of springy cork particles and a 
patented binder. Underfoot, this resilient material 
gives the effect of walking on soft earth. Because 
Cushion Cork is so flexible, it eases breaking-in. 
It also adds insulation against heat or cold. 
You'll increase sales when you tell your cus- 
tomers about the extra comforts of Armstrong's 
Cushion Cork. Simply explain its advantages dur- 
ing the try-on. A few steps down the aisle will 
do the rest. Armstrong Cork Co., Shoe : 
Products Dept., 9611 Arch St., Lancaster, @® 


Pa. Cushion Cork is available for export. 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS, 


ARMSTRONG’‘S SHOE PRODUCTS 


CORK COMPOSITION 


CUSHION CORK 


BOX TOE. MATERIALS FLEXICORK FILLERS 
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SCULPTURED -TO-FIT-THE-FOOT 


What a combination of features! Drew’s 
KUSHION-FLEX INSOLE .. . a soft, resilient 
shock-absorbing insole built into and as an 
integral part of the shoe itself . . . combined 
with all the other Drew construction features 
. .. providing the wearer with the ultimate in 
foot comfort . . . proved to give relief 
from such ailments as corns, callouses and other 
foot conditions typical of sensitive feet .. . 
bringing you the widest and most satisfactory 
fitting control you've ever had. Again Drew 
brings you something to attract new customers, 
more repeat sales, increased profits! 





The STRAND : 
No. 21185—White cage 
Kid Professional oS 
Tie, Extra Eyelet @ 
for Fine Fitting, : 
Long Inside 
Counter, White 


Flex Insole, Pedic 
3 Last, 13/8 White : 
Ivory Rubbertop as 
Heel. AKUSHION- rp: 
FLEX WELT _$7.6S P 
IN STOCK 


The MAXIE se 
No. 11162— Black ME 
Satin Mat Kid, . 





The FLARE 

No. 102 — Black Kid 
Gypsy, Extra Eyelet for 
Fine Fitting, Long Inside 
Counter, Kushion-Flex In- 
sole, Pedic 2 Last, Right 
and Left Heels—12/8 In- 
side and 11/8 Outside, 
Leather Heel, Rubber 
Toplift A KUSHION- 
FLEX WELT...............$7.40 


Stitched and Per- 
forated _ Through, ce 
Extra Eyelet for 
Fine Fitting, : 
Kushion-Flex In- 
sole, Pedic 3 Last, Z 
14/8 Patent Cuban ~ om 
Heel. AKUSHION- 4 
FLEX WELT. $7.50 i 

















Nes 
< IN STOCK 3 
Pri cal IN STOCK ‘ 
4 Drew last designing is Ample toe room, Drew’s basic lasts 
2 based on scientfically liberal treading and patterns are g 
= proved measure- area, 3-point fitting, coordinated size- eee *E. 
: ments adopted Vita-Pedic metatar- for-size and width- \ 
a after years of con- sal and inner longi- for-width. 
stant research tudinal cushions, 
and clinic tests. steel shank, cupped se 


heel seat, and other Ps 
orthopedic features Z 
make DREW SHOES 

FIT BETTER. yee 5 











THE IRVING DREW CORPORATION, LANCASTER, OHIO 
New York Office, 746 Marbridge Bldg. © — Pitman Shoe Co., Pty. Ltd., Collingwood, N5, Victoria, Australia 


ALSO MAKERS OF DR. HISS BALANCED SHOES 
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Here 


NATIONALLY 
ADVERTISED 
IN FULL COLOR 
IN DECEMBER 


PIC» 


Seas Air-O-Magic sells faster because we 
give you commanding, month-after-month promotion. 
For instance . . . this full color page in the December Style numbers clockwise from bottom: 
issue of PIC. Order the featured shoes now and focus 6016 * 6043 * 6039 © 6050 © 6044 


the power of this advertisement on your store! 


MARION SHOE DIVISION, 309 West 2nd Street, Marion, Indiana 
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@@"* 4nElectrical Manufacturer Doesn't 
U0 Pull His Punches in Speaking 
“They are the best non-skid soles we ever had.” 


= About Wearing Qualities a Rail- 

<3 road Company says * “These soles are 

very good, lasting three times longer than ordi- 

ee nary soles under the same working conditions.” 
or list of M 

Specify whether ao who feature 

in Work Shoes, Boys’ 
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Says Filling Station Attendant ¢ 
“The Vul-Cork Sole does not soak up oil as 
other soles do, and wear and stand up better 
than any sole I’ve ever used. They keep their 
shape well too — don’t bulge or get ragged.” 




















Says a Large Express Company * 

“The employees using Vul-Cork Soles report that 
they have proven valuable as a protection 
against sliding and slipping on car doorsills, wet = 
cement, modern platforms and car floors.” > 











Val-Cork Styles. 
LOOK FOR THIS LABEL 


YET TOUGH FOR'MILES MORE wea 

rk Soles Have Bui : “ 
RECORDS for the 
ANUFACTURERS ’ 


Sea 
2a ation ¢ “I deliver milk for shee 3. 
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lt Outstandin7C—ee 
NATION’S QUALITY 4mm 


ep Be 
for 11 Consecutive Years! 


Farmer calls Vul-Cork ‘A Farm 

8 Sole e“Those Vul-Cork Soles are really a farm 
sole, they wear farther than any sole I’ve ever 
worn, they grip on roofs and climbing 
don’t slip, they’re really water-proof, and the 
farm acids that ruin other soles don’t seem to 
affect Vul-Corks the slightest, and I never had 
anything on my feet so good to keep out cold 
and heat.” 


so you 


Milkman Praises Vul-Cork Insul- 
.. Milk 
Co., and I was out in all kinds of weather. They 
are the best soles I ever wore for comfort in 
winter and for being cool in summer.” 


= About Comfortan Airline Company 


chief praise for the soles is that 
as crepe, and yet 


says°“.... 
they are not soft and springy 
they are easier on the feet.” 


4 | s 

A Coke Manufacturing Firm Adds 
as Sa Excellent, easy on our feet and 
shock absorbing.” 





Shoes, Men’s or 












ALWAYS ON THE SHANK 














She On 


On Display: 
tsplay: Popular Price Shoe Show of America. N 
a : 
November 15, 1948 he! 


LED VUL-C 
WITH VUL-CORK’'S i a . 


MBRIDGE RUBB 


ty, November 28-Decembe, 2, Hotel Commod 
odore, 


. IT 1S NOT AIR-CEL 


Mucom- 


CAMBRIDGE 


MASSACHUSETTS 






Rooms 1029, 1031, 1033 
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Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” Any of these novelty designs can be provided in 
that lift a shoe out of the commonplace and provide _ brass, nickel, copper or colored finishes. Actual sizes 
a smart accessory at relatively low cost. Eyelets like | are shown. Your eyelet machinery can be modified 
these can be the minor change that makes a major _readily to feed any style. Ask the United Representa- 
difference in appearance . . . and sales. tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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\ NO. 2 IN A SERIES OF IMPORTANT MESSAGES TO OUR DEALERS 





KUSHINS, Ine. 
MEMORANDUM 


TO: Our Dealers 
SUBJECT: Kushins Expansion Program 


It is a pleasure tO report to you that Kushins, Inc. is growing with the West 


_.. growing in size, increasing its leadership in the snanufacture of quality 
working shoes and boots. 


You have probably heard of the extensive expansion program now neaf- 
ing completion at our Santa Rosa Factory ---# development of real impor 
tance to you as @ Kushins Dealer. 


Our factory has been reorganized, expanded and equipped with the most 
modern shoe manufacturing equipment. Completion of this program means 
we are equipped to manufacture 1200 pairs of boots and shoes each day- 
the largest capacity for the production of men’s working shoes and sports: 
men’s boots 09 the West Coast 


in addition, w¢ have enlarged out offices and mechanized out accounting 
and stock control systems: Punched card tabulating machines now provide 
us with complete information regarding the quantity and frequency © 
orders. This data, passed on C0 you, will enable you tO reorder on a more 
scientific basis. 
This expansion program was undertaken to enable us to meet the evet 
increasing demands from all over the country for our products. Incr 
roduction will in no way impair the quality of our footwear. Every boot 
and shoe we manufacture Will continue to embody the finest in design, 
workmanship and materials... Kushins tradition. 


As a Kushins Dealer you stand to benefit from this expansion program... 
another example of the “Kushins-Dealet Partnership Agreement”* in operta- 
tion; your assurance of always being able to give your customers the nest 


quality working shoes and boots. : 
op, Karka OG 
President. e 


*You will want to know about the latest developments in this: 
ent. For more information ask your Kushins Sales Repre- 
sentative, OF write or wire Kushins, Inc., Santa Rosa, California. 


Santa Rosa a, 


Kursus, INC. Bis CALOTAN 


WORKING $ 
HOES AND $ 
PORTSMEN'S 
KEN'S BOOTS 


7 CAL-O- 
SANTA ROSA, CALIFORNIA iene tore 


a SCIENTIFIC SHOES 
MEN WITH PROBLEM FEET 
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giving comfort to wearers 


Of course, styling is important—but so is comfort—and the com- 
bination of comfort with style is the quickest and easiest way to 
satisfy your customers and bring them back for other shoes. 


That is why shoes made with OZITE Platform Felt sell more 


easily—give greater pleasure—and secure repeat business. 


OZITE Cushions the Foot—Gives a springy feeling to walking 
that delights wearers and reduces fatigue. It is light in weight and 
eases every step. 


Allows the Foot to Breathe — Keeps feet cool and comfortable 
at all times. Millions of tiny air cells permit free circulation 
of air to reduce perspiration and burning, and provide greater 
wearing pleasure. 


insulates the Foot — Protects against both heat and cold. It 
is a most efficient insulator against all weathers and temperatures. 


For Sales Volume look to shoes made with OZITE Platform Felt 
Write for Complete Tufermation 
AMERICAN HAIR & FELT COMPANY 


DEPT. F-S10 MERCHANDISE MART, CHICAGO 54, ILLINOIS 


——— 


platform felt 
helns SELL SHOES ty 
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TELEVISIONETTE 


... in your choice of Flat or Cuban Heel 


The Cambridge Rubber Company, creators of the 
world-famous “Television” Boot, are proud to announce 
the addition of another member of the Television Family 


. 


FLAT HEEL QL 
SS am Afi, Once Again Cambridge’s own last factory has en- 
Be omoaenas Vi > abled Cambridge to lead the rubber industry in 
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\ / F styling to harmonize with the requirements of the 


CUBAN HEEL new fashions in shoes, and to create faster en- 
. / : : 
tirely new lasts corresponding to the new 
; Pe shoe fashions. 


Both heel heights available 
in black, red and white 





THE Cambridge RUBBER COMPANY 


FURST in Foot Fashion 


CAMB £1 CE FSH MASSACHUSETTS 
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GERBERICHS 


GREATEST NAME IN BOYS’ SHOES IN AMERICA 


MADE SO BY THEIR WITH GERBERICHS 3 
OUTSTANDING QUALITY YOU SELL ALL 


AND THE CHARACTER OF THE YOUTHS 12'/2-3* Boys 1-6 
DEALERS WHO SELL THEM. BIG BOYS 612-11 




















this famous name 


has meant finer shoes 


to all the world 


Quality —Like '§ eee — E. ndures 
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Among the Finest for 49 


CARRIED IN STOCK 
Style 2087 Style 2088 
Blue Bucko Brown Bucko 
Seamless 
Leather Beaded Top 


Hurdler Construction 


FAIRWAY LAST 


071 North Sangamon St 


HANAN @ SON INC. 
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STYLE 5373 


INCREASINGLY 


THE SYMBOL OF QUALITY 
In CHILDREN’S SHOES 


FINE GOODYEAR WELTS 
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"Ormal arch health shoes 








ome wasn't built in a day... and reputation Fleet-Air’s well-known trademark is increasingly the 
R isn't built in a year. Symbol of Quality. 
For 45 years, we have made shoes according to one Where we are not yet represented, we are prepared 
standard of quality: the best that we know how to to offer our Authorized Dealer Franchise to reputable 
make, from the finest materials available. stores that will stock and sell the complete Fleet-Air 
Today's Fleet-Air shoes for infants, children, misses, line. Your inquiries are invited. They will be held in 
and senior misses reflect that standard. Truly, confidence and answered promptly. 





SHOE CORPORATION ®conronaren 
EPHRATA, PENNSYLVANIA 
BOSTON SALES OFFICE...83 LINCOLN STREET 
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RBYVerinG § 


KIN KIN HIGHLAND BROWN 








x 
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FRED RUEPING LEATHER CO., 
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STYLE NUMBER 5437 
Highland Brown Ghillie Tie 


EBY SHOE CORPORATION 
Ephrata, Pa. 


KIN KIN COLOR NO. 151 
A new, lively color in Rueping’s full 
grain KIN KIN . . . and a favorite among 
America’s leading manufacturers 


of high quality juvenile footwear. 


FOND DU LAC, WISCONSIN, U.S.A. 








SaciforcMen ey 


Craftsmanship that comes from five generations 













devoted to making “nothing but the best’ 





is reflected in the superb quality of 






Edwin Clapp Shoes. For 95 years they have been 






recognized as America’s Finest Shoes for Men. 





Today, the finest costs so little more. 






Tn 


EDWIN CLAPP & SON, INC., East Weymouth, Massachusetts { 
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... THE IRRESISTIBLE REFLECTION 


Cyd vad 


FOR HEELS 





























*Reg. U. S. PAT. OFF. 





A good business reflection, too... on 
the retailer who builds soundly for the 
years ahead. Spectro* Brand, Built-Up 
Heels add beauty to shoes . . . and 
confidence to declers. 


THE GEORGE 0. JENKINS CO. 


BRIDGEWATER MASSACHUSETTS 





Spectro* Brand Leather Fibre is also made in Canada by Bennett Ltd., 
Chambly Canton, P. Q. and in Caseyville, Ill. by Western Fibre Co. 
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——p ‘If they’re economy-minded (and who isn’t), tell them about 


| 


1 


Ask your supplier for Plytex Soles. Progressive 
manufacturers have discovered that Plytex “handles” 
well, is easily attached and takes a good edge stain-- 
and is economically and stably priced! 


















Consumers are shopping around carefully—looking for the 
extra value that will stretch their carefully budgeted dollars the 
furthest. Plytex Soles give alert retailers and manufacturers a 
the “extras” that will bring these limited shoe-dollars 
into your cash register! 


Look at these selling points Z 
to convince your cautious customers— LT # - 


Plytex’s twice-as-long wear—especially if you handle children’s, 
teen agers’ or other types of shoes that are likely to take a beating. 


if they’re fussy about comfort and style, call their attention to 
Plytex’s light-weight flexibility—no punishing, irritating break-in 
period with Plytex! Helps uppers hold their shape better, too. 


If they're skeptical about new products, you can guarantee 
positively that Plytex won't mark floors or buckle out of shape in 
the rain. It’s wet-proof, won't skid, yet glides easily on a 

dance floor. Plytex is a proven product—over a million pairs 

in use on shoes—nothing but praise—no complaints! 


Essex, Trenton, N. J. Made by the manufacturers of famous Magic Heels and Magic Plytex Soles. 
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“NO SUBSTITUTE, LADY. : 


These are genuine | ae 


NEOLITE SOLES - 


MEOUITE T. HM. THE GOOOTEAR TITE & FUBBER COMPANY 
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ES—you’ve made an easy sale when 
| ae point out that a shoe has 
NEOLITE Soles. What's made NEOLITE 
the name that adds lustre to the good 
name of the shoes you sell? 


25,000,000 people already have the 
answer. Theyre walking on NEOLITE— 
theyre talking about NEOLITE. 

They like the way NEOLITE outwears 
leather. the way it needs no breaking- 
in. And the way it keeps feet dry in 


GOODFYEAR 


November 15, 1948 


any weather is a plus for everybody. 

What’s more, millions more are be- 
ing pre-sold by 50,000,000 radio mes- 
sages a week . . . full-page ads in Life 
Magazine . . . eye-catching point-of- 
sale merchandising displays. 

Prove it yourself —NEOLITE makes 
the sale. Stock up now and be ready 
for shopping-wise customers who'll be 
stepping your way for shoes with 
NEOLITE Soles. 


MARK > 


THIS MARK! 


Only genuine NEOLITE Soles | 
bear the name “NEOLITE” 


WATERPROOF! NEOLITE 
keeps feet dry in any weather. 


LONGER WEARING! NEOLITE 
outwears the finest leather. 


- 


























Nationally Advertised 
No. 6339 on the Commodore 
Last 
One of 40 In-Stock Styles 





Ever think you'd find a 
value shoe in the market 
we have today? But it’s true! 
Ward Hill is value... real honest-to-goodness shoe 
value. Ward Hill is priced at what it is worth — not at 
what it could bring. Compare Ward Hill Shoes! See for yourself WARD HILL SHOES HAVE 
if there is any other shoe... nationally advertised ... sold 12 BIG VALUE FEATURES! 
at this price...except for Ward Hill, that has all (Ghaully Ged das Iai dd ke Weibienende cuties cheomeking) 
12 of the big value, quality features! 
SURVEY PROVES WARD HILL A SUCCESS First quality, tight-fibred, bend outsoles 
9 out of 10 men who've switched to Ward Hill Shoes — say they Full weight, meaty, plump uppers 
Fit better + Feel more comfortable + Break in more easily hed inti. full-cut Kip quarter lining 
than the other brands they’ve worn previously! * Heavy weight, long staple twill 


First quality, custom grade Goodyear ru 


\ WU yes a Thermo-plastic, non-crawling bottom fi 


A long “lasting” 
Patented flexible inner 
Exact fitting patterns, size for size; n 


Exact fitting dies, size for size; n 


#4 Setter Value.. . Exact fitting lasts, size for size; no lastin 
AT A MODERATE PRICE! 


Write for our FREE In-Stock Catalogue to Knipe Bros., Inc., Ward Hill, Mass. 
for over 60 years famous for fine shoes for men. (No obligation, of course.) *Results of o two-year impartial survey conducted for Ward Hill Shoes 
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We Know 





That the time has come for some frenk talk on 
COLOR and COLOR COORDINATION. 


That sales are being lost every day because of wide 
variation in COLOR in the types of shoes and fashion 
accessories the retailer sells. 


That the COLORS selected and adopted by the Joint 
Color Committee of Retailers and Manufacturers 
are, and should be, the standard for efficient and 
profitable COLOR specification. 


That the industry is entitled to the protection that 
these jointly adopted COORDINATED COLORS 
afford it. 


That retailers should protect themselves by specify- 
ing tannages and COLORS by brand names and by 
pre-determining that these tannages are COLOR CO- 
ORDINATED; and by specifying, as far as possible, 
leathers from the same tanner in all types of shoes 
and coordinated accessories. 


That the AMALGAMATED World’s Finest Leathers 
are as accurate in COLOR and cast as it is humanly 


possible to make them. 


That every skin AMALGAMATED ships to shoe, 
handbag and accessory manufacturers adheres, as 
closely as possible, to the colors adopted by your 
Joint Committee and will be promoted only under 
the names that the Committee designates. 


AMALGAMATED LEATHER ComPANIES, Inc. 


wt. = wo roe Nn: SUC UR Dre eT ae ee 
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They may a agree = head to toe. 
But UNDERFOOT they agree on QUALITY anc COMFORT 


Junior doesn’t walk on the uppers of his shoes! 
And, when Mom judges the value of your shoes, 


American Oak’s ROCKROME she judges - the quality of the soles! _ 
comes waterproofed as well as AMERICAN OAK Chrome Retan for WEARABILITY! 
natural. Its famous long-wear ‘4 But Mom, being a modern ante, also knows that 
ing qualities are especially de- leather “breathes.” And he knows that no leather- 
: . ’ substitute can hope to equal leather in giving foot- 
signed for use in children's shoes. comfort and health to growing children! 
IMERICAN OAK Chrome Retan for TOP COMFORT! 


For Comfort, Quality, Wearability ...NOTHING takes the place of. 
AMERICAN OAK LEATHERS! 


CONSTANTLY UNDERFOOT! 


THE AMERICAN Oak LEvTHER CO. 


/COlGr G20), EE cold a Ole) Qe Wa Ord o-> 


CINCINNATI, CHICAGO, ST. LOUIS, BOSTON 
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GUARANTEED PROFITS 


From Your Occee Handhag Department 


WITHOUT INVESTMENT 


Investigate The ra ci fog 


Handbag Merchandising Plan | 







7 GUARANTEED PROFIT WITHOUT INVESTMENT 
Z NO LOSS FROM MARKDOWNS 
S NO EXPRESS CHARGES 


Fut the styling, manufacturing and merchandising 
genius of the Frederick George organization to work 
for you right in your own store! Let it bring profit 
and prestige to you while Frederick George takes 
all the financing, styling and inventory responsibility. 
For 17 years a specialist in handbag manufacture 
and merchandising, Frederick George has all the 
RETAIL AT = answers in a plan that is amazingly simple. No 
$ 2 G ig longer is it necessary to tie up any of your capital 
. in stock ... spend a nickel on buying trips . . . pay 
$4. G S one penny in express charges. .. take losses on mark- 
Advance styles are in your store while your competitors downs! Anda 23% promt is guaranteed ianoaniaarctia! 
are just placing orders for new merchandise. A four to six handbag sold. Mail this blank for full particulars. 


weeks’ jump on competition means plenty to YOU in extra 
profits and prestige as the handbag style leader in your city. 


fused Geage, tm 


14 EAST 33rd ST., NEW YORK 16, N. Y. 
















FREDERICK GEORGE 
14 East 33rd Street, New York 16, N. Y. 


Gentlemen: 


1 am interested in the Frederick George plan. 
Please rush fu!l particulars. 


ATT. OF 
STORE 








CITY 
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Oil Will Not Harm Neo-Cord* 
Non-Slip Soles and Heels 


Factory tests under most adverse conditions 
have proved the extra wear and added 
safety of Neo-Cord soles and heels. They're 
made of DuPont Neoprene that contains no 
rubber, resists oil, grease, extreme heat, 
acids and caustics. Gro-Cord's exclusive 
Multi-Angle-Cord construction furnishes the 
% We will gladly furnish sources necessary non-slip safety. Here's a sole that 
for this steel-toe safety shoe... brings the whole shift to your store when- 


Trade Mark Reg. U. S. PAT. OFF. ever you sell one man. 


GRO-CORD RUBBER CO., LIMA, OHIO 


. 1s EASIER TO SELL WITH 


4 rs TS a & 
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Style #7948 
Men's Last 
Sizes 6 to 12 









This “Double Feature” by 


CAV 


has plenty of “box office” 


The popular appeal of shoes of identical design for father and son is 
big—and getting bigger every day. But the important feature 
about these shoes of the same design—as Belleville makes 
them—is that the men’s shoes, (in sizes 6 to 12) and the boys’ 
shoes (in sizes 1 to 6) are made over separate and special lasts 
to insure absolutely correct fitting qualities. To offer exactness 
of fit, exceptional comfort and rugged wearing qualities in the 
$5.50 to $9.95 retail price field—sell Belleville Boys’ and 
Men’s Shoes. Drop us a line for further particulars. 


Style $948 a 
Boys’ Last 
Sizes 1 to 6 





BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 


New England Distributor: KREIDER-CREVELING SHOE CO. 
602 Atlantic Avenue + Boston 10, Mass. 


November 15, 1948 





“The 


Fashion Minded 


ALE LE 
Cul 






looks to 


SHOE $ 


Millions of fashion-conscious young women 
look to JOLENE Hollywood-Inspired Shoes 
for the latest and loveliest styles. They know 
that JOLENE Shoes are always fashion-perfect 
. .. always set the pace for smartness. 
Month-after-month national advertising 
reaching the fashion-conscious mass market 
girl has made JOLENE Shoes nationally- 
known, nationally famous. Sell this alert 
market easily with JOLENE Hollywood- 
Inspired Shoes. 





TOBER-SAIFER SHOE MANUFACTURING COMPANY - SAINT LOUIS 
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THE NEWS OF THE YEAR IS 


Spake GM 


because Lastex Yarn woven 





into backing imparts con- 
trolled stretch to leather... 


nothing else makes shoes 


FIT so smoothly 
FEEL 0 comfortable 
LOOK so flattering 
SELL 50 readily 


the miracle yarn “a ales things fit 


Hh 4 


He~ 


An elastic yarn manufactured exclusively by 
UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas, Rockefeller Center, New York, 20, N. Y. 


For models, samples and prices of those types of shoe materials made 
with Lastex yarn, which are now available, apply to ALFRED VAMOS, 
406 Marbridge Building, New York City. Alfred Vamos is the inventor 
and patentee* of Vamos stretchable shoes and is the selected consult- 


ant for shoe manufacturers using materials made with Lastex yarn. 
* Patents assigned to United States Rubber Company 


\ reed as “ay 
. Say A, 
as a ‘e 
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It saves cost in the factory and insures greater 
safety for the wearer through more dependable 


and permanent attachment. 











Again a 
Revolutionary 
Achievement from 


Our Engineering 


Wood Heel Screw 
Inserting Machine 


The machine inserts a permanent screw in one simple, quick operation. Automatic hold-down clamp 
takes shoes of all sizes without adjustments. It holds the heel securely in place with a gradual application 
of 300 to 500 pounds of air pressure. Then the screw is inserted. Thumb screw adjustment takes care 
of all heel heights up to 24/8. Any operator can process from 1000 to 1400 pairs of shoes in an eight 


hour day. Get all the facts about this efficient new Compo machine. 


COMPO SHOE MACHINERY CORPORATION 


150 Causeway Street, Boston, Massachusetts 



















White moccasin to retail at *6.95 > 


#5874—White elk moccasin Blucher with white 
leather welt, white rubber sole and 7/8 heel. Good- 
year sewed moccasin. 


Sizes: AAA...6 —10 


AA...5 —10 
A. ..4%2—10 
B...3%-—10 
C...3%-—10 


if 
2 BASIC WHITE WELTS 


FROM STOCK 


4 Full grain white to retail at $7.95 


#5880—Full grain seamless vamp oxford, 12/8 
white “ivory” heel, uskide top-lift, white neolite 


sole. 
Sizes: AAAA. ..7%—10 
AAA...6 —10 





AA...5 —10 
A...5 —10 
B...4%2-—10 





C...4 —10 





eel 





ip 

yn Many of our customers are concentrating on these shoes on their merits in preferance to higher price 
shoes. These customers report a variety of merchandising opportunities made possible by the design 

fe of lasts and fit, and the quality of these shoes. We invite your trial orders for comparison. Write us for 

ht details on stock operation suited to your own merchandising requirement. 

ie. 
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[ \ i \ HAN we precision-assembled and 


moulded structural unit formed to fit the last . . . provides 
the shoe with strength and grace without bulk. 

Makers of Cements, Littheways and McKays in particular 
will appreciate the snug fit at heel seat, waist and ball areas. 
Unishank helps the shoe retain its shape, hold its proper 
tread, provides proper support to the foot and makes pos- 
sible superior heel anchorage. Cement sole attaching is 
simplified because a wider lasting margin may be 
retained through the shank area. 

Your United representative can provide full par- 


ticulars about adapting Unishank to your operations. 


VITA-TEMPERED STEEL SHANKS . 


When cleon, tough, hard, uniform VITA-TEMPERED 
STEEL SHANKS are used in Unishank assemblies, 


willaeal D 





What UNISHANK Adds to Shoes 


FiT — last measurements preserved through waist. 

COMFORT — firm, snug-fitting waists. 

STRENGTH — without bulk. 

APPEARANCE — top lines preserved — helps shoes 
hold shape until worn out. 


BETTER HEELING — cuts returns due to “run under” 
and/or “kick back” heels and 


torn Louis Heel flaps. 


UNIFORMITY — shanks accurately located preserve 
last contour. 






it‘s a combination hard to beat. 








UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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SUNDIAL SHOES FOR ALL THE FAMILY 
SUNDIAL SHOE COMPANY, MANCHESTER, NEW HAMPSHIRE DIVISION OF INTERNATIONAL SHOE COMPANY 
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Combines all the comfort and 
warmth of the conventional leath 
storm boot with the waterproof 
hast qualities of the rubber boot. 





@ leather Top combined @ Extra Heavy Duty Zipper 
with Rubber Sole and 


Seek Looking 
@ FULL SHEARLING LINING @ Available in Black & 


@ Electrified Shearling Cuff Brown 


@ Comfortable —Smart 

















the “after-sport” shoes 


For men and women to wear 
before and after outdoor 
sports or as a warm but light 
and comfortable spectator 
shoe. 


9006— Men's Zipper-Lace 
Boot 


7006— Women's Zipper Lace 
Boot 









9066—Men's Moccasin 
7067 —Women's Moccasin 


Available in crepe or leather 
soles. 


always popular 





Promote the solid comfort 
of shearling lined slippers 


1000 Men’s Opera 


Smart, yet sturdy, this opera 
is always c leading number. 
One of a wide range of 
styles available. 





Feature this Mother-Daughter 
Combination for added 





soles. 

7470 Women's Bootee, ° 5470 Matching Child- 
with electrified shearling cuff ren’s Bootee with the some 
ond full shearling lining. quality features. 















VISIT ROOMS 606-1206 
Popular Priced Shoe Show 
HOTEL COMMODORE—NEW YORK—NOV. 29-DEC. 2 
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736- 
















GOLF SHOE 


€ATHCO 


Reg. U.S. Trodemork 


OFFERS... BUILT ON AN 





LOOK AT THESE FEATURES! 


— Designed and built as a GOLF shoe, not a street 
shoe, by a company that has built athletic shoes for 
fifty years and knows how. 


j @ Athletic shoe design permits @ Moccasin Style design 
better and more efficient 
placement of spikes. 

, @ Vanadium steel plate in sole, © Oiled Waterproof sole 


to keep spikes from driving a ; 
j through into the foot and to @ Phillips Detachable Spikes 


prevent “humping” of soles. 
i @ Goodyear Welt construction. 


@ Brown Elk uppers 























Dera 
iber. 
> of 


bowling shoes 


A complete line, all with non-marking rubber soles and 
heels, and especially designed tips for ample toe room. 











753—Men's Black Moccasin Style 


ild- 746— Women's Smoked Elk Bow!- 756— Women's Black and White 759—Men's Black Lace-to-Toe (Patented) 
same ing Oxford Bowling Oxford Oxford An outstanding shoe for your dis- 
: . A smart, ever-popular design that a! . criminating customers. Also avail- 
ating 0's - White Bowl- is a “Must” ior your bowling 749— Men's Smoked Elk Oxford able for women No. 752, Brown 
a shoe stock. 769—Men's High Bowling Shoe, and Tan two-tone combination, 
Black America’s smartest bowling shoe. 





ATHLETIC SHOE COMPANY 


924 NO. MARSHFIELD AVENUE CHICAGO 22, ILLINOIS 
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L, / 
ol, j CO ald a lhe ‘ /, |riight idk nie there’s really no other way of describing 


the subtle, but immediately recognizable smartness of the Arch Preserver 







line for 1949. These superb shoes have the style-plus-comfort 
sales appeal to a greater degree than any we have ever designed. 


E. T. Wright & Company, Inc., Rockland, Massachusetts. 





IN STOCK 
#372 in brown hand- 
stained grain or 
polished brown calf. 
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When Shopping 


FOR SHOES 


She Siclures 
A PERFECT MATCH 

























SELL 700 PAIRS 
WSTEAD OF OE’ 


























ROMEOS BY 


WELL-BUILT SHOE CO. 
MILFORD, MASS. 


SABE Eo 
= Se s 











You can sell two pairs of shoes instead of one, when you show oth 
father and son this popular Romeo, with its built-in SHUGOR fit and 
comfort. It is trim. It is neat. It is the ultimate in foot comfort. It is 
ideal for outdoor-indoor wear. ; 


This type of shoe is going BIG. THOMAS TAYLOR & SONS, inc. 


Are you getting your share? HUDSON, MASSACHUSETTS 





— SHUCOR 
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These new Jarman styles will be featured 
n full page, full color ads next spring in 


te ond Esquire. 


| 


SHOES FOR MEN 


\ 











Styled for leisure - built for comfort 


> Jarman 


~Heisuals 















Business and pleasure will march side by side when Jarman dealers 
offer these smart easy-going styles next spring and summer. Busi- 
ness will be specially good for Jarman dealers everywhere as cus- 
tomers are reminded time and again of these “Leisual” styles— 
through Jarman national advertising, read by millions of prospective 
customers: through Jarman dynamic window displays, designed 
for Jarman dealers to dramatize these styles and attract millions 
of shoppers who view their windows every day: through profession- 
ally prepared newspaper advertising which Jarman dealers use to 
promote these styles in their own communities. For complete 
information on Jarman’s top styles for Spring 1949, and the advertis- 


ing and promotion plan to build sales and boost profits, write: 





JARMAN SHOE gone ete TENNESSEE 
DIVISION OF GENERAL MME SHOE CORPORATION 














the best line in any show! 





® value! 






® saleability! 
®@ quality! 
® promoted nationally! 


Yes! It’s the line that STOPS THE SHOW 

every time with its unequalled imaginative 
styling, its superb quality construction, 
unequalled fitting qualities, all the DESCO 
details that made DESCO CASUALS top 
SALES performers, top CROWD drawers in your 
department That’s why the new DESCO line 

is a MUST SEE for you. And see it you can 

at shows all over the country! 








LET'S GO SEE DESCO AT 
@eeeaeeoeee0e2ee0e0280808080 


DALLAS SHOE SHOW ... . . . Nov. 22 to 25 
GN MOI ie ik Ses ae as Room 1337 
LOS ANGELES .. ee yy 


Haas Building, 219 West 7th St. 
POPULAR PRICE SHOE SHOW . Nov. 29 to Dec. 2 
in New York City, Hotel Commodore . Rooms 1100, 1101, 1102 


‘ 


DESCO SHOE CORP., 47 West 34th St., New York 
FACTORIES: Long Island City, Webster, Mass., Exeter, Pa. 
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ROBERTS, JOHNSON & RAND - DIVISION OF 
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The historic integrity of this Name in Footwear dates back more 
than half a century. STAR BRAND'S reputation for quality at a 
fair price is destined to mean more and more to you in the hard 
selling days ahead! There is a growing demand for well-made shoes 
in the lower-priced field. STAR BRAND fits that picture... it’s 
likely to be the buy-word of many of your customers in the days to 
come. Watch this STAR soar as competition gets keener! 


STAR BRAND 


SHOES 
for men, women, and children 


INTERNATIONAL SHOE COMPANY «~ ST. LOUIS 3, MISSOURI 
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216 LINCOLN STREET, BOSTON, MASS. 


Cash int... on the most 
exciting line of the season! 


CO-ED 
R5402—BROWN ELK 


S$ WIDTH 5/9 
M WIDTH 4/9 


VARSITY 
R5403—BROWN ELK 
R5404—BLACK ELK 
RS5405—RED ELK 
R5406—PINE GREEN ELK 
S WIDTH 5/9 
M WIDTH 4/9 


STADIUM 


Sy ¢ R5408—BROWN ELK 


a ti “a See.us at the Shoe Shows! R5409—RED ELK 
, M etary Los Angeles — Biltmore Hotel, Nov. 20-24 S WIDTH 5/9 


Dallas — Adolphus Hotel, Nov. 22-25 M WIDTH 4/9 
New York — Hotel Commodore, Nov. 29-Dec. 2 


Terms; net 30 days, F.O.B. Boston, Mass. Samples shipped on request. 
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There’s Room for You in this Picture at the 


Popular Priced Shoe Show of America 
Room 104 — Hotel Commodore 
New York City 
November 29 - December 2 


UNITED LAST COMPANY, BOSTON, MASSACHUSETTS 
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wptioy = THE MIRACLE = 
ON DUANE STREET” | 


THE MIRACLE IS NO MIRACLE! 


it’s the 


TICO PLAN 


a plan that’s working today for more than 


1000 
INDEPENDENTS, 
DEPARTMENT STORES 


CHAINS 


throughout the country 
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A NEW MILLER MONEY- MAKER 
... the Ski Boot Tree! . 


Here’s a natural for tie-in sales... 
sell Miller Ski Boot Trees with 
every pair of ski boots. 

Skiers value their shoes and their 
feet. They'll appreciate the oppor- 
tunity of getting a good ski boot 
tree. If you're selling ski boots, 
don’t fail to take advantage of this 
easy extra sale. Write for com- 


48 


plete information on Miller Ski 


Boot Trees today! 


Miller Ski Boot Trees have the sarne 
durable construction as regular Pack 
Flat Miller Trees. Each size tree is easily 
adjustable to several shoe sizes—auto- 
matically adjusts for width. Attractive 


walnut finish on fine grained hardwood. 











Now’s the Time to Re-order 
MILLER TREES 
FOR STREET SHOES 





For added profits remem- 
ber — “Money Grows 
on Miller Trees.” 
Order today! 








O. A. MILLER TREEING MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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LA CROSSE RUBBER MILLS COMPANY - | 
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e Shoe Sales - 


IT’S FORM THAT COUNTS 


Your display shoes must be formed correctly to 
make the customer stop — and buy. It can’t be 
done with ill-fitting forms. Your shoes always 
look right — and sell better — when displayed 
on properly fitted, flexible Fairy Forms with 
adjustable crossbar. Easy to insert or remove 


— no distortion of your shoes. 


























YOU CAN GET THE 
PROPER Heel Style 





YOU CAN GET THE 
RIGHT Heel Height 


YOU CAN GET THE 
RIGHT Size 
Women’s Fairy Shoe Women’s Fairy Shoe Women’s Fairy Shoe 


Forms are available in Forms are available in Forms are available in 
three popular sizes. six heel heights. two heel styles. 





Z 
@ @ @ Fairy Forms give you color and fit which greatly 


increase the sales-creating display of your shoes. Choose 
from the three popular toe effects for closed or open 
shoes — small or large openings. Choose from the 
29 beautiful color effects. Choose from the 10,440 
variations in the complete line of women’s AnkleHi 
Fairy Forms. Study the new Lock-Seam Top. Fairy 
Forms are strong but flexible and snug-fitting. 


WRITE TODAY FOR CATALOG 


iC., AUBURN, N. Y. 
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RIM, TALL AND TATLORED 
| he Resbay Udlda Cape. 














The success of many shell-type shoes will 
depend on the success of the laster in pull- 
ing-over snugly ;.at the same time retaining 
a trouble-free low vamp, ‘and low throat 
lines. sweeping up to high counter top lines. 
Tailored shoes are naturals for ROSEBAY 
WILLOW CALF, so dependable in han- 
dling, so productive of fine appearance, so 


adaptable to full style treatment. 


AMERICAN JHDE and LEATHER COMPANY 


BOSTON 
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IN ’49 
BE KIND TO YOUR CUSTOMERS’ FEET 


THEY’RE ASKING FOR 


SHOES 


a continue to report steady growth in 
consumer acceptance for shoes of Genuine 
Kangaroo Leather tanned in America. Always 
a profitable part of their business, they find 
more customers are specifically requesting 
Kangaroo shoes. Consumers, they say, are 
more than ever aware of the desirable quali- 
ties of this unique leather. Kangaroo’s tightly 
gra‘ned surface is beautiful, polishes easier, 
stays better longer with a minimum of care. 
But much of the growing popularity of 
Kangaroo Leather has been won for it by the 
fine tanning techniques which have been put 
into it by America’s experienced tanners of 


E : Kangaroo leathers. Over six decades of tanning 
©RY CO © . 4 “know-how” is the record of these long estab- 
OTS, call lished firms, specialists in Kangaroo tanning. 


That is why more retailers are planning to be 


kind to their customers’ feet in ‘49 by giving 
RICHARD them more shoes of Genuine Kangaroo Leather. 


YOUNG 
Kangaroo Leather is 17% stronger, 


COMPANY weight for weight, than any other 


leather used in shoes. 
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Backing the GOLD SKAL... 


4 Famous Rubber Footwear Plant 


November 15, 1948 


It's the organization behind a trade mark that counts. The facilities of 
our factory production lines . . . our vast warehousing . . . and our abun- 
dant reserve stock piles . . .backed by a century of “know how’ are all 


co-ordinated to make the GOLD SEAL a symbol of dependability. 


The entire Gold Seal organization is geared to supply retailers with all 
their rubber footwear requirements . . . year in, year out . . . seven days 


a week... . 24 hours a day . . . come rain or snow. 


Complete catalog on request 


GOLD SEAL RUBBER COMPANY 


174 LINCOLN STREET, BOSTON 11, MASS. 
Sole Distributors for 


GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 





DAD-ROGGEO 


oo Snappy addition to PLAY-POISE Spring Line 


Watch youngsters go for this swell new oxford 
with red cleat sole ‘“‘just like dad’s’’... It sure will 
put zing into sales next Spring! 


Available in tan-and-white moccasin and brown 
loop-laced oxford. sizes 12Y% to 3. 





SHOES FOR INFANTS AND CHILDREN 
VIRGINIA SHOE COMPANY, INC. 


FREDERICKSBURG, VIRGINIA 
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A Unique Foshion Merchandising Clinic to analyze 
fashion influences that will affect next spring's shoe 


selling .. . 
Presented by A Star-Studded Board of Fashion Coun- 
sellors 

® leather . . . Rhea Nichols, kid; Ruth Kerr, calf: 


Poily Drew, side leather 


* Textile Fast.ions . .. Ann Mullany, 
= “Women's Wear Daily” 


* Shoe Design . . . Grace Powell 








opular Erice 


~ 








*® Apparel . . . Nina Kyle, “Giomour”: 
J. P. Hurley, Sears, Roebuck & Co. 
® Young Fashions . . . Nancy Pepper, 
“Calling All Girls” 
* The Male Angle . . . O. Shoeffier, 
“Esquire”, “Apparel Arts” 
*® Accessorising in the shoe store . . . 
Syivie Hamilton 
Featuring A practical shoe fashion show by practical 
shoe designers . . . Grace Powell, Beth Levine, and 
An open forum-your chance fo have our Board of 
Fashion Counsellors answer any merchandising problem. 


Entire production by Ann R. Silver. 


bhoe Whow of | ie ca 


jointly sponsored by * National Association of Shoe Chain Stores - New England Shoe and Leather Association 


ULL MD 


BLACK SATIN KING KID 


A profound black ... smooth as satin... with a rich, 


pliable texture that takes the eye and captures the fancy 


of fashion-wise women... for high style formals. 
Only the finest quality selected skins ...tanned the 
King Kid way ... produce such a luxurious 
and long-wearing kidskin as BLACK 
SATIN KING KID. 





BLACK GLAZED 


William AMER Company Seine 


BLACK SUEDE 
GARMENT LEATHER 
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Looks like velvet . . . feels like suede! Instead 
of using inferior suedines, your manufacturer 
can make the identical shoe in genuine NOR- 
ZON for about 6c more per pair. See beauti- 
ful NORZON in casuals. . . novelties . .. and 
dress shoes. Every genuine NORZON shoe has 
f the name stamped in the sock lining. 


NOTHING takes the place 
of SUEDE except NORZON 









Be sure to see NORZON ot the 

Popular Price Shee Show of America 

Hotel Commodore, New York 
ber 29 —D: ber 2 

























* NORZON is the registered trade mark of Behr-Manning 
Corporation, to designate its electrocoated pile fabrics. 


HILLIPS-PREMIER CORPORATION 
Distictalecs fr Maenally Premiront Mensfeclaers 


64 SQUTH STREET, BOSTON 11, MASS. HAncock 6-3350 
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| A NEW ERA OPENS FOR 
Mo" your BABY SHOE BUSINESS! 


Photographed ot 

Kay & H Shoe Shop 
3988 White Plains Ave. 
Bronx, New York 


A COMPLETE BABY SHOE DEPARTMENT IN ONE UNIT! 
Dr. Posner's Baby Shoe Bar is a beautifully designed unit... perfectly This unique unit 
now gives you 


planned to bring you increased volume in babies’ shoes. Modern Merchandising- 


e It means eye-level, platform fitting—enables the shoe fitter |combined with the famed line 
of Dr. Posner’s Shoes! See 


to study the fit of the child’s shoe under actual weight- 
bearing! it at our New York showroom, 
or write for full details. 

















e It's a seating fixture—plus a permanent display. 
e Holds 376 pairs of shoes (on sectional shelving in rear). FOR BOYS FOR GIRLS 


e Attracts consumer attention . .. helps you sell quickly and , 
ot POSNER 


profitably. 
SHOVES 


This new selling unit will highlight your baby shoe business — make 
it one of the most profitable departments in your store! 





GIVE YOUR CHILD 
CORRECT BODY BALANCE 


Executive Offices: 116 West 34th Street, New York 1,N. Y. * Sales Offices: Chicago 


DR. A. POSNER SHOES, INC. Merchandise Mart, Room 1046 « Pacific Coast: Haas Bidg., Suite 1112, Los Angeles. , 
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Zig-Zag 


STITCHED 


TO RETAIL 


$976 TO $4Qos 4 


i= are yours to sell with profit, and in volume too. 

Beauty of Haiti Sandals, the world’s most colorful footwear! 

Haitian made of native Sisol, exquisitely embroidered by 

hand, they are made over American lasts for American feet 

in true size-and true half size ranges, widths AA B. 

ZIG-ZAG STITCHED FOR LONGER WEAR. Beauty of Haiti 

Sandals are the Value shoes for which your mothefaaind : 

daughter customers have been waiting. Also made ‘with yes HANDBAGS in matching colors and 
LEATHERLYKE SOLES. ; SB ’ s for accessory promotion. 


~ 


TROPICAL CRAFT GORPORATION 


GENERAL OFFICES 81 COURTXSTREET, BROOKLYN 
LEWIS L. ENOW, U. S. REPRESENTATIVE, 45 WEST 34 ST. NEW YORK, N. Y. 








| | { | makes Coleuice tn important spring Lashion 
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* sets the stage for smoother-looking, more elegant footwear to 
complement the slimmer, softer silhouette. Restraint in pattern design and treatment 
focuses interest on fashion-right Surpass Kidskin, in black and in the season’s 
accepted colors. Consistently Uniform, always Dependable, with the new season, 
Surpass will play an increasingly important role in your high fashion shoe selling. 


9TH & WESTMORELAND STREETS @© PHILADELPHIA 40, PA. 
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THE 
FOREIGN NEWS 


QY 





SUMPINGRUACKS 


“3 E¥ins ~~. Ce. ee 
FLEXIELE 5965 FOR Wagy WEAR 


COMMENDED 
PARENTS 
maGatieet 


NATIONAL CONSUMER ADVERTISING 
“We exclude everything else this morning NATIONAL MEDICAL ADVERTISING 


to make room for the Foreign News. Things LOCAL DEALER tie-in “Sales Promotion Kit” 
do not look sunny in Europe, and could not 


be expected to. But we have faith that the 
Spirit of Liberty will lead to no Reign oj 
Terror, and that in spite of all difficulties, 
the good cause will triumphantly prevail.” 





the Journ! 
Awiertca® 


—The above news item appeared in the NEW 
YORK TRIBUNE just one hundred years ago. 


—So you see, even in those days the war drums 
sounded and troublous times were upon the earth. 


—But during the intervening hundred years Amer- 
ican spirit and enterprise have built one of the most 
glorious, most prosperous eras that history has ever 
recorded. 


—And so it will be in the coming century and long 
thereafter. 





—America forward march! 


2 US. Fhe 
ag ah as VAISEY-BRISTOL SHOE COMPANY, INC. 


President ROCHESTER 3, NEW YORK 
Boot aNp SHoe REcorDER MIDWEST PLANT—MONETT, MISSOURI 
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HUNTING BOOT STAMINA, 
WALKING SHOE EASE, GOOD LOOKS 


J THAT SPEAK FOR THEMSELVES. 
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~ftteee Sehr seeese- =" 
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THE FLORSHEIM SHOE COMPANY 
CHICAGO 





MAKERS OF FINE SHOES FOR MEN AND WOMEN 


‘ Sai = |) 
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It is almost a sure thing that Congress will be asked to enact a 
multi-million dollar lend—lease program for Western Europe. Enactment of such a 
program would not mean increased exports of hides, skins, leather and military 
footwear as was the case during World War II. Washington officials say that 
such exports will not be necessary under a system of lend-lease primarily 
because the Western European nations are now obtaining large quantities of hides 


as a part of the European aid progran. 
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Footwear production during the first nine months of this year was 
about 4 per cent greater than a year ago, according to the Department of Com- 
merce, and it is estimated at 356,555,000 pairs. Production for the year will 
probably amount to slightly less than 465 million pairs——a slight drop from 1947 
levels. Commerce Department also estimates that there will be a drop of almost 
3_ per cent in the number of pairs sold at retail in 1948 as compared with 1947. 

The Commerce Department further reports that retail centers have 














indicated that retail sales of shoes in general were not satisfactory during the 





early Fall months. Consumers continue to make more purchases in chain stores 
and bargain basements of department stores. Independent stores report continu- 
ing difficulty in maintaining their former volume of sales, mainly due to down- 
grading on the part of consumers. 

The usual seasonal improvement in late Summer and early Fall did not 
come up to expectations, says Commerce. Retailers were generally dissappointed 
in the volume obtained in adults' shoes and fairly well pleased with the amount 


of trade realized in the children's varieties. 
** + &* & & F 














Placing of calf and kip skins under export control a few weeks ago was 
necessitated by a decreasing domestic supply, coupled with continuing high 
demand for these skins on foreign markets. Domestic production has been 
decreasing for several months and imports from other countries are far below 
prewar levels. United States has normally been a net importing nation of calf 
and kip skins, but large exports during the second and third quarters of this 
year have reversed this trend and this country is now a net exporting nation. 
Validated licenses for export to all countries are now required and the fourth 
quarter quota has now been set at 200,000 skins. 

&* &¢ et & & F 

While purchases at women's wear stores throughout the United States 
have grown at the same rate as consumer income in the past two years, and have 
taken a share of income nearly one-third larger than in prewar years, the shoe 
store ratio since the end of the war has not exceeded the average value in the 
thirties, and in the first half of 1948 has dropped to the 1941 level, the pre- 
war low. These comparisons were brought out in an article on "Retail Sales and 
Consumer Income," by Clement Winston and Mabel A. Smith, in the October Survey 
of Current Business issued by the U. S. Department of Commerce. 

"The situation of shoe stores is influenced by a number of factors," 
the writer of this article observes. "This group has exhibited a long-term 
downward trend in activity; retail sales in 1940 were 20 per cent below 1929, 
although disposable income in the two years was comparable. Much of the drop 
represented lower shoe prices, but it is also true that shoe stores have not 
held their own in competition with shoe departments of department stores and 
other apparel stores. In 1929 shoe stores accounted for about 60 per cent of 
retail shoe sales, but by 1939 only 55 per cent was sold in these stores. 

"Sales of shoes have been affected in 1948 by the price factor. 
Except for luxury items, one of the earliest commodities to encounter effective 
buyer resistance to higher prices was footwear." 
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There are 3 words 









to every foot 
oi our leathers: 


WORTH 
THE 
PRICE 





PHILADELPHIA 23, PA. 


Oldest Operating Chrome 
Tanners in the World 
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We've heard a lot of reasons why people 
go into the shoe business... 


“Father had the store...” 
“Worked in a shoe store after school...” 


“Army suggested it...” 


“Just happened that way...” 


But—the / thing all the answers have in 
common, is the PROFIT angle! 


And—the Mode Art operation is geared 
to that I end... 


MAXIMUM MARKUP-—plus 
e Current fashions 
e Three-week fill in service 


e Fit and Quality,— 
all those things every retailer 
has a right to expect these days. 


Onceacustomer buys MODE ARTS, repeat sales 
follow just as naturally as suntan in summer! 


Ask any Mode Art dealer—or 
better still—a letter will bring 
the Mode Art Man a-running. 
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ERNEST R. PARK of Park Sons. 
Inc., Rochester, says: 

“Qur concentration upon ortho- 
pedic shoes perhaps keeps us from 
being a typical family store. How- 
ever, we are faced with similar 
problems to those worrying the 
average shoe merchant. 

“One of our worries is what we 
see across the street. The super 
market over there posts butter 


prices on the window. They are so 
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high they scare me. There is a 
strong analogy between butter 
prices and shoe prices. Both have 
good reason for being high. The 
high cost of butter has caused most 
people to stretch it out and make 
it go farther than formerly. They 
are buying and eating less butter, 
more substitutes. 

“People are also buying fewer 
shoes, wearing them longer and 
having them repaired. 
are grading down, buying less ex- 
pensive footwear. This even applies 
to men, who are not generally con- 


Customers 


November 15, 1948 


sidered to be price conscious. We 
have noticed that quite a few old 
customers inquire current prices, 
then go elsewhere to buy. Ap- 
parently their pride keeps them 
from buying cheaper shoes from 
us. so they patronize a strange store. 
“What shoe dealers need are display 
materials which can be combined 
in new and interesting ways so they 
can compete with department and 
specialty stores who employ highly 
paid display men.” 
= = * 

M. M. DeSHIELDS, manager of 
Alex Rice Shoe Department in 
Montgomery. Alabama, says: 

“The demand seems steady for 
a wide variety of goods and the 
store that carries a well-balanced 
stock. 
shoes 


with the emphasis on plain 
of high grade. rather than 
fancy goods. is secure.” 


= * += 


THE 100th issue of FOOTSTEPS 
predicts: 

“We are on a plateau. the level- 
ing off process may pressage a 
stight decline but unless prices go 
up again. business will hold its own. 
dollar-wise. Customers are begin- 
ning to get accustomed to the new 
price structure. We may continue 
to lose in units but the trend will 
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he very slight. Nobody needs to 
get hurt if he continues to have 
sizes in staples. The merchant who 
is sound today will continue to be 
in a sound position on July 15, 
1949. Now stop worrying!” 
= = = 

J\CK IMMERMAN, partner in The 
Beotery. Trenton, N. J., says: 

“I believe that most shoe manu- 
facturers are earnestly trying to 
hold the price line against inflation- 





ary forces. It is a hard thing to do. 
Costs seem to be rising in spite of 
their best efforts. 

“Are shoes worth what they are 
today? My 
would be that customers are not 


selling for answer 
getting good values when they buy 
most shoes at regular prices, but 
they do get real value at sale prices. 
Probably that is the reason more 
and more stores are turning to 
promotions and clearances to main- 
tain sales volume. Customers recog- 
nize good values and pass up over- 
priced merchandise. 
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“I don’t favor concentrating on 
lower priced shoes. Our store fea- 
tures quality shoes and emphasizes 
style. We have operated on this 
principle since the opening of our 
store and we have been successful. 
“We have also found radio adver- 
tising of long-term value in promot- 
ing our store and merchandise.” 








WILLIAM PIDGEON, owner of 
Pidgeon’s Shoe Store, Rochester, 
New York, says: 

“We are very much afraid that 
shoe prices are going too high and 
are fighting the manufacturers at 
every turn to get shoes at prices 
we and our customers think are 
reasonable. I think the top has 
nearly been reached. What will 
happen then? Judging from past 
economic experience, | would say 
that sooner or later a new normal 
will be established. It will be higher 
than what we used to consider 
normal. It may be about midway 
between the prewar low and the 
postwar peak. The juice will be 
squeezed out of the retailer, the 
manufacturer and the tanner. 

“Readjustment will be compli- 
cated by several factors. Of course. 
hides are really a by-product, there- 
fore their price does not accurately 
reflect the supply ard demand im- 
pact of shoe manufacturing. Labor 
is strongly entrenched by law and 
recent custom. It won't willingiy 
take a cut in wages until conditions 
become serious enough to compel 
such concessions. Retail inventories 
must be reduced if stores are to 
weather deflation successfully. Big- 
gest risk will be in shoes now selling 
at fancy prices. 

“Instock departments of manu- 
facturers are growing in impor- 
tance. The factories have discovered 
that they must do their part in 


carrying merchandise and not shift 
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that function entirely upon the re- 
tailer.” 

e * * 
KENNETH M. MacDOWALL, of 
Ken’s Shoes, Endicott, New York. 
says: 

“It is almost impossible for shoe 
retailers to reduce operating ex- 
penses under present conditions. 
Stores must pay their employees 
bigger and bigger salaries in order 
to keep them. Higher salaries usu- 
ally don’t mean increased produc- 
tivity. Salespeople sell about the 
same number of pairs as formerly. 
However, advertising in a small city 
such as Endicott is more effective 
than in larger cities. People here 
seem to read ads more carefully 
than in cities having bulky news- 
papers. 

“We can’t reduce overhead much 
more than our competitors but we 














can give better service. In fact, we 
can never give too much service. | 
am not afraid that customers will 
try to take advantage of our good 
nature and request impossible or 
impractical things. Most people ap- 
preciate helpful service and do not 
abuse it. 

“Competition is increasing and 
probably will continue to do so as 
we get back to normal: but no shoe 
retailer needs to fear ethical com- 
petition. Each shoe store has its 
own class oof trade and your cus- 
tomers, if treated well, are not apt 
to change.” 

~ * * 
A.M. BAKER, manager of Jay’s. 
Montgomery, Ala., says: 

“There is a definite sales resist- 
ance among the salaried people. 
They want good shoes but can go 
just so high and no higher in price.” 
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SHOE SHINE'S 
“BIG BUSINESS” 


Dominick Ansanalli shines the 
shoes of a passenger on the 
ferryboat connecting Manhat- 
tan and Staten Island. Ansa- 
nalli is president of the Di 
Cicco Shoe Shine Co., Inc., 
which recently paid $20,000 
to New York City’s Depart- 
ment of Marine and Aviation, 
operator of the ferries, for a 
year's shoe shine concession. 
The corporation figures to 
make about $65,000 next year. 








A press breakfast held Monday morning was one of the features of the Fair. Snapped at the head 

table are, left to right: George B. Hess, NSRA president; Mrs. Alice Dowd, J. Walter Thompson Co.; 

L. E. Langston, executive vice-president, NSRA; W. W. Stephenson, executive vice-president. NSMA; 
Lawrence B. Sheppard. president, NSMA; E. C. Orr, former president. NSRA. 


CONFIDENCE 292 OPTIMISM 


A MOOD of optimism and confidence in the future pre- 
vailed at the four-day National Shoe Fair, held in four 
of Chicago's major hotels, October 25th through 28th. 
Prices. for the most part. held firm, in spite of indica- 
tions as the Fair opened that there might be some soft- 
ening of the market. Commitments were made at pre- 
vailing prices by merchants visiting the Fair, and 
indications of an acceptance of the current price level 
by both retailers and the public were general. 


The Fair. as usual. was held under the sponsorship 


of the National Shoe Manufacturers’ Association and 
the National Shoe Retailers’ Association. Over 650 ex- 
hibitors displayed their lines in 1275 display areas in 
the Stevens. Congress. Palmer House and Morrison 
hotels. The fourth floor of the Palmer House. the Exhi- 
bition Hall. housed a large number of booths where 
many types of items were on display. 

Attendance was large. with reports that it was well 
above that of previous Fairs. Retailers came to Chicago 
from every state in the Union. as well as from out of the 
country. Canada. Panama. Mexico and other countries 
were well represented. 

Buying was. for the most part. cautious so far as long- 
term commitments were concerned. Buying for imme- 
diate delivery was more prevalent. and this was true 
of men’s. women’s and children’s shoes. The large bulk 
of orders. however. were for casual styles. slippers and 
evening slippers. especially in the low and medium- 
priced women’s field. Children’s shoe manufacturers 
did the most encouraging business. and many of the 
established houses found themselves unable to accept 
new orders. Especially was this true in the case of man- 
ufacturers of branded lines for children. 

In the men’s lines. manufacturers made adjustments 
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tu include as many patterns as possible in the lower 
brackets of their price ranges. in an effort to supply 
retailers with as many shoes as possible in the lower 
categories. This does not mean. however. that they low- 
ered their prices as such. It was simply a rearrange- 
ment of their price lines to include a larger proportion 
of the low-end shoes. 

In some cases small reductions were made by men’s 
shoe manufacturers. but these were on certain types of 
commanded additional 


shoes which previously had 





NSRA Re-elects Officers, Elects Nine Directors 


All officers of the National Shoe Retailers’ Associa- 
tion were re-elected at a meeting held in Chicago dur- 
ing the National Shoe Fair. Offices of the association 
are: 

President, George B. Hess, N. Hess’ Sons, Baltimore, 
Md.; treasurer, David S. Hirschler, Hofheimer's, Inc., 
Norfolk, Va.; vice-presidents: Albert Wachenheim, Jr., 
Imperial Shoe Store, New Orleans, La.; Morris Cronk- 
hite, Turrell's, Seattle, Wash.; Michael Murphy, Krupp 
& Tuffly, Houston, Tex.; Gilbert Hahn, Wm. Hahn & 
Co., Washington, D. C. 

Nine directors were elected to the board of the as- 
sociation. The following new directors were chosen for 
three-year terms: Stephen Jay, R. H. Fyfe & Co., De- 
troit, Mich.; Jack Johnson, Johnson Shoe Co., Fargo, 
N. D.; and Russell Werner, Frank Werner Co., San Fran- 
cisco. 

The following directors were re-elected to three-year 
terms: George J. Bunn, Bunn Shoe Store, Salem, O.; F. 
Arthur Clark, Charles A. Stevens Co., Chicago; J. C. 
Fedler, Jr., Boston Shoe Co., Louisville, Ky.; William A. 
Geuting, Geuting's, Philadelphia; William E. Morgan, 
C. A. Verner Co., Pittsburgh, Pa.; Michael Murphy, 
Krupp & Tuffly, Inc., Houston, Tex. 
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Belief in Soundness of Industry’s Position Prevalent at Four-Day 


Event—Commitments Made at Prevailing Price Levels, Despite 


Previous Indications That Market Might Soften—Public Relations 


Program for Shoe Industry Launched 


charges because of the amount of work necessary to put 
them into production. In other cases. reductions of 
small amounts were made by manufacturers who had 
increased their prices some time ago. 

One luncheon session was held during the Fair, and 
an evening meeting inaugurated the publicity program 
which will be undertaken for the industry by the J. Wal- 
ter Thompson Company. George B. Hess, president of 
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the National Shoe Retailers’ Association, presided at the 
luncheon meeting which was held in the grand ballroom 
of the Palmer House on Monday, October 25th. W. 
Walter Williams, chairman of the Committee for Eco- 
nomic Development, was the featured speaker at this 
session, and his address, Today's Challenge to Ameri- 
can Freedom, was considered one of the highlights of 
the Fair. 

Lawrence B. Sheppard, president of the National Shoe 
Manufacturers’ Association, was chairman at the Mon- 
day evening meeting and introduced Joseph E. Boyle. 
vice-president of the J. Walter Thompson Company, who 
declared that “coordinated promotion of shoes between 
retailer, manufacturer and industry can inerease shoe 
consumption and provide insurance for future shoe mar- 
kets.” Objectives of the publicity program were out- 
lined by Mr. Boyle as follows: 

1. To educate American women to give shoes a more 
prominent part in their wardrobes. 

2. To convince the American man that he needs 
shoes for different occasions and seasons. 

3. To teach the public in general and parents in 
particular on the importance of shoes to the health of 
youth. 

4. To educate young people on the importance of 
shoes for comfort and appearance. 

5. To provide selling aids for retailers. 

Two clinics were held at the Fair for the benefit of 
visiting merchants. An Expense Control and Store Man- 
agement Clinic, staffed by James R. Hawkinson and !ra 
D. Anderson, both members of the faculty of the School 
of Commerce, Northwestern University, helped to solve 
problems of retailers who consulted them. Carl W. 
Peterson. store designer. headed the Store Moderniza- 
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tion Clinic, and offered advice free of charge to any re- 
tailer who planned to modernize his store. 

A display of 1949 Spring and Summer leather colors 
was maintained by the Tanners’ Council of America in 
a booth on the Exhibition Floor of the Palmer House. 
Both men’s and women’s leather colors, chosen by the 
Joint Committee, were to be seen. In addition, the 
United States Department of Commerce had a display 


SHOE FAIR 


NSMA Chooses Five New Vice-Presidents 


The National Shoe Manufacturers Association has an- 
nounced the election of five new vice-presidents and 
re-election of other officers by members attending the 
National Shoe Fair. 

Lawrence B. Sheppard, president of The Hanover 
Shoe, Inc., Hanover, Pa., was re-elected president, an 
office he had held for the past three years. Also re- 
elected were: W. W. Stephenson, executive vice-presi- 
dent; Harold R. Quimby, secretary, and E. S. Gerberich, 
Gerberich-Payne Shoe Co., Mount Joy, Pa., who has 
been treasurer of the association since 1929. 

New vice-presidents elected were: C. C. Andreasen, 
Holiand-Racine Shoes, Inc., Holland, Mich.; J. Edson 
Andrews, Gale Shoe Mfg. Co., North Adams, Mass.; 
Charles G. Craddock, Craddock-Terry Shoe Corp, 
Lynchburg, Va.; Henry W. Lambrecht, Dixon-Bartlett 
Co., Baltimore, Md.; and Weir Stewart, of Marshall, 
Meadows & Stewart, Inc., Auburn, N. Y. 

Past presidents and chairmen of the board of direc- 
tors who will serve as honorary vice-presidents are: J. 
Franklin McElwain, J. F. McElwain Co., Boston, Mass.; 
Henry W. Cook, A. E. Nettleton Co., Syracuse, N. Y.; 
Harold C. Keith, George E. Keith Co., Brockton, Mass.; 
Roger A. Selby, The Selby Shoe Company, Portsmouth, 
O.; L. V. Hershey, Hagerstown Shoe Co., Hagerstown, 
Md., and Guy E. Manley, E. P. Reed & Co., Rochester, 
N. Y. 








of its marketing information. statistical data and pub- 
lications on the Exhibition Floor of the Palmer House. 
for the benefit of visiting retailers. 

In order to facilitate transportation between the four 
hotels which housed exhibits, the National Shoe Fair 
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SHOE FAIR 
















PICTORIAL 


Harvey Kopp, left, and R. H. Dependahl, shoe 
merchandise manager and women’s shoe buyer, 
respectively, of Boyd's, St. Louis, snapped by 
the Recorper cameraman at the Shoe Fair. 
Their store recently won first prize in the 
W alk-Over contest for the best coordinated dis- 
play and advertising of Walk-Over shoes. 





Blessing & Sons of Elkhart, Indiana, had full representa- 

tion at the Fair. Left to right: Ted Blessing, Carrol 

Blessing. Robert Blessing and George Newman, all 
snapped on their arrival at the Palmer House. 





North, East, South and West meet in Chicago. Left to 

right: Harold E. Curtis, Curtis Shoe Co., Greeley, Colo.; 

William Unger, Arkwright. Inc. New York; Leo A. 

Fitts, Patton Shoe Store. Woodstock, Ill.; Mike Cara- 
donna, Labiches, Inc.. New Orleans. 


 * ee = 





Reelected for another term were officers of the National 

Shoe Travelers Association. Left to right: Samuel S. 

Weiss, vice-president; Norman N. Souther, secretary- 
treasurer; Harry J. Evans, president. 








Left: A group of retailers gathers to see new 
styles and an attractive model. Front row, left 
to right: Sam Rechter, Missouri; Phil Schumin- 
sky. Milwaukee; Benny Lederman and Maurice 
Lederman, Detroit; Les Dettman, So. Dear- 
born; J. V. Benson, Kansas City; Dick Peters, 
Chicago. Back row: Charles E. Wimberly, Mt. 
Vernon, Ill.; Joe Glassman, Chicago; A. M. 
Restivo. Heron. Ill.; Harry Burdeen and S. 
Halsted. Chicago. 
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A group of shoe men and shoe women waits to register 

in the lobby of the Morrison Hotel early in the four-day 

Shoe Fair. A record attendance of retailers and buyers 
was chalked up at this industry-wide event. 


NSTA Board of Governors. Front row, left to right: 
Jack Clark, Midwestern; James R. Thompson, West 
Coast; E. W. Jensen, Michigan; Joseph Harris, Penn- 
sylvania. Back row: Ed Trench, Northwest; Waiter J. 
Carty, Mountain States; Warren Crandal, Iowa. 


Colored leathers and shoes of leather made up the 
exhibit of the Tanners Council in the Exhibition Hall 
of the Palmer House. In addition to the tanned skins 
hanging at the back and side of the booth was a large 
color card portraying colors for Spring selling. 
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George E. Gayou, Shoe Fair manager, taking a phone 

call from a late-comer while his assistant, Mabel Gunning, 

finds a room. These two popular executives were respon- 
sible for much of the Fair’s success. 


The Chicago Shoe Ciub held open house for all shoe 

men in town. Gathered in the club rooms in the Re- 

public Building were, seated, Gene Bailey, Sam Appel 

and Ralph Wolpe; standing, Julian Chapman, Sol Bend- 
heim and Otto Bluhm. 


No decorations, just good solid material of value, was 
on display at the Department of Commerce booth in 
Exhibition Hall, Palmer House. Literature of two types 
was offered—booklets containing business helps for re- 
tailers and others with helps for manufacturers. 











Trend to “Wearable Shoes 


by ELEANOR M. RUTTY 


WHILE the women’s styles shown at the recent National 
Shoe Fair may not have struck the eyes with quite the 
impact of those shown last Fall or Spring, there was 
plenty of style news and a definite trend to the smart 
shoe for Mrs. Average Consumer that was very encour- 
aging and refreshing. 

Pumps there were, in plenty, and some of them so 
cut down at the sides and throat in extreme shell pat- 
terns that it is hard to imagine that they would stay on. 
But besides these, there were many more pumps sufh- 
ciently built up at the throat, usually with lattice effect 
straps, to fit well and yet still retain the effect of a low 
throat line. And there were more pumps on “medium” 
heels from 16/8 to 18/8 in pretty, smart versions that 
any style-minded woman would be proud to wear. 

Although the pump, oper and closed, plain and trim- 
med, on platform and thin soles. on flat to skyscraper 
heels, is still the number one pattern, the woman who 
feels that she “cannot wear a pump” is much better taken 
care of than she has been since prewar days. Higher- 
riding pumps with elasticized inserts to insure good fit 
are-again available in real pairage and in high style, as 
well as more conservative, lines. Entire vamps of high- 
riding shoes also are being made with this stretchable 
backing. 

To many women the return of this material, after a 
number of years’ absence, is something to be hailed with 
delight. They will once again be able to wear a greater 
variety of styles and feel sure of a well-fitted shoe. 
Goring is also being used in more shoes now. In a 
good many strap patterns, especially the low-set instep 
straps, goring is used sc that these shoes can be put on 
and off without unbuttoning, or unbuckling, the straps. 
With the return of the higher riding shoes and the 
quietly ladylike shoe, dressier ties are expected to be 
much more important and here again is seen the trend 
to shoes that are more wearable for more women. Very 
important, however. according to high style manufac- 
turers, are very open shoes, and all these new flexible. 
softer lighter welt shoes. 

They certainly provide an answer to a long-felt need 
of the average woman. It is a trend that has been grow- 
ing for some years in soft, unlined types, often on cush- 
iony-platform soles and in play and casual shoes. Indi- 
vidual makers of welt shoes for both men and women 
have also been producing styles with more flexible soles 
and softer uppers for some years. For the coming 
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Spring and Summer, however. there will be more of 
such welt shoes than we have ever seen before. 

Along with these, in this strong trend to softness and 
lightness, are all the “softie” shoes, with no toe boxing 
and in some instances no counters. Every style factory. 
or so it seemed at the Chicago Show, will be making 
these shoes for the seasons ahead. 

Made chiefly on low heels. many of them wedges. 
ihese closed shoes bridge the gap neatly between the 
opened-up. sliplasted shoes which have been doing such 


big busines and more formal style shoes. They are be- 
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Seen at CHICAGO Show 


No Lack of Novelties in Certain Lines 
But Increased Emphasis on Medium to 
Low Heels. Soft Constructions, Flexible 
Welts and Practical Adjustments in Straps, 


Elasticized Backing, Goring and Ties. 
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Hipline accent is the de- 
sign feature of this Chi- 
cago-made two-tone Spring 
suit by Rothmoor with 
triple-tiered slash pockets, 
dark accentuated waistline 
and slim skirt. Photograph 
courtesy of Chicago Fash- 
ion Industries. State Street 
scene courtesy of the State 
Street Council, Chicago. 


ing made in a range of styles that include dressy and 
tailored types as well as rugged sports and more youthful 
less formal ones, so that women of all kinds and ages 
will find something to fit their needs in a low heel shoe. 
Aithough not confined exclusively to low heels, 14/8 
and down to 4/8, the soft shoe is considered, at present, 
to be more suited to these heights. As some manufac- 
turers have pointed out, on higher heels they give too 

little support and are difficult to make fit well. 
Heels are important news for Spring. In the first 
place, the range is greater. Flats are very definitely 
[TURN TO PAGE 114, PLEASE} 
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Don Williams, manager of the store, with two of his assistants from Hollywood High, Joan Wilcox, 
right, and Nancy Ross. Both of these girls aided in planning the publicity and the party, and acted 
as hostesses at the party. 


PROMOTION azrescrs 


ome HIGH SCHOOL crown 


by VIRGINIA BEHRENS 


The C. H. Baker Company of Hollywood Went All Out to 

Popularize Their Low Heel Shoes with High School Girls. 

A Party with School Girls Modeling Shoes Attracted Much 
Interest on, the Part of This Clientele. 


A group of interested sorority girls give the The window displays of the store featured not only the shoes that 
REcoRDER representative their approval of the were to be modeled, but also the Hollywood High Scheol colors 
show. They like to see shoes on someone else’s and pennants. Almost all the styles and colors were displayed in 
feet so they can judge how they will look. the window which featured a typical high school theme. 








Left to right: John Baker, president of C. H. Baker. shoe stores; 
Thompson, Sandler representative, 
modeled; Mike Kaplan, executive merchandise manager; Berkley 
Sandler, Sandler West Coast representative. 

Kay Taber, secretary to Jimmy Thompson. 


Jimmy 


WANT to make your store more 
popular with the “coke” crowd? 
The C. H. Baker Co. of Hollywood, 
Calif.. wanted to and did. The 
Baker people wanted to popularize 
their line of low heel welts with the 
high school girls because they knew 
from surveys conducted by Mike 
Kaplan, 
women’s shoes for the Baker out- 
fit, that flat and casual sales have 
increased 45 per cent due to the 
popular demand for this type of 
especially 


who merchandises the 


footwear. among the 
younger customers. 

At four o'clock, the most con- 
venient time for the girls to attend. 
the store was crowded with over 
250 high school students. To fur- 
ther dramatize the affair, “cokes” 
were served during the show by 


All of the girls 


uniformed maids. 


Interest of the girls in both the shoes and the proceedings at the 
party was acute. Here Mr. Williams makes one of the announce- 
ments which proved to be of great interest. The girl on the left 


whose shoes were 


Seated in front is 


remarked that the idea of picking 
known models 
and sorority was a very good idea 
and increased their interest in the 
show. They also claimed that by 
seeing the shoes modeled, they 
could get an idea of how they 
looked on the feet. Also, the field 
was narrowed down and the girls 
could get an idea of what the other 
girls thought of the shoes by their 
reactions as the shoes were modeled. 

Never before in Hollywood has a 


from their school 


shoe show been put on exclusively 
for the high school girls and used 
only popular girls on the campus 
for models. Through girls who 
came into the store, they were able 
to interest one of the campus lead- 
ers in being the store representa- 
tive, a Miss Joan Wilcox. Joan 
was on the door Friday nights and 


has just learned that she has won a pair of shoes in a contest. 


Models representing the five leading sororities 
on the Hollywood High campus. Each girl 
wears one of the pairs she modeled in the 
show. Second from the left is Peg Mclntrye, 
young featured player in I Remember Mama. 


on Saturday in the capacity of 
hostess, and so greeted her friends. 

Through Joan, the management 
of the store contacted representa- 
tives from the five leading sorori- 
ties on the campus to be their 
models. Several conferences were 
held in which the girls discussed 
what they were interested in and 
what styles and colors of shoes they 
thought the girls would like to see 
modeled. 

The models met with the store 
representatives immediately before 


sorority meetings. Their enthusi- 


asm was heightened by the fact 
that they were told they would each 
modeled 


receive the shoes they 
along with handbags to match. 
[TURN TO PAGE 117, PLEASE] 


Photography by Dave Sutton, 
Los Angeles. 


Shoes were modeled by popular campus coeds. 
In many cases, ads in their school paper had 
been the deciding factor in the girl's attendance 


at the party. 




















} ditoria 





We he 


 Hlection Returns and Business 


Now that the unexpected has happened and _ the 
prophets have been confounded, what is it all going to 
mean in terms of concrete effects on the lives and for- 
tunes of the American people? 

In particular, since Boot aNp SHOE RECORDER is a 
business publication, it is pertinent to inquire here how 
the results of the election are likely to affect bus ness and 
industry, employment and wages, profits and prosperity. 
during the next four years. 

It is much too early to predict on the basis of any 
solid foundation of factual certainty what measures will 
be adopted by the new Congress or what administrative 
policies will be adopted. We would have little inclina- 
tion to venture a forecast at this time, even if the facts 
were available. For if there is any line of business that 
received a body blow from the election it was the busi- 
ness of predicting and prophesying. A lot of people are 
going to be more cagey and cautious in that respect for 
a long time to come. 

Eventually. however. the blurred and hazy outlines 
of the picture will come into sharper focus. Time and 
events will clarify it. Even now there are some dim 
outlines that can be observed and studied. 

There is, for example. the problem of inflation. 
What's to be done about that? We know what President 
Truman has long been recommending in this regard. 
His recommendations have centered around the re-impo- 
sition of price controls. Will they be re-imposed when 
the new Congress meets in January? We don’t profess 
to know, but it’s pretty apparent that if the President 
still wants them he will have a much better chance of 
getting them than he has had up to now. Unless prices 
are stabilized. he undoubtedly will ask for them. Rep- 
resentative Spence. of Kentucky. who will head the House 
Banking Committee. has stated already that the next 
Congress will pass “some kind of a price-control bill.” 

Both President Truman and the Democratic party are 
firmly committed to the repeal of the Taft-Hartley bill. 
Labor played an important role in the party’s victory 
and will not be backward about reminding the Admin- 
istration of its pledges. Action on this subject will un- 
doubtedly be undertaken during the next session. We 
doubt if the Congress will go the whole distance of re- 
storing to organized labor the dominant status it held 
under the Wagner Act. But labor's position will un- 
doubtedly be strengthened and that may mean increased 
demands and another inflationary spiral. Or some basis 
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of compromise on wages and prices may be attempted. 
Time will tell what Congress may do. 

Governor Dewey was strongly committed to govern- 
mental economy and the Republican party was virtually 
pledged to lower taxes. How far a Republican Congress 
could have gone in this direction under present condi- 
tions is problematical. Regardless of who is in power 
in Washington, high taxes are sure to continue for a 
long time to come. But the Republicans would have 
faced the political necessity of doing something fairly 
drastic in the way of economy and the Democrats are 
not subject to quite the same compulsion. 

Mr. Truman has consistently opposed the tax cuts 
advocated by the Republicans and passed by the Re- 
publican Congress. He has recommended the reimpo- 
sition of an excess profits tax. Expenditures for na- 
tional security are certain to increase; some sort of lend- 
lease program for European rearmament is not improb- 
able. So taxes are likely to be raised before they are 
lowered. especially in the higher brackets. Mr. Tru- 
man’s re-election affords little encouragement to busi- 
ness either in the field of taxation or economy in gov- 
ernment. The only consolation in this regard will come 
from a realization that taxes would have remained high 
in any event. 

These are the points at which business appears most 
likely to be affected by the outcome of the election. 
Business traditionally has been inclined toward the Re- 
publican philosophy and would have experienced a psy- 
chological stimulus and a renewal of confidence from a 
Dewey victory. But the behaviour of the public would 
have shown little change. Employment is widespread: 
wages are high: there is a tremendous demand for mer- 
chandise of all kinds which. under existing conditions, 
seems certain to be maintained. 

There would have been no fundamental changes in 
the field of foreign relations in the event of a change 
of administration, and world conditions, difficult as they 
are, point to a continued market for the products of 
American farms and factories. Retail stores are at the 
beginning of a holiday season which promises to be one 
of the best they have ever experienced. In the final anal- 
ysis business conditions are determined primarily by 
economic factors and only in a minor degree by the ups 
and downs of party politics. So there is every reason 
to look forward with confidence and courage to the 


period that lies ahead. 





Boot and Shoe Recorder 









November 15, 1948 








| 
DI) 


| 


OCCASLONS rer L, the thu 








Boot and Shoe Recorder 


how abl 


j 
VO24 


wg. 


“4 n 
Ay 


b 


“| 
3 
- 



























Jaunties are our fast selling shoes for 
women of today. A lot of the credit for 
their popularity goes to Brogandi, which 
is the ideal leather for these walking 
shoes. Sturdy, flexible Brogandi enables 
women to wear Jaunties everywhere, under 
varying conditions. Brogandi is chamois- 
soft, dries out like new if the shoes get 
wet, and its durable finish is scuff- 


resistant, giving Jaunties a fresh, trim 


iv 


appearance always. 


Sales Manager 
HUBBARD SHOE COMPANY 
Division of 

Weyenberg Shoe Mfg. Company 








hh Hlbard Shoe Compsany 
an Crane Quality Leather 


DIVISION OF WEYENBERG SHOE MFG. CO. 
Milwaukee 1, Wisconsin 


JOH 
NR. EVANS @ COMPANY, CAMDEN, NEW JERSEY - EST. 1857 
8! 
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For Men 
Who want to take 


advantage of an 
opportunity while 
Tate ailela alive! 


loudest. 


Over 100 Health Spot Shoe Shops all over America 





The Health Spot Shoe Company — 
. * H rite Us! There i ntin u HEALTH SPOT 
seeks Men who know Fitting . . . wiih tn duies tener Sandi teek tame SHOE COMPANY 


to own and operate a successful shoe Shops. It is a growing, going operation. 1240 Lawrence Avenue 
Be a part of it. Write us to explain the Chicago 40, Illinois 


business featuring America’s most com- Health Spot Plan and how it can make 
plete line of corrective shoes for men,, your future secure. 

women and children. The Health Spot 
Plan is a stable, profitable business, not = The Health Spot Orthopedic Institute trains qualified shoe fitters to suc- 
subject to fad, fashion, or seasonal cessfully merchandise Health Spot Shoes. This training is available without 
markdowns. As a Health Spot retailer, ae: Seen ee 

you have the benefit of experienced 

counsel on bookkeeping, expense con- 

trol, inventory control . . . following 

proved methods of successful shoe 

store management. You have your own 

business, yet yours is an integral part 

of a nationwide merchandising pro- 

gtam geared to the needs of 7 out of 

10 who need foot comfort. You are 

backed by the facilities of 3 coordinated 

shoe factories and the established repu- 

tation of 25 years. How does this com- 

pare with your present set-up? 
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President of National Association of Shoe 


Chain Stores, Inc., Analyzes Current Situation. 


with Regard to Inventories, Buying, Sales, 


Production and Prices. Expects Dollar Sales 


Volume to Hold Up During Balance of Year. 


A Statement Prepared at Request of 
Boor aNpD SHOE RECORDER 


by 


MARK A. EDISON 


MY hesitation to make any fore- 
cast at this time is overcome by the 
conviction that recent developments 
in the shoe industry. and an analysis 
of what is actually taking place in 
our stores from day to day, offer 
some guidance for future planning. 

Never before has it been more 
important to keep in closest possibie 
touch with the footwear needs and 
wants of the great mass of the pub- 
lic. Only by keeping on the beam 
in this regard is it possible to avoid 
business mistakes that could prove 
extremely serious under today’s con- 
dition. 

I am convinced that the future is 
bright for manufacturers and dis- 
tributors of high-value. well-styled 
shoes. Looking ahead at the princi- 
pal elements affecting our industry, 
I would summarize my opinion in 
the fellowing way: 
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1. Inventories 

I believe the shoe stocks are 
slightly higher than they were a year 
ago in regard to both units and dol- 
lars and cents. Retailers are exert- 
ing strong efforts to prevent inven- 
tories from mounting. Retail stocks 
are at an adequate level. Inventory- 
building is no longer a part of buy- 
ing plans. 


2. Timing of Retail Orders 

In view of the above condition, it 
is only natural that retailers time 
the placement of their orders to con- 
form, as closely as possible, with 
actual sales. This should also bring 
about a more equal balance between 
production and distribution. In ad- 
dition. a style transition has been 
in progress and is not yet completed. 
This factor multiplies normal inven- 
tory risks. A decrease in unit sales 


ume Shoe 


MARK A. EDISON 


has been experienced by a great 
many retailers this year. due to high 
prices and this factor also constrains 
the retailers in the placement of 


orders. 


3. Sales and Production for 
Balance of 1948 


I expect that retail sales volume 
for the balance of this year will ap- 
proximate that of the correspond- 
ing period of 1947. While this will 
be true in regard to dollar sales, a 
further slight reduction in units of 
footwear sold may occur. Since 
shoe production exceeded consump- 
tion of footwear during the first half 
of the year, and since retailers will 
resist building excessive inventories. 
it is probable that shoe production 
will show declines from last year’s 
totals fer the final months of 1948. 
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Popular Price Group Expects 


MORE than 500 displays of footwear, 
allied lines and accessories will attract 
the country’s leading distributors of 
volume footwear to the Commodore 
Hotel, New York, November 29 to 
December 2, when the Popular Price 
Shoe Show of America will be held 
under the joint sponsorship of the Na- 
tional Association of Shoe Chain Stores 
and the New England Shoe and Leather 
Association. The presidents of the two 
associations are co-chairmen of the 
show. while the executive officers of the 
association are acting as its co-man- 
agers. 

The two chairmen are Mark A. Edi- 
son, of Edison Brothers Stores, Inc., 
St. Louis, and Daniel J. Danahy, of the 
Dan Danahy Shoe Co.. Marlboro, Mass. 
Edward Atkins, of the chain store 
group, and Maxwell Field, of NESLA, 
are managing the show. A 22-man in- 
dustry committee. made up of equal 
representation from the manufacturing 
and retail segments of the volume in- 
dustry, is guiding the event. Photos of 
committee members herewith. 

From its very first announcement 
last August, the Popular Price Shoe 
Show of America was promoted as a 
“buying show,” and that is just an- 
other evidence of the foresight and 
judgment of the committee. The com- 
mittee. which began its planning for 


Stuart H. Armstrong 
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A. W. Berkowitz 


the PPSSA last Spring, seems to have 
anticipated with uncanny accuracy the 
state of current market conditions. 

In setting the dates for the event, 
the committee foresaw a continuation 
of the close-to-needs buying policies of 
volume retailers. Feeling quite certain 
that unless a violent change were to 
take place in our national 
economy, retailers would de- 
lay making their important 
Spring buying of footwear un- 
til almost December 1, the 
committee timed the Popular 
Price Shoe Show of America 
to coincide with such buying. 

The this 
crystal-gazing is now apparent. 
Manufacturers are looking to 
the PPSSA to produce the 
orders that are needed to turn 
factory wheels for the impor- 
tant Spring run. 

Offices of the Popular Price 
Shoe Show of America note that cor- 
roboration of this condition can be 
found in the surprisingly large num- 
ber of last-minute requests for display 
space. Some of these came from manu- 
facturers who had neglected to apply 
earlier. some from firms who had not 
planned to try to sell the volume mar- 
ket, and some from producers who dis- 
covered they needed the stimulus of 


correctness of 


George A. Dempsey 


Mark A. Edison 
Co-chairmen of Popular Price Shoe Show 


John Foote 


market to fill their order pads. 
PPSSA was able to accommo- 
some of these late-comers, but 


this 
The 
date 
not all. 

Probably the most complete buyer 
representation will come from the 
ranks of chain stores. According to 
advance reports, there is hardly a 


Daniel J. Danahy 


of America 


chain store organization in the coun- 
lry carrying footwear that does not 
plan to be represented at the PPSSA 
by at least one buyer. Large organiza- 
tions will have as many as twenty men 
checking the lines. But chain stores 
and mail-order houses are by no 
means the only retailers expected. 
Principals of companies will be on 

[TURN TO PAGE 106, PLEASE] 
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Active Market Week... 


More Than 500 Lines to Be Shown at The Commodore, New York, 
November 29 to December 2—Fashion-Merchandising Clinic and 
Style Show Feature of Opening Day. 


Harry Karl Lawrence Merle J. O. Moore 


Alfred L. Morse Frank J. Schell David L. Slann George L. Smith Edward Atkins 


Normand P. Liberty Myer Saxe : Frank C. Shapiro Henry C. Stillman Maxwell Field 
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When the Industry Gathers at the Hotel Commodore, New York, 
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November 29th through December 2nd, to View the Spring Lines 
of the Popular Price Manufacturers, Over 600 Exhibits Will Be 





Firm Nome Room No. 
Accurate Shoe Corp. 1165 
Air-Flight Shoe Co., Inc. 1000 
Air-Tred Shoe Corp. . 1003 
Alberts Shoe Co. 746 
Alburton Co., Inc. Studio Room 121 
Allen Shoe Co., Inc. 769 
Allen-Squire Co. 633 
Alrose Shoe Company, Inc. 740 
American Girl Shoe Co. 1200-01-02 
American Maid Footwear, Inc. 818-834 
Arad Shoe Mfg. Corp. 1030 
Art-Maid Footwear Co. 1120 
Arundel Shoe Co. 701 
Ascutney Shoe Corp. 644 
Astor Shoe Company, Inc. 1062 
Athletic Shoe Co. 606-1296 
Atkinson Shoe Corporation 1275 
Atlantic Shoe Company _..... . 1218 


Atlas Boot Manufacturing Company.. 1133 
Avon Sole Company Studio Room 114 
Ayers Shoe Corp. 968 
B & C Shoe Co. 826-828 
B-W Footwedr Co., Inc. . 774 
Baker, Inc., J. . 1232 
Banner Slipper Co. 1251 
Barbora Gay Shoes 922-924 
Baris Shoe Co., Inc. 1008 
Barr & Bloomfield Shoe Mfg. Co. 741 
Barr Shoe Company, Inc. 1106 
Barry Mfg. Co. 721 
Bata Shoe Company, Inc. 1248 
Bay State Fabrics, Inc. Studio Room II} 
Beaudin Shoe Co., L. E. . 1006 
Beckerman & Sons, Inc., M. . 1150 
Bedford Shoe Company 1235 
Behn, A. G. Shoe Co. 116! 
Belco Shoe Co. 852-854 
Belgrade Shoe Company 772 
Belle-Craft Slipper Corp. 1019 
Belle-Moc. Inc 942 
Benwill Shoe Co. 718 
Berco Shoe, Inc. 770 
Bernard Shoe Co. 721 
Bernie Shoe Company 866 
Best Shoe Co. 1272 
Beverly Shoe Co.. Inc. 918 
Rickford Shoes, Inc. 837 
Bing-Cooper, Inc. Soha 1059 
Bonnie-Dee Footwear Co., Inc. 1056 
“Boot and Shoe Recorder" Parlor E 
Boston Athletic Shoe Co. . $36 
Bourque Shoe Company 900-902 
Boyertown Shoe Corporation 105! 
Bradford Shoe Co. 1158 
Bradley Shoe Co. 749 
Braga Shoe Co. 619 
Bridgewater Workers Co-operative As- 
sociation, Inc. |... 60! 
Bristol Fabrics, Inc. “Studio Room 107 
Bristol Mfg. Corp. . 1236 





Offered to Buyers for Their Inspection and Approval 


List includes all firms which made reservations up to and including November 1. 


Firm Name Room No. 
British West Indies Corp. ... 1072 
Brockton-Maid Shoe Company. . 95! 
Broitman-Gaffin Shoes, Inc.... 1247 
Brown Company, Onco Division 
Studio Room 108 
Brown Shoe Company, David . 1249 
Brown Shoe Co., Inc., H. H. 635-637 
Bunny Shoe Co. 721 
Burg Company, A. ‘. Studio Room 109 
Burlington County Shoe Corp. 1016 
Cali-Footwear Co., Inc... 1265 
Cambridge Rubber Company, The 
1029-31-33 
Campus Shoe Mfg. Co. 746 
Capitol Shoe Mfg. — 1214 
Casten Shoe Co....... 720 
Central Slipper Co..... . 1164 
Champion Shoe Mfg. Corp. 604 
Charisam Footwear Corp. 1046 
Chelmsford Shoe Company, Inc. 839-841 
"Chic" Slipper Mfg. Corp. 1117 
Clark Shoe Company 910-912-914 
Clickstein Shoe Co. 1242 
Clover Leaf Novelty Co. Booth 5 
Cohen & Sons, Inc., |. 616 
Cole Co., B. E. 938-940-968 
Colgate Shoe Co. 807 


Columbia Combining Company 

Studio Room 134 
1144 
705 


Comfort Sandal Mfg. Co., Inc. 

Comfort Slipper Corporation 

Compo Shoe Machinery Corporation 
Parlor D 


Connolly Shoe Co. . 950 
Consolidated Rubber 
Inc. ; 
Cooney-Weiss Fabric Corp. 
Studio Room 125 


& Plastics Co., 
Studio Room 118 


Copley Shoe Co., Inc. 925-927 
Corcoran Shoe Co., Joseph F. . 638 
Cortell Shoe Co., Inc... 952-954 
Cosmos Footwear Corporation 1122-1124 
Countryside Shoes, Inc. <s ee 
"Creative Footwear" Booth 25 
Crest Shoe Co. .. wae 
Criterion Footwear, Inc. . 1023 
Crossett Shoe Co. 672 
Curtis Shoe Company of Texas 1271 
Cushman Co., Charles 703-1043 
Dainty Maid Shoe Co. . 1507 
Dale Footwear, Inc..... . 1256 
Danahy Shoe Co., Dan 90! 
Dartmouth Shoe Company 947-949 
David Shoe Co., Inc. . 730 
Davis Shoe Co., H. E. .. 807 
Dean-Morris Shoe Co., Inc 662 
Delbey Shoe Co. .... 775 
Delta Shoe Mfg. Corp. 1130 





Firm Name Room No. 
Derman Shoe Company . 926-928 
Desco Shoe Corporation . . 1101 
Diane Footwear, Inc. .... a0, ee 
Dine Shoe Corporation 853-855 
Dominion Shoe Company, Division 
General Shoe Corporation .. 1207 
Dover Shoe Mfg. Co. . . 803-805 
Drexsage & Co., Inc., L. Parlor B 
Eagle Shoe Mfg. Company, Inc... 643-645 
Eagle Shoe & Slipper Mfg. Corp...... 1169 
Eastern Footwear Corporation. . 1048-50-52-54 
Eastland Shoes, Inc. ......... :. 323 
Edmor Footwear, Inc. 721 
Elbee Shoe Co. .« a2 
Elco Shoe Co. .. 1505 
Elfskin Corp. Studio Roem 120 
Elite Shoe Co. . 938-940 
Embo Casual Footwear Corp. 823 


Empire Specialty Footwear Co. 
1223-25-29-31-33 


Essex Rubber Company Booths 6 and 7 
Evangeline Shoe Corporation 1511-1515 
Evy Footwear Co. .. 1135-1137 
Excel Shoe Co. . 767 
Exclusive Footwear Corp. my 
F. L. Novelty Co., Inc. Booth 12 
Fairfield Shoe Co. 1022-1024 
Fairmount Shoe Co. : 721 
Faith Shoe Co., Inc. 1126-1128 
Falcon Shoe Mfg. Co. . 1012 
Fashion Bilt Shoe Company 1075 
Fashion-Sports Shoe Co., Inc. . 1064 


Federal Leather Company, The 
Studio Room 116 


Federal Shoe Co. eee . 748-760 
Federal Shoe Co., Richmond Division 762 
Fein & Glass, Inc. 1071-1073 
Fibre Sole & Shoe Co., Inc. 1026-1028 
Fisher Shoe Co. 934 
Five Star Shoe Co., Inc. . is 
Fleetwood Shoe Co. ac, MB 
Fleisher Shoe Co. . 743-745 
Flex-mor Shoe Company 943-945 


Foot Flairs, Division Mutual Shoe Cor- 


poration . . 819-821 
Foote Shoe Co., The John . 600-602 
“Footwear News” . Booth 4 
Formfitting Slipper Co. . 1166 
Franzen Shoe & Slipper Co. 76! 
Frederick-Speier Footwear, Inc. 1044 
Freedman & Sons, Inc., A. 652-654 
Freeman Inc., Gilbert ... Studio Room 119 
Freeport Shoe Company, Inc. 807-869 
Fuchs Shoe Corporation 1014-1173 
Goines, Irving, Inc. ...... 65! 
Galray Shoe Company . 872 
Gardiner Shoe Company, Inc. 622-624 
Garfield & Rosen, Inc. 1240 
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QPULAR PRICE SHOW 


Firm Name 
Gaytimers, Inc. 
Gerber Shoe Co. te 
Gerda Footwear Co., lac... 
Givren Shoe Co., Inc., E. J. ae 
Godman Co., H. c. : 1210-1212 
Gold Seal Rubber Co. .o.- (208 
Goldberg Bros., Inc. . 753-755 
Goldberg & Co., Inc., S. . ... 1018 
Goldsmith Company, M....Studio Room 129 
Golo Footwear Corporation ......... 1074 
Goodyear Tire & Rubber Co.—Neolite 
Soles Co. ...... Booths 18-19 
Gotham Shoe Mfg. Co. 1170 
Graham-Brown Shoe Company... 1217 
Great Northern Shoe Co. 639-641 
Greene Crescent Slipper Co., Inc..... 1159 
Greene Shoe Company, Richard... .. . 1160 


Hallowell Shoe ieend 921-933 
Halroy Shoe Co. . .. 1010 
Hannahsons Shoe Co. ....... . 903 
Hazzard Co., R. P... .. 671-673 
Headway Shoe Corporation mo lel a 
Heicklen Sales Co., Inc., Lewis 1235-1237 
Henriett Shoe Co. . .726-728 
Hercules Shoe Mfg. Corp. -» 67 
Herman Shoe Co., Joseph M. .. 642 
Hi-Grade Footwear Corp. . 1038 
Hill Bros. Co. ... . 608 
Hobby Footwear, Inc. . 1105 
Holly Shoe Co. . 14 
Holmes Stickney, Inc. <3) 
Horwitz Company, Inc., Vincent. 1109-1111 
Hubbard Shoe Co., Inc. 725-729-731 
Hussco Shoe Co. . .. 1146 


Ideal Shoe Company . 1216 
Indian Head Shoe Co., In- 765 
International Fabric Corp. Studio Room 105 
Jackson Shoe Mfg. Co. 1174 
Jacob & Sons, Inc., H.. 1174 
Jacobs & Sons Co., Inc., A. .. 873 
Jacobs Shoe & Slipper Corp., Fred 1104 
Jalmo Shoe Corp . 831-833 
Janelle Division, Janice Shoe Company 970 
Jarmak Co., The Studio Room 131 
Jay Shoe Mfg. Co. ee 
Jay & Jay Shoe Mfg. Co. ne oo AVES 
Jaycee Footwear Corp. 1110-1112 
Jayrich Footwear (Jo. .. 814 
Jenrose Shoe Co. .. . 838 
Johnson-Baillie Shoe Co. . 1235 
Josephson's, Inc. 714 


Kenmore Shoe Co. : 1267 
Kesslen Shoe Co. 700-701-702 
Klev-Bro. Shoe Mfg. Co... . 825-829 
Kleven Shoe Co. 917 
Knickerbocker Shoe Mfg. Corp........ 1264 
Knight Slipper Mfg. Corp. _.. 1134 
Knomark Mfg. Co., Inc.. Studio Room 127 
Koss Shoe Co., Inc. ...... 603 
Kramer, Erna Margarete 1014 
Krischer, Rogers & Fischer ..... . 1221 


Laconia Shoe Co., Inc.... 907 
La Crosse Rubber Co. . 1230 
Laganas Shoe Co., Chris....... . 842 
Landis Shoe Company, J. 1237 
Langerman Shoe Co. 1022-1024 
La Salle Slipper Co........ Le 
Lasting Shoe Co., Inc. . are 171 
Lawson Shoe Co., A. J.. 850 
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Firm Name 

“Leather and Shoes”... 
Leatherbury Shoe Co. . 
Le Bon Shoes, Inc. 


Room No. 
..Booth 24 


721-946 
738 


Lederer Industries, lac. The. “Booths 2 ‘and 3 


Lesande Shoe Co. ; 
Lessing Rudner Footwear, ‘Inc. 
Lester Pincus Shoe Corporation — 


. 
. 1103 


1209-1211-1215 


Lester Shoe Co. . 


Levine, Al & Sol .......... nt 


Levi-Weiss Sales Co. .. 
Libby Shoe Company 
Lincoln Fabric Company. 
Linden Shoe Co...... 

Lion Sandals, Inc. : 
Lippman Co., James A... 
Lissok & Co. 

Longini Shoe Mfg. Co., The 
Lorraine Footwear, Inc. ... 
Louis Shoe Company ..... 
Lucey Co., Inc. John E..... 
Lucy-Ann Footwear Mfg. Corp. 
Lunder Shoe Corp. 


. 1505 
.. 1274 
. 1045 
734 


Stedio Room 101 


852-854 
. 151 
. 1244 
975 
1004 
. 1145 
752 


609-611-615 


=< 
742-744 


Lynn Moccasin & Shoe Mfg. Co.. 709-711-715 


Mademoiselle Shoes Co. .. 
Maguire & Co., Inc., T. A. 
Maine Shoes .. 
Majestic Fabrics, vag 
Manor-Made Shoes, Inc. 
Marilyn Sandal Corporation 
Markay Bags, Inc. ..... 

Marks & Sons Co., The L. V. 
Martin & Tickelis Shoe Co. 

Marx and Newman Co., Inc. 
Maxwell Shoe Co. es 
Medway Shoe Mfg. Corp. 
Medwed Footwear Co. 

Meis Shoe Mfg Co., The Charles 
Melco Footwear, Ine. 

Melody Shoe Co. 

Melrose Sandal Co.. 

Melrose Slipper Co., Inc. 
Meltzer Footwear, Inc. 
Merrimack Shoe Mfg. Co. 
Merri-Moc Shoe Co. 
Metro-Craft Shoe Co. ... 
Middletown Rubber Corporation 


1263 
Parlor B 
. . 735-737 


Studio Roem 123 


1069 


_ 820-832 


Booth I! 
1152-1154 
848 

1036 

721 

664 
810-812 
1021 
1142 
1164 

. 1041 

. 1039 
1266 
922-924 
1245 

904 


Studio Room 132 


Miller-Hermer, Inc. ' 
Miller, Hess & Co., lac. 
Miller-Weiss-Lawrence 
Milton Shoes, Inc. : 
Mitchell Shoe Co., Inc... ... 
Modern Footwear Co. .. 
Monarch Shoe Co. ; 
Moose River Shoe Co., Inc. 
Mosy, Andrew F. 

Municipal Shoe Co., Inc. 
Murray Shoe Co. 

Muskin Shoe Co. 

Mutual Shoe Company . 
Myers & Sons, Inc., D. 
Myrna Shoe, Inc. 


Narjos Shoe Company, Inc. 
National Shoe Mfg. Co. 
Nevelk Company, The .. 

New. England Shoe Mfg. Co. 
New England Slipper Co. .... 
New Step Footwear Co., Inc. 
Norrwock Shoe Company 
Norwalk Tire & Rubber Co. .. 


816-836 


1061 -1063-1065 


750 
948 


"710-712-714 


1035 
733 
874 


1220-1222-1224 


1116-1140 
..- 1250 
1139-1141 
953-955 
1129 

835 


847-849 
.. 865 
. 919-935 


. 1226-1228 


so ae 
.. 1156 
610-612 
Parlor B 


Firm Name Room No. 
Norwich Shoe Co. ..... sae 
Novelty Slipper Co., Inc. . . 1015 


O'Donnell Shoe Co. 747 
Orange Shoe Mfg. Co. . 840 
Ornsteen Shoe Company, Inc. 707 
Owens Shoe Company ...... 614 


Panther-Moccasin Mfg. 905 
Panther-Panco Rubber Co. Studio Room 112 
Paramount Footwear Co., In 1132 
Parkhill Shoes . : 705 
Patrician Shoe Co., Inc. : 973 
Peabody Plastic Products, Inc... Booths 21-22 
Peerless Footwear, Inc. ... ye 1168 
Penn Hosiery Mills, Inc. Booth 8 
Penobscot Shoe Co..... 1504 
Pentucket Footwear, Inc. 721 
Peppy Footwear _. .. 1020 
Perry-Norvell Company a. (237 
Phillips-Premier Corporation 
Studio Room 115 
716-736 
Booth | 
804-806 


Phyllis Shoe Co., Inc.... 
Pierce Company, C. S. 
Pilling Shoe Co., John . 
Pincus Shoe Corporation, Lester 
1209-1251-1215 
Pioneer Plastics Corp. Booth 10 
Pittsfield Shoe Co. 732 
Porter Shoe Company 607 
Portland Footwear Co. 906 
Potvin Shoe Company, R. J. 771 
Preston Shoe Co. 870 
Prima Footwear Co. ee . 1262 
Prime Shoe Company 764 
Progress Shoe Co., Inc. 1163 
Prouty, Homer F. 817 
Prudential Shoe Mfg. Co., Inc. 1172 
Putterman Footwear Co. . 1005 


Quabaug Rubber Company 646 
Quaker Shoe Corporation 105! 


Raftan Shoes ...... ee | 
Ramsey Shoe Corp. ........... 1040 
Renee Footwear Corp. . 1143 
Respro Inc. : Studio Room 102 
Rex Shoe Corp. . : a . 1102 
Rialto Shce Co. .. } 1060 
Richmond Shoe Co., C. F. 666 
Rockingham Shoe Co. ... 856 
Rockmore, Inc., Charles |. Studio Room 110 
Rogers Bros. Shoe Co. na, 
Rondeau Shoe Co., H. O. . 822-824 
Rosen Shoe Mfg. Co., George H..... 773 
Ross Shoes, Inc. .... 670 
Rossman Shoes ... 20 = 
Roth, Rauh & Heckel = . 1208 
Royce Shoe Company 1510-1512 
Rubber Brokers, Inc. ..Parlor B 
Ruth Shoe Company 809-811-815 


Saco-Moc Shoe Corp. 800-80 | -802 
Saks Shoe Corp., M. J.... 1205 
Salem Shoe Mfg. Co., Inc. Said 
Salvage Shoe Co., Louis H. . 1500-1502 
ona Inc. : ee 
Sandl pony, A. ... 929-931 
Savoy stare Corp. . ae 
Saxe Glassman Shoe Corp. 702 


[TURN TO PAGE 104, PLEASE] 








SPRING STYLES On Display 


CLEVER styling, plus comfort, plus reasonable prices make 
an unbeatable combination in any branch of the appare! 
industry. Especially is this true of shoes. Just this com- 
bination is what gave the casual shoe its tremendous impetus 
this past Summer. 

Smart as were these shoes, the new 1949 lines look still 
smarter. Color will play a big part in their styling. Com- 


W edge heel instep strap san- 

dal in brown elk. Available 

in all colors. “Miriam” by 
Hobby Nobby. 


binations of colors. two. three and four contrasting or 
blending colors, are being used in clever and attractive 
ways. Some we show here. Some are soft and subtle. 
Others are brilliant and gay. The use of different colors 
and leathers can make these low heel wedgies dressy or 
practical and rugged. 

Casuals are only part, though an important part, of the 
shoes that will be shown the end of November at the Popu- 
lar Price Shoe Show. All types will be seen there, including 
style shoes, on high outside heels in a wide range of 
colors. leathers and other materials. 


Selected from the Many New Lines to Be Seen at the 


Popular Price Shoe Show, These Shoes Illustrate the 


Kind of Smart Styling That Will Be Displayed There 


High heel sling pump in a 
new plastic material which 
permits particularly clean 
edges for sewing, tailoring 
and detailing. Available in 
several different prints 
Charlsam Footwear. 


Below—Cowboy boot for 
girls with traditional out- 
lines, heel, toe and decora- 
tive treatment. Rubin Bros. 





Ankle strap wedge heel san- 
dal in combination of grev 
and wine suede. Fred Jacobs. 


Le/t—Cocoa suede combined 
with gold in ankle strap san- 
dal. Available in many other 
colors and combinations. 
Cosmos Footwear. 


Left — Sandal on outside 
heel. available in white. 
green and red leathers. 
“Luxury steps for teenagers 
by Vocational Footwear. 


Multicolor ankle strap in 
bright red, yellow, green and 
blue on wedge and platform 
sole. Putterman Foo!tcear. 
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Leading 


THE PARADE 


TUGBOAT 
Number One "Best 
Seller” trom Coast 
to Coast! 


STRUTTER 
Brand New Style 
leader for 
Spring ‘49! 


STRUTTER — Smart moccasin-type 
step-in, genuine Goodyear welt. 
Comes in smooth and ruffy. In 
smooth: brown, red and navy blue. 
In ruffy: black, green, navy blue, 
brown with green trim, black with 
red trim. AAA to C widths, sizes 4 to 
9. Retails for 


Visit GOLO OF DUNMORE at the Popular Price 
Shoe Show of America, Room 1074, Commo- 
dore Hotel, New York, Nov. 28th-Dec. 2nd. 


Golo of Dunmore 


FACTORY: Golo Park, Dunmore, Pa. 


November 15, 1948 


TUGBOAT — Lightweight, flexible 
casual with springy virgin crepe soles, 
genuine Goodyear welt. Available in 
black, brown, green, blue, red, grey, 
yellow, copper ruffy, oxblood, kid- 
skin, white nubuck. AAA to C widths, 
sizes 4 to 9. Retails for 


Profit-wise dealers from coast 

to coast are following the Golo 

parade to volume sales! De- 

signed to appeal to young shoppers who 
appreciate high style fashion features... 
Goodyear welt comfort, fit and wear . . . Golo’s 
are priced just right for the budget-minded. 


With established sellouts like Tugboat . . . with 
up-and-coming style leaders like Strutter ... Golo 
swings into Spring ’49 with a line of casuals that 
is destined to ring up record-breaking PROFITS 
FOR YOU! 


Join the Golo profit parade today! Write for 
details on the complete Golo of Dunmore line! 


Famous built-in quality featured in 20 fast-selling 
styles, all superb Goodyear welts with channelled 
flexible leather insoles. 


Division of Golo Footwear Corp. 


SALES OFFICE: 129. Duane St., N.Y. 13, N.Y. 


/ 













\ Fifth in a Series of Ad-Viser Articles, 
\ Offering Shoe Retailers Means of Pro- 
\ ducing Sales-Compelling Advertisements. 




















DISPLAYING 


MERCHANDISE in an AD -- - 


SomE years ago. a shoe store used a full-page adver- 
tisement in a local newspaper in an attempt to sell some 
post-seasonal models. The advertisement was composed 
exclusively of copy. No illustration was used. How- 
ever, the story was readable and offered some interest- 
ing price inducements. The promotion “pulled” but 
far from anticipated volume. Sorely distressed by the 
results, the retailer confronted the local newspaper ad- 
vertising manager. Together. they decided to rerun the 
advertisement but this time to include a picture of the 
shoes on sale. The results were amazing. The same ad- 
vertisement with the same headline and copy in the 
sume newspaper “pulled” so well that the entire stock 
was sold out in a short time. 

What was the reason for this great difference in re- 
sults? Did the picture of the shoes make so great a 
difference? Although there is no way to arrive at a 
pesitive answer, it can be assumed that the simple illus- 
trations actually made the difference between success 
and failure. The smart shoes displayed in the ad at- 
tracted the readers’ attention to the story of the sale. 
Once the story had been understood, potential custom- 
ers were born. 

The importance of illustrations in advertisements has 








90 


Left: Line drawings (pen and ink) 
are clear cut and easy to reproduce. 
They are used when sharp outlines 
and strong contrasts are desired. 
Right: Wash drawings portray a sub- 
tle gradation of tone. 
gravings are necessary to reproduce 
these gray tones. 


Selecting the Kind of Illustration to Be Used in an Ad Is 
Often a Difficult Choice for the Shoe Retailer. Here Are 
Concrete Helps Which Will Take Him Over This Hurdle 


Halftone en- 






by IRVING SETTEL 








long been recognized by outstanding merchants. Yet 
there are still a few who make the serious mistake of 
complete elimination of pictures. The major offenses 
are committed by retailers who make a poor choice of 
subject matter and method of presentation. 

Your advertisement should be considered your “im- 
personal window or display case.” It is advisable to 
show the same items which are currently being displayed 
in your windows. If possible. avoid using stock photo- 
graps and drawings unless they actually represent items 
within your store. Lay out the merchandise in your ad- 
vertisement as interestingly as possible. Use short de- 
scriptive copy close by. Wherever you can, use prices. 
They are always appreciated by present day economy- 
minded readers. | 

One problem wh:ch often presents itself to the adver- 
tiser is the selection of the kind of illustration to use. 
Among the many types available to you are the follow- 
ing: 

1. Wash Drawings. 

2. Pen and Ink Drawings. 

3. Dry Brush Drawings. 

4. Photographs. 

[TURN TO PAGE 104, PLEASE! 
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FOUR 
ailored-to-the Job 


CEMENTS 


for Slip Lasting 


These cements are designed to help you in slip lasting 
operations . . . first, by providing the cement characteristics 
necessary to do a specific job . . . second, by fitting into your 
work schedule. 


@ Be Be Bond 542 (SOLVENT type). A popular general use cement for 
covers, platforms and sock linings. Applied by hand. Crude rubber base. 


@ Be Be Tex 888H (LATEX type). Cover cementing. A fast drying cement 
with exceptionally strong bond, long week-end tack and good layout. May 
be applied by hand, machine or spray. Natural latex base. 


Be Be Bond S-759 (SOLVENT type). Provides a week-end tack and a 
strong bond . . . for covers, platforms and sock linings. Hand or machine 
application. Synthetic rubber base. 


Be Be Tex 7788 (LATEX type). This cement with overnight tack is a 
fast drying cement with a good bond. Use it on sock linings, platform covers 
and inner or outer platform surfaces. Spray, hand or machine application. 


Synthetic latex base. 
Note: Cements made from natural latex are com- . = 
Be Be Bond patible with natural solvent cements — Synthetic 


latex cements are compatible with synthetic 


solvent cements. 
Be Be Tex Cements 


° Want information about MORE shoemaking 
Products of BB Chemical Co. cements? ... you'll find it in a concise 8-page 
guide titled “U/C ADHESIVES.” Ask your 
United sales representative for the latest copy. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS | 
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She’s a lady to the core this season. The entire 
teen fashion scene is geared to her new lady- 
like look. And the teen who goes around in 
flying shirt-tails and sloppy saddles is strictly 
a goon. 





Laconia shoe designers “knew it all along” — 
anticipated the trend with a complete collection 
of high fashion footwear for teens. Theyre 
fashions that really leave the girls gasping. and 
asking where they can buy them-— shoes that, 
for all their high style, are still basically 
Laconians: built of fine leathers with studied 
craftsmanship — yet continue to 

sell at Laconian’s famous 
budget-right prices. 





LACONIA SHOE CO. inc. 


LACONIA, NEW HAMPSHIRE 





Child Foot Health Month Received 
National Cooperation 


THE cooperation of schools, libraries and public health 
departments during Child Foot Health Month, observed 
throughout the country in September, is reported by Dr. 
Joseph Lelyveld, chairman of the National Foot Health 
Council which sponsored the campaign to create universal 
examination of children’s feet, and displaying of posters 
and pamphlets on foot care. 

The observance of Child Foot Health Month was 
prompted by statistics compiled during the past twenty 
years, which showed that 75 per cent of school children in 
America have defective feet; that 50 per cent of the defects 
are incurred by the age of 10, and 80 per cent by high 
school age; that the care of the eyes and teeth are em- 
phasized while the care of the feet was formerly ignored. 

The program stressed the importance of shoes and 
hosiery, correct in size and structure, and proper walking 
habits as well as periodic examinations of the feet by 
school physicians, podiatrists or chiropodists. Because the 
council, a research and educational bureau, finds that Jack 
of knowledge deters both parents and school authorities 
from promoting better foot care. it is undertaking the dis- 
semination of literature to schools and homes throughout 
the country. 

With the reopening of schools in September, the council 
urged parents to buy proper shoes and hosiery. “Shoes are 
perfect mates, but feet rarely are. Feet grow, shoes never 
do.” warned the council members who spoke before schools 
and parent-teacher groups. “Many children are continu- 
ously misfitted throughout childhood, because their shoe 
sizes are not keeping pace with their rapidly growing feet. 
Children’s feet grow quickly, sometimes a full size or more 
in one or two months, but they do not attain full develop- 
ment and growth until the age of 20. Proper shoes must 
have these three functions: to protect the feet from hard 
walking surfaces, to provide support and hold the feet in 
a balanced position, yet be resilient enough to bend freely 
with active feet. 

Besides correct shoes, Child Foot Health Month em- 
phasized proper fit—that is, measurement of both feet for 
length and width, allowing from one-half to three-quarters 
of an inch from the end of the longest toe to the end of the 
shoe; remeasurement of feet at regular short intervals. 
The program also included a reminder that children be 
taught to walk correctly, with toes pointing straight ahead, 
feet placed squarely on the ground or floor when standing, 
walking or sitting. 

Periodic examinations by competent chiropodists or 
podiatrists should not be ignored, according to the council. 
Through its educational work three states in the country— 
Massachusetts. Rhode Island and California—now require 
by law that the feet of all school children be examined at 
least once a year. Such supervision incorporated into the 
school health program is vital but not sufficient; school foot 
care must be supplemented by home care. 

During the recent Child Foot Health Month the cam- 
paign was given the cooperation of State Departments of 
Health and Education, and of governors who issued procla- 
mations urging better foot care for children and the recog- 
nition of foot defects in childhood to improve the physical 
fitness of future generations. The foot health program is 
based on the fact that no part of the child’s physical de- 
velopment should be more closely watched than that of the 
feet, because defects and faulty posture develop through 
neglect. If these tendencies are recognized early, they can 
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@ Fortune dealers are in a most favorable competitive position 
because they have the best retail price range—$8.95 to $9.95 
most styles—and America's top styling. Yet, these are only 
two major points in favor of Fortune dealers. Important to- the / 
success of every Fortune dealer is Fortune's consistent and 
impressive national advertising program, which season after 

season, directs men all over America to their stores. And, 

in addition to full page, full color ads in large circulation 


magazines, Fortune makes available to dealers professionally 





we 


designed point-of-sale aids, dynamic window displays, newspaper 
ads and direct mail pieces. For complete information on the 


Fortune proposition for next spring, write: Richland-Davidson 
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Shoe Co., Division of General Shoe Corp., Nashville, Tenn. 
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tor the big market 
of litte customers. _ that vant GlQmout 
YON in ther own sizes 


@ These adorable young-sized slippers are junior 
carbon copies of grown-up OOMPHIES successes... 


cushion soles and all! 


e@ Built, of course, on children's shoe lasts 
. . . for better fit, for healthy comfort. 


@ These most-waited-for slippers will be on the 
counters of leading stores this Fall. Have them on 
your counters, and watch your sales shoot up with 
this fresh, young, growing OOMPHIES market. 


COMPHIES: otal Street, New York 13, N. Y. 
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ST. LOUIS CUSTOMERS 
MORE SELECTIVE 


THE major shoe buyer in one of the 
leading department stores in St. Louis 
said recently, while discussing the 
movement of women’s shoes, that the 
problem of consumer resistance to 
price is being felt in all price brackets 
from $25 shoes down to those retailing 
in the $7 bracket. Another reports, 
however, that while unit sales have 
dropped off sharply in the higher 
priced lines, there has been a notice- 
able upturn in sales of women’s shoes 
in the below $10 group. 

While the tempo of selling is not 
the same in any two departments, most 
retailers here agree that both the 
feminine and masculine corsumer 
have become progressively more se- 
lective in recent months. Men’s shoes, 
ior instance, priced higher than $15, 
have been receding in consumer de- 
mand for several months, while those 
priced near $20 and higher have just 
about lost their sales impact complete- 
ly. except among men who have made 
a habit of paying these prices for 
many years. 

Both men and women want a qual- 
ity shoe that is styled right, shoe men 
here point out, but they want shoes 
whose utility equals the dollars they 
plunk down to obtain a pair. “They 
have reached the point,” one buyer 
said, in summing up consumer re- 
action, “where they will do a lot of 
thinking before paying for frills only. 
They don’t object to frills,” he added, 
“but they demand something else to 
go with it.” : 

Probably the best example of these 
words is the current demand in St. 
Louis for pumps. They are moving in 
the upper, medium and lower priced 
brackets, in classics, slings and wedge 
modifications. And black suede, prob- 
ably because of its wearability for 
multiple occasions, is the most wanted 


material. 
= * = 


BUSINESS BRISK 
IN PROVIDENCE 


Aipep by sunny and clear weather, 
the retail shoe business in Providence 
is good, with most merchants meeting 
or topping last year’s figures for dol- 
lar volume. Unit sales are down in 
most cases, but the higher retail price 
of footwear makes up the dollar 
volume. 
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Black suedes are big sellers, al- 
though some brown, and a little green, 
grey and cinnamon suedes are mov- 
ing. Calf is in fair demand, mostly in 
black, but some in brown or in an- 
tiqued red or brown. Alligators are 
selling well and are receiving promi- 
nent promotion in many stores. 

In the alligator line, one store is 
selling a one-strap pump with open 
toe and back, Cuban heel, in sport 
rust, Autumn green, Autumn red or 
black; an open toe sling platform in 
brown, red or green; an open toe 
shell vamp with closed back anklet 
with platform in high heel; a closed 
toe and back pump with scalloped 
vamp and high heel; and a cross-strap 
anklet with open toe and back, plat- 
form sole and high heel. Another 
store reports one of its best numbers 
in this leather is a completely closed 
d‘Orsay pump with V-throat. 

In suedes, one merchant reports his 
two best sellers are a completely 
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The built-up heel, part of the trend 

to more moderate heel heights, was 

played up in this ad recently by B. 
Altman & Co., New York. 


closed anklet with side cut-out, high 
vamp and high heel; and an open toe 
pump with mid-low heel and large 
how ornament. In another outlet the 
best suede sellers are an ankle strap 
with shell vamp, high heel and nar- 
rower toe; an ankle strap pump with 
closed toe and heel, scalloped vamp, 
high heel and open shank; a com- 
pletely closed pump with narrow toe, 
high heel outlined with gold piping; 
and a closed back anklet with criss- 
cross straps. 

Platforms are good sellers as are 
mid-low heels, low cut vamps and 
open shanks. One retailer reports 
good acceptance for a platform model 
in a conventional oxford style. Closed 
toes and backs are somewhat more 
popular as the season advances, al- 
thuugh the open models are still 
selling well. 

Casuals are very good. Moccasin 
types are exceptionally good. One 
store did a good business on a num- 
ber having moccasin features along 
with an Indian style high back. One 
store reports a tip-tilted wedge good, 
this being available in a bow type or 
in an open back anklet with V-throat 
and cut-out vamp. 

In the conventional oxford line, one 
retailer reports two very good num- 
bers in a square toe with laced vamp 
of leather loops and a moccasin-type 
vamp with conventional lacing. 

Rubber footwear is already in fairly 
good demand despite the good 
weather. Mindful of the terrible Win- 
ter last year and the scarcity of rub- 
ber footwear of most types, people 
seem to be buying their rubbers a lit- 
tle earlier than in many seasons. One 
retailer reports that many are buying 
two pairs, one for home and the other 
for the office. Early rubber demand 
indicates that women are going in 
for more protective types and many 
are buying two pairs of different heel 
heights for different shoes. 

= = = 


BUSINESS ENCOURAGING 
IN BINGHAMTON 


OcroBER business in Binghamton, 
N. Y., shoe stores showed an encour- 
aging improvement after the slow 
start earlier in the Fall. Although 
there were plenty of dull days, shoe 
men have concluded there will be no 
real slump this year. They foresee 
only minor weakness in manufacturers’ 
prices. On the other hand there is no 


95 








decline in customers’ resistance to 
high prices. Retailers are featuring 
shoes in the medium price brackets 
and are quick to mark down shoes 
which do not move as fast as expected. 
Result has been that most stores have 
put inventories in better shape and 
boosted sales figures. 

Closed shoes are gaining in popu- 
larity. One store estimates that 60 per 
cent of sales are in closed models, 
while another places the proportion at 
35 per cent. One buyer predicts that 
before long customers will be buying 
slightly over a third in closed toes and 





heels, about a third in open toes and 
heels and the remainder in shoes hav- 
ing either toes or heels open. 

Opera pumps are probably the most 
wanted style at present, the proportion 
of total sales being slightly over 25 
per cent. Hills; McLean & Haskins 
notes fewer platforms being sold, a 
strong demand for two-strap shoes 
priced around $11.95, continued pop- 
ularity of ankle straps, a big drop in 
most types of casuals, slow business in 
children’s shoes, but a pickup in boys’ 
business. 

Parlor City Shoe Co. reports excel- 
lent trade in college classics, as these 
shoes appeal to young business women 
fully as much as college girls. Color 
preferences at this store are 75 per 
cent black, 8 per cent brown, 6 per 
cent green and 1 per cent grey. This 
is approximately the color trend at 
other stores in this city. Popular heel 
heights are 17/8 and 19/8. Cuban 
heels are wanted by about half of all 
customers. Louis heels attract a few 
and there is a fair call for flats. 

Fowler, Dick & Walker conducted a 
successful clearance of broken size 
ranges, selling shoes regularly $9.95 
to $12.95 for $4.95; shoes formerly 
$10.95 to $14.95 for $7.95, and those 
formerly $14.95 to $19.95 for $10.95. 
Bronze in dress shoes has sold well 
here, with the store reordering for 
holiday trade. Children’s business has 
been unusually good here. Part of 
this is attributed to impetus given by 
an enlarged and remodeled children’s 
section. 

In men’s shoes, moccasin styles are 
gaining on or overtaking wing-tip ox- 
fords. Darker shades are preferred. 


96 





Review of & R44 Lxee 


AE 2) 





The opera pump, in a number of ver- 
sions, was the theme for promotion 
by The Schleisner Co. of Baltimore. 





HIGH STYLE INTEREST 
NOTED IN TWIN CITIES 


Minneapolis. 


INTEREST in high style shoes is 
good. Merchants feature these in ad- 
vertisements with accent on skillful 
designing. 

Opera pumps continue to be high 
spots in sales. Sandals are also sell- 
ing well. Black continues to be first 
in color demand, with brown second. 
Suede is definitely first choice in 
leather, according to general report of 
high style footwear salons. Campus 
sales stress the moccasin treatment. 
many of the loafer-type and others 
with strap and buckle. Color is liked 
by the school group. There is good 
interest in oxfords with low heel 
wedge. 

Merchants are continuing to give 
strong promotion to ensemble shoes 
and handbag, featuring these in win- 
dow display as well as newspaper ad- 
vertising. These extra-sales getters 
are further stimulated with strong in- 
store spot displays. 

There is marked interest in shoes 
which are fragile in appearance. 
Napier featured shoes of this type with 
thin soles and lattice-work composing 
the upper. This style was offered in 
pumps and sandals. John W. Thomas 
& Co. drew attention to dainty shoes 
with smart shell-like styles in black 
suede. Napier featured baby Louis 
heels on a strapped anklet. 






Gold trim continues to hold favor. 
Young-Quinlan offered a lizard pump 
in either black or brown. Platform 
pumps, which one house noted in an 
advertisement, are fashion features 


here to stay. 
* = = 


St. Paul. 


SoME retail shoe stores and depart- 
ments report a decline in sales follow- 
ing the early pick-up due to comple- 
tion of back-to-school wardrobes. 
Stores selling staple lines, however, 
note that business is comparable to 
last year’s in this merchandise. Cas- 
ual shoes are evidencing in sales that 
they are taking a place in year-round 
shoe wardrobes. Some stores report 
early slipper sales following sugges- 


‘tion of many stores to begin Christ- 


mas shopping well in advance of the 
regular holiday gift buying. 

Due to unusually pleasant Fall 
weather, most stores report disappoint- 
ment in rubber goods sales. Stocks 
were presented early in these lines. 
There was some activity in children’s 
rubbers and overshoes when shoes 
were purchased in back-to-school out- 
fitting. 

Maurice L. Rothschild promoted 
teen-age shoes in a variety of fresh 
young fashions in casuals and wedgies. 

The Emporium. which has had a 
series of color promotions in com- 
plete Fall fashions, stressed matching 





accessories in bronze in one of these. 
A light-weight pump, with half-inch 
platform and curved vamp and ankle 
strap sandals with graceful V-throat 
and sling back, both in coppery tones, 
were presented. 

Field-Schlick struck a new fashion- 
nete with an offering of deep blue- 
berry blue in soft suedes. Both ankle 
straps and sling pumps were included, 
with platforms and high heels in this 
shade. 

Hunter's green, in colored shoes, is 
in demand. Black and brown, how- 
ever, hold first place in sales. 

Schuneman’s, Inc., featured flats in 
a variety of styles. stressing comfort 
plus fashion-right appearance. Al- 


though high heels are very much in 
the picture, flats hold their own in 
popularity. 

Calf in black or brown is selling 
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Has The Fashion Knack 


Through the ceitinsde, hidskin has been 
known as a versatile leather. Modes change, and 
kidskin is adaptable to new colors and finishes. 
It was gold kid that started the metallic ring 
through the fashion trades. Now it is the more 
subtle, feminine Bronze Kid, attuned to the lady. 
like trend in casual, dressy and formal shoes, 


bags, accessories, both as an all-over and a trim. 


Fine, tight-grained, quality Bronze by 


STANDARD DIVISION NEW CASTLE DIVISION 


STERLING DIVISION MC NEELY DIVISION 
(patent) 


@ # @ © 


ALLIED KID COMPANY 


BOSTON * NEW YORK e+ PHILADELPHIA +« WILMINGTON «+ CAMDEN 


November 15, 1948 97 





well for shoes chosen for Winter wear. 

Stores continue to show that com- 
petition is again a feature in selling 
by heavy newspaper advertising and 
window displays changed frequently 
to show many ‘styles. 


OCTOBER SALES 
DROPPED IN NEW HAVEN 


OcroBeR figures in New Haven. 
Connecticut showed an over-all dip 
of about 10 per cent compared with 
figures of a year ago, and shoe men 
trying to put their fingers upon rea- 
sons, were prompt to admit that things 
were becoming a bit confusing. Most 
of the confusion was attributed to the 
shopper who has taken to walking out 





in ever-increasing numbers as she 
wanders about viewing the tremen- 
dous selection of styles, shapes and 
colors which have been available re. 
cently. 

The shopper, however, may be 
spending .most of her time looking and 
exasperating shoe clerks, but when 
she does make up her mind she swings 
back to the conventional styles. Black 
opera pumps are leaders, and black 
accounts for nearly 90 per cent of 
sales. The anticipated demand for 
color, ballyhooed throughout the Sum- 
mer and early Fall failed to material- 
ize to any extent. Bronze, green and 
blue did some business, but nowhere 
near what was expected, and brown 
was reported as very disappointing. 
The shoes that were finally wrapped 
up were generally black suedes, 
pumps, ankle straps and platforms in 
that order, in higher priced salons. 

Blacks were also the leaders in 
lower priced stores, but owners de- 
clared that the customers in their par- 
ticular stores were, to quote one, 
“strap happy.” Straps in all shapes, 
single and double ankle treatment, in- 
step and toe, were the demand. One 
thing that both the high and lower 
priced stores did note, however, was 
frank disinterest in severe narrow 
toes. 

While the feminine customer has 


caused the shoe men some “con- 


fusion,” her husband has been pretty 
much the other way. He’s still run- 
ning to dark-toned brown shoes, triple 
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soled if he’s of school age or attend- 
ing Yale and with a liking for plain- 
toed models. Grains and cordovans 
are still in demand, but generally there 
is no walk-out problem. Rather, it’s 
the walk-in problem that’s bothering 
men’s shoe retailers. Store traffic is 
off in direct proportion to the drop 
in sales which was sharp during Octo- 
ber. One retailer situated near the 
college decided to test, and marked 
down his stock of shoes from $13.95 
to $8.50 and $9.50; as a result, he 
reported that he increased sales vol- 
ume 100 per cent within a week. 


ae, ee 


MEN'S SHOES PROMOTED 
IN CHICAGO 


MEN’s shoes gained a good share of 
promotional attention in Chicago dur- 
ing most of October and well into 
November, with good results in sales. 
Men’s shoe sales which had slumped, 
except for casual and sport types, 
through most of the Summer and 
early Fall, have picked up consider- 
ably. 

Return of colder and wet and stormy 
weather is the theme used frequently 
in featuring of heavy welt and rugged 
leather types. Heavy sole shoes, both 
with extra thick crepe soles and those 
of thick leather construction, have 
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been in heavy demand. Brogues, moc- 
casin styles, chukker and boot type 
shoes, and monk oxfords have all seen 
considerably activity. Scotch grain 
leathers are gaining in favor. 

O’Connor & Goldberg has been run- 
ning a number of one-style shoe pro- 
motions, which have included a fron- 
tier storm welt chukker boot in ma- 
hogany leather, a thick crepe sole 
shoe, stressed for campus wear and 
called “crepe shoe-zettes,” and a more 
conservative brogue in albion grain, 
with reverse stitched welt. Marshall 
Field & Co. devoted one advertise- 
ment to five styles of men’s shoes for 
casual and street wear. 

Silhouette is still the strongest pro- 
motional theme in women’s shoes, 
with the spat shoe or shoe and sepa- 
rate spat combination still getting at- 
tention in the more conservative better 
siores as well as in the high style 
salons. Field’s, which staged a spat 
promotion early in the Fall, devoted 
another of its “in the know fashion” 
advertisements to spats. They were 
referred to as “shoe tops” and fea- 
tured in a variety of shades and ma- 
terials. Joseph Salon Shoes is show- 
ing suede and satin spats. 

Heels are growing in importance. 
Carson, Pirie, Scott & Co. followed 
several advertisements devoted to me- 
dium heels, with close to a half-page 
for slim heels. “In cahoots with coun- 
try tweeds—the ground-bound heel,” 
was Field’s way of a new offering of 





Jower and medium heels. Retailers ex- 
pect the trend to medium heels to 
increase in late Winter and early 
Spring buying. 

Black in suede, smooth leathers, 
and all other materials remains the 
number one seller, with brown second. 
There is increasing interest in blues 
and greens. Bronzes are holding up, 
and gold and silver are selling in 
sandals. 

Color coordination promotions are 
currently being stressed with shoes 
keyed to complete costumes and other 
accessories. Leisure wear stressing 
high style boudoir slippers and cas- 
uals and resort wear styles, will be 
included in November and December 
promotions. 

[TURN TO PAGE 110, PLEASE] 
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HAND LASTED 


Che" Commander 


Crafted over our specialized last for 
spectator sports, casual wear or lounging. 
Leathered in rich brown hand stained 
DOMOC leather soles and heels; made 
in two widths. 


To Retail profitably under $7. 


Popular Price Show, Room 429, Marbridge Building 
November 15, 1948 





RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maz tyTU/ tg wd Marke {s 


New York 


THE high style. quality segment of the New York women’s 
market reports some good business in Chicago and espe- 
cially good business anticipated during the following week 
when the Guild of Better Shoe Manufacturers was to hold 
its openings. Business in Chicago, it was pointed out, came 
chiefly from retailers who did not plan to be in New York 
during the weeks immediately following the National Shoe 
Fair. In such cases full commitments were made, especially 
by dealers who had gone to Chicago from a considerable 
distance. Since most of the major buyers planned to come 
to New York for the Guild showings, however, buying, 
by and large, was not too extensive at the Chicago Show. 

With merchants buying on a 60-day basis, inventories 
will be much more liquid and with an estimated larger 
consumer spending income, both retailers and merchants 
anticipate a good market for quality shoes. They, in turn, 
are maintaining prices unchanged, in spite of the fact that 
operating costs will increase with the finer detailing and 
the kinds of new patterns that are going into the new shoes. 
Under these conditions, they consider that they will be 
offering the consumer more for the same money this Spring. 

According to these high style New York manufacturers, 
retailers are looking for: 1 New style ideas. 2. Balanced 
stock in style shoes to include a variety of types and 
colors. 3. Promotional shoes. From orders already placed, 
they predict strong demand for shoes with very open treat- 
ments, including pattern pumps, sandals, with much in- 
terest in the laced Empire style, town shoes in both pumps 
and straps and shoes in which there is instep and back, as 
well as vamp, interest. Manufacturers note the return to 
very extreme sandalized types, many platforms, a great 
deal of color and the opened-up influence the dominant 
note. They note the importance of the moderate curved 
louis heel and the medium heel on dressy shoes. Colors 
are ranked as follows: navy, brown, cocoa, copper, green, 
heige end grey. A late Easter, April 21, is also noted as a 
cause for optimism for Spring business. 


St. Louis 


D esPITE increased production costs, shoe manufacturers 
here appear, as this is written, to have decided on a policy 
of maintaining pretty much the current level of prices for 
their Spring lines. International’s CIO workers, as previ- 
ously reported, were recently granted a wage increase. 
Brown Shoe Co. CIO workers also are negotiating with that 
company for more money and AFL shoe workers of both 
International and Brown likewise are negotiating with 
these firms. In the past, action taken by these two firms 
bas often set up a pattern which other manufacturers have 
followed. 


In its price policy announcement made on the eve of the 
recent Chicago Shoe Fair, International stated that “such 
adjustments as were made in its wholesale prices will have 
little if any effect on the price of shoes at retail. 

“Eighty or 85 per cent of juvenile and women’s shoe 
prices remain unchanged. In a few instances, adjustments 
were made decreasing prices not to exceed 10 cents per 
pair on juvenile and 15 cents on women’s shoes. 

“In the case of men’s shoes, where much more leather 
is required, both sole and upper leather adjustments have 
been made, reducing prices on the majority of both dress 
shoes and work shoes from 5 cents to 25 cents per pair.” 


Chicago 


ONE of the greatest changes noted in the Chicago manu- 
facturing and wholesaling picture today is the mood of the 
sales meetings. Scores of sales meetings were held in 
Chicago during the few days prior to the opening of the 
National Shoe Fair, both by local firms and those from 
other parts of the country. Return of “pep” talks, sales 
contests, and sales quotas to be attained (instead of being 
on a limitation basis) is definite proof that, from the manu- 
facturer’s point of view, the buyer’s market is here. 

Efforts are being made by saies managers to make their 
salesmen better acquainted with the quality and -construc- 
tion merits as well as the style details of the shoes they 
sell and to urge them in turn to pass this information on 
to their customers. The coming months will see a growing 
flood of dealer’s help material ranging all the way from 
simple counter cards to elaborate advertising and mat 
service portfolios. Retailers, particularly those in smaller 
cities and towns, have indicated a need for more impressive 
newspaper advertisements with better selling copy. 

Casuals formed an important topic for discussion at 
practically every sales meeting. Since popular demand has 
forced most shoe manufacturers to add casuals to their 
regular lines, and effort is being made in many quarters 
to sell them from the standpoint of style instead of price. 
One of the local manufacturers selling women’s shoes in 
the top brackets has added casuals built on regular shoe 
construction and selling at the firm’s highest price. Esti- 
mates of business for late Winter and Spring now include 
casuals as part of the over-all picture. The picture has 
changed considerably from last Spring and Summer, when 
manufacturers of regular shoes regarded casual sales as 
definite competition. This coming season most of the 
houses should be able to gain a share of this casual busi- 
ness themselves. 

Changes in heel heights appeared as the first early trend 
in the style picture. Retailers are finding a gradual swing 
to medium heights in heels and believe this will increase 
in demand by Spring. 
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EVERY DAY IS 
SIZE-UP DAY 


ir Gerdakine 


by GERDA & 
NEW YORK 


ALL SMOOTH LEATHER 
CHILDREN’S SLIPPERS 
Packed in our New Gerdakins Boxes 


Variety and colors plus all ather con- 
struction . . . just the combination to 
make your slipper department go over 
in a big way. Prices down— 
. Volume up. A wonderful sales 
asset and a grand value. 
Order oniy r pres- 

ent needs Now. 


Samples and 
Mats on Re- 
quest. Delivery 
at once F.O.B. 
Vs 


_ 402 
All Smooth Leather Bootee Hard 
Flexible Leather Soles. Colors: 
Blue, Red. Sizes: 
BA-12, 12-3. Regular half sizes. 


$1.90 


pe 
Hard Flexible 
Leather Soles. 
Brown, 
Sizes 


EXHIBITING: New York City—Nov. 28-Dec. 2, 
Room 1273, Commodere. 
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GERDAGRAM FOR ExPORT 
* 158 DUANE. STREET, NEW YORK 13, N.Y 
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THE WHOLE STORY 


Stabilizer 


The Famous Dr. Hiss 
Clinic in Los Angeles 





Conceived on a wholly 
new principle, the Cuboid 
Stabilizer is America’s 
newest Foot Aid from 
America’s greatest Foot 
Clinic. And now offered 
at a price your customers 
can’t resist. Stock up, 


hook up, cash in! 


FACTORY REPRESENTATIVES: 
Barney Coens « Bert Coens « E. A. Drew « H. E. Griffiths « N. J. Levy 
A. C. Ludlam « H. C. Schuyler ¢ Eli Smith « Marshall Stern « George 
P. Utley « George R. Utley» Edward Weil « L. E. Wendtland 


THE STABILIZER COMPANY 
740 South Flower Street, Los Angeles 14 
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When Nature Goes on a Rampage 


It Takes All Kinds of Knowledge to Operate a Shoe Store 
in a Tropical City—Especially When the Hurricane Season 
Rolls Around. 


by FLORENCE M. OGDEN 
Cocoa Shoe Tree, Cocoa, Fla. 


| N this feverish era when man is not content merely to con- 
quer half the world, but has created gigantic machines to 
do his bidding and thinks he has harnessed the elements 
to his immediate satisfaction, he is apt to nudge aside 
gently the gods on their mount. Then ask any ancient 
Greek what happens when the gods are displeased. If 
there are not any ancient Greeks handy, just wait and see 
for yourself the manner in which the gods revenge them- 
selves by a display of nature at her worst to make man 
feel the insignificant insect he is. 

I know of no feeling as futile as that when a tropical 
hurricane is on the rampage. Then, if ever, man should 
realize how trifling are his accomplishments in the face of 
a wind that has the power to destroy everything before it. 

From the time I hear that our community is in the path 
of the storm and go about greeting my friends as if it were 
my last day on earth—which in truth it may be—till I 
hear the storm has either gone out to sea or on up the 
coast to molest more hapless victims, I am one bundle of 
jittering, jangled-up nerves. 


Correct Hurricane Procedure? 


First and foremost, of course, is my concern for our 
shoe store: (That is, it is first after the uppermost con- 
sideration of my own hide.) Since the Recorper has not 
yet printed an advisory for the correct hurricane procedure 
to protect shoe stores, we blunder along as best we can. 
If the yowling winds of the hurricane carried off my store 
in a fit of caprice, I simply couldn’t stand the sight of my 
beautiful shoes floating around in the gullies all over town. 

The recent hurricane warnings given over the radio at 
intervals did nothing to appease my dread of the coming 
storm. At first we weren’t in the path of the storm unless 
it should change course, which it invariably does. Then 
when the wind was shrieking and the rain was pelting 
down and the roof threatened to blow off thc house, we 
heard that the center of the storm would pass a few miles 
to the South of us. 

We had neglected to board up the front window of the 
store, thinking we were relatively safe, but at the last 
news report we hustled around to the lumber yard for 
what looked to me like two by fours except they cost more. 
While I sat in the car and trembled my husband was out 
ir, the teeth of the bloomin’ gale trying to nail enough 
boards to build an ark (which seemed to me more prac- 
tical) over the plate glass window. 

“Don’t you think we should load all the shoes in the car 
and take them home with us?” I bellowed out the car 
window. 


“No,” my spouse yelled back, “theyll be safe here!” 

“Maybe we should stay down here instead of at the 
house?” I suggested. 

His answer was lost in a furious gust of wind, and I 
looked about in alarm at the electric wires dancing dizzily 
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overhead and the trees which threatened to snap off in the 
middle at each onrush of wind. I was only mildly relieved 
to notice a few other foolhardy individuals dashing madly 
about the main street. Most of the other merchants had 
boarded up their businesses the night before, and the town 
bore the forlorn appearance of a deserted stage setting. 

After some time the front window was covered, and [ 
saw my husband disappear into the store. I got out of 
the car as hastily as my trembling legs would permit, 
nearly lost the car door as the wind caught it before I did, 
and dashed to the door of the store. It was locked! I was 
getting wetter by the minute and about to blow off my feet. 
Banging on the door, I screamed like a banshee till my 
husband curiously poked his head out of the stockroom. 

“Let me in!” I demanded. “Do you want me to drown?” 

Fortunately I didn’t hear his reply as he strolled to the 
door and unlocked it. “What are you doing?” I asked, 
dripping all over the carpet like a rain cloud. “Let’s get 
out of here. Somebody said the Post Office has a storm 
cellar. Let’s go over there!” 

“We can’t go anywhere,” my husband explained pa- 
tiently, “till we take care of the store. Go stuff some 
iowels under the back door.” 

“You're not still in the Army,” I sputtered, “so don’t 
boss me around.” However, one glance at the water seep- 
ing in under the door sill sent me scurrying for rags to 
stuff under it. All the shoes had to be taken off the shelves 
that were on outside walls and piled in the middle of the 
floor. Last year we had lost about $200 worth of shoes from 
the dampness seeping into the building and into the shoe 
boxes. Silently I prayed that the roof wouldn’t leak. It 
never had, but you couldn’t tell about these storms. If 
anything happened to the stock, goodness only knew what 
we'd do then. Probably sell my new piano, I thought dis- 
mally, and start again. - 

At last we had done all we could in the way of protect- 
ing the stock and fixtures. “The paper said to leave open 
a window on the leeward side of the building,” I reminded 
my husband. 

“Well, we’re not leaving anything open down here!” 


My Loot Is Assured 


Surreptitiously I took from the shelves two pair of shoes 
which I had long admired and stuck them under my trans- 
parent raincoat. Then, if the worst came to worst, at least 
I wouldn't be barefoot. I also helped myself to three pair 
of nylons. You never could tell. 

My husband looked through my raincoat at my loot and 
shook his head. The storm seemed even wilder when we 
got in the car again. An old bandstand had already been 
washed out into the river and was stuck against a bridge. 

“Isn’t this wonderful!” breathed my husband. “Nothing 
like a good storm to pep you up.” 

“There certainly isn’t,” I replied sarcastically, making a 
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Child Foot Health Month Received 
National Cooperation 
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be corrected before the foot attains complete but malformed 
development. 

Child Foot Health Month enjoyed the cooperation also 
of Parents Magazine and other publications, newspaper 
writers, and radio programs. Shoe stores and children’s 
departments tied in with the campaign by using the mate- 
rial issued by the Foot Health Council. Over six thousand 
podiatrists and chiropodists, and as many orthopedists and 
pediatricians are cooperating with the council in its efforts 
to promote the foot health of the men, women and children 
in all walks of life. The council sponsors an industrial 
toot health program as well as foot health education in 
schools and colleges, and among professional and amateur 
athletic clubs with the cooperation of service clubs, federal 
and state departments of health. 


Formula for Small-Space Advertising 


A FORMULA for successful use of small space newspaper 
advertisements to boost women’s shoe sales has been de- 
veloped by the Imperial Shoe Store in New Orleans. 


The formula depends upon five pointers. They are: 


1. Use of a continuing format, size, shape and style for 
the advertisements. 2. Use of the same newspaper page 
for continuing insertion. 3. Offering only one item in 
each advertisement. 4. Using a “signature” to personalize 
the advertisement. 5. Offering of national brand merchan- 
dise that customers trust because they see it advertised in 
national publication. 


The format developed by Imperial takes in a one-column 
space that is 75 agate lines deep. Every ad follows the same 
style, uses the same type faces, and has the same kind of 
sketch of a shoe. Each ad appears on the society page of a 
New Orleans newspaper. Running regularly in the same 
section of the paper, the ads have developed a readership 
of their own. Women come to look for them as they look, 
often unconsciously, for other regular features of the paper. 

Only one item is offered in each advertisement because 
such small space will not permit adequate presentation of 
two or more shoes. Each ad is designed somewhat like a 
“column.” It is “signed” by “Dot,” and captioned—like 
any regular column, “Footnotes.” Use of a column name 
and a signature helps to make for continuity and helps 
readers to identify and look for the regular presentations 
of “Dot.” 

One big factor in the success of these ads is their offering 
of nationally-advertised brand names only. This helps to 
make consumers trust “Dot’s” offerings, and is no small 
factor in getting attention. 


Store Displays Historical Footwear 


Datias, Tex.—E. M. Kahn & Company, has a display of 
historical footwear that traces styles from 1824, with a boot 
said to have been worn by the Marquis de Lafayette, to the 
present day. Kahn’s window story includes a man’s dress 
shoe with satin laces, square toe and low cut. 

The display also shows a boy's high-cut boot brought to 
this country by the great-grandfather of William Hershey. 
the candy king. 

Kahn’s used more than half a block of window space to 
tell the story. The display continued for a week. 
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Lines to be Seen at Popular Price Show 


Firm Name Room No. 
Shain & Company, Inc....Studio Room 103 
Shapiro Bros. Shoe Co., Inc.......... 1503 
“Shoe and Leather Reporter"... ..Booth 25 
NN ann uke Weegee sts « Booth 24 
Sibulkin Shoe Co., Inc., M......... 916-936 
Silver Slipper Mfg. Corp.......... 1014-1019 
Semen Umpert Gare... 2.20.5 8.5.25... 1238 
oe PEE Parlor B 
Simpson Enterprises, Elliot E....... Parlor B 


Simpson's Miracle Products, Inc... .Parlor B 
Simpson's Walker-Woods, Inc...... Parlor B 


Sinclair-Philips Shoe Co. ............ 871 
Skippy Footwear Corp. ............. 1136 
Somersworth Shoe Co., Inc..... 909-911-915 
I SE Ra ons s pcan sens 668 
Sport Specialty Shoemakers, Inc...... 1042 
Sporting Shoe Co., Inc. ........ 1009-1011 
Squaw Mt. Moccasin Co. .......... 830 
Po Ne Rs gE ES Fcc ess. 758 
Starlet Footwear Co................ 1157 
Stedfast Shoe Co., Charles .......... 830 
Stepping Stone Shoes, Inc........... 1269 
Stillman Shoe Cu., H. C. ......... 722-724 
Style Shoe Company, Inc. ......... . 632 
Sudbury Shoe Co., Inc............ 852-854 
ee UND RS aoa s ek cdc sense 974 
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Firm Name Room No. 
Semel Shee’ Go. .......0600.25 1239-1241 
Supreme Slipper Mfg. Co. .......... 1261 


Thalheims' Wearwell Shoe Co., Inc.... 1219 
Theise Bros. Company....Studio Room 117 


Tico Shoe Corporation ............. 1203 
Timely Casual Corp. ............. 1047-1049 
ee Se ee nee 1243 
PE NR GRE, so veces nde 'ss uci 932 
Townley Footwear, Inc. .............. 1058 
Triple Novelty Footwear Co...... 1053-1055 
Tropical Craft Corporation.......... 1007 
True Value Slipper & Sandal Corp.... 1034 
Web Ge ee UNG... os ooh e ced sccxchs 766 
United Last Co..........Studio Room 104 
United Shoe Machinery Corporation 

Parlor A 
Unity Shoemakers, Inc. ............... 944 
Valman-Lincoln Shoe Co. ............. 708 
Vanity Shoe Company, Inc. ......... 971 
Venus Sandal Mfg. Co., Inc.......... 1037 
Victory Footwear Sales Co........... 1131 
Viko Shoe Company ............... 969 
WP SI AID. 5 5. 55 25 es 5 ck ae, 867 


Firm Name Room No. 
eee ee 1002 
WORE SOE 55 onus odio can. ons ee tee 1506 
Welton & Co., Inc., A. G............ Bhs 
My gt Nabe eine carl eg ar arr 721 
Wayne Shoe Company ............. 1268 
Wear Best Footwear, Inc............ 1068 
Weigert-Dagen Shoe Co. ........... 1175 
Se er ere 719 
Wellco Shoe Corporation, The....... 1107 
Well-Worth Slipper Co. ...........- 1146 
Werman & Sons, Inc., A........- 1125-1127 
Westboro Shoes, Inc. ............... 1056 
Weymouth Shoe Co. ............... 875 
MUNON SND SOM, oo so o- sss ccs e see 723 
Wiley-Bickford-Sweet Corp. ...... 704-706 


Wilner Wood Products Co..Studio Room 106 
Winchester Rubber & Plastic Co...Parlor B 


Wing-Step Shoe Corp. ............-- 1100 
Winston Shoe Company ............ 1001 
Wise Shoe Company, Inc............ 754 
oe | ee eee 106! 
Wood & Smith Shoe Company....... 808 
Worcester Shoe Company........... 640 
Wile “Feetbor, lees os: 62s dees nis 117 





Displaying Merchandise in an Ad 


The advertiser is often confronted 
with the choice of one of the above four. 
The selection should depend upon the 
effect desired. Each type serves its own 
purpose well. 

Wash Drawings are used to portray 
a subtle gradation of tone. They are 
drawings made with black or grey 
water color, applied with a brush. By 
varying the amount of lampblack and 
water, gradations from light to dark 
grey and solid black may be obtained. 

Wash drawings are used in illustra- 
tions to portray leather, metal and 
other reflecting surfaces for items of 
all sorts. In many cases, wash is more 
satisfactory than photographs because 
the artist can glorify the subject by 
adding or subtracting certain factors. 

Pen and Ink Drawings are well 
adapted to illustrations requiring 
strong contrasts and sharp outlines. No 
variation in tone is possible with this 
technique. Pen and ink is used in draw- 
ing many types of shoes. It is excellent 
for fine details and delicate lines such 
as are needed in the women’s line. Be- 
cause there is no gradation of tone in 
line drawings, halftone engravings are 
not necessary and savings will result. 

Dry Brush Drawings are similar in 
production to pen and ink. No halftones 
are necessary. Ink, on a partly dried 
brush, is used to produce a “tonal” 
effect. 

Photographs are best when an im- 
pression of realism is required. Faith- 
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ful portrayal of all merchandise is pos- 
sible here. Many people believe that 
photographs are necessarily factual. We 
know that this may not be true. Modern 
photographers can perform miracles 
with their cameras. In addition to real- 
ism, a photograph is an excellent medi- 
um to use when it is necessary to illus- 
trate a multitude of items, 

If it is necessary for you to hire an 
artist, you can keep your costs down to 
a minimum by employing some of the 
following suggestions: 

1. Remember that artists differ in 
techniques and abilities as well as in 
their prices. Always choose a special- 
ist in a particular field. It may cost a 
little more at the time but will save you 
money in the long run. 

2. Always give an artist complete 
instructions to avoid mistakes and “re- 
do’s.” Always demand to see a rough 
first so that you can see what you are 
getting. 

3. Try to anticipate your art work re- 
quirements in advance. In this way, it 
will be possible to order art work in 
quantity and thereby afford a saving. 
Artists will always charge less for 
quantity work. 

4. Always ask the engraver for the 
original art work. You may have some 
use for this in the future and you can 
use the same work over and over again. 
This holds true for engravings. Do not 
hesitate to re-use an old photo or draw- 
ing if you have the item in stock. If 


you change the layout and copy, it will 
appear completely new to the average 
reader. 

Remember that the main function of 
illustrations is to attract attention 
through interest, novelty and contrast. 
Hundreds of years ago, the Chinese dis- 
covered that “one picture is worth a 
thousand words.” This proverb holds 
truer than ever today. 


The Ad-Viser Clinic 


The author solicits readers’ advertis- 
ing problems which will be treated in 
the Ad-Viser Clinic. Send your prob- 
lems and your ads to Mr. Settel, care of 
Boot AND SHOE RECORDER. There is no 
charge for this service. 





Dear Mr. Settel: 

We are prompted to send several 
copies of our ads after reading your in- 
teresting articles in BooT AND SHOE 
RECORDER, and we would appreciate any 
constructive criticism that you would 
care to make. 

Our ads vary in size according to 
the season, but will average a half-page 
or larger, twice a week. 

We have tried scattering smaller ads 
through the paper, but we feel that 
they are lost by so doing, and believe 
that the large, or grouped ads, bring 
better results. 

We plan our own layouts and about 
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Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 


it begins its journey to the shoe store . . . as it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 

There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


WN yel 
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PRODUCTS 


SUPERFIL HEEL BLACKING OF 


A New Formula for Heels and the Return of 3 Old 
and Edges Favorites 
It's NEW BOSTON HEEL SUPERFIL NATURAL EDGE STAINS 
& EDGE STAIN SUPERFIL EDGE BLACKINGS 

¢ Better Fill 
e Easier Working e The preferred pre-war edge finishes. 
* Uniform Color Coverage ¢ More wax — more fill than other edge 
° High Wax Content finishes. 
* Rich Mellow Lustre © We've never sold finer black and nat- 
© One or Two Set ural edge and heel finishes. 
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Popular Price Group Expects Active Market Week 


hand, as well as top-ranking executives 
from the merchandising and manage- 
ment divisions of volume companies. 
This should give exhibitors a unique 
and efficient opportunity to confer 
with these top-level visitors. 

Wholesalers and jobbers of shoes 
will have their buying organizations 
in attendance at the show and will also 
display their own wares. 

Department stores and women’s ap- 
parel specialty stores carrying shoes 
will send their basement, budget, and 
main floor buyers, while a number of 
independent shoe retailers who spe- 
cialize in volume-grade footwear also 
will attend. 

In addition to these categories, there 
will be representation also from buyers 
of findings and from buyers of acces- 
sories, to shop displays of these items. 
Shoe factory buyers of manufacturers’ 
supplies will also be on hand to check 
displays of those items. 

Six consecutive floors of shoe dis- 
plays at the Commodore will house the 
greatest concentration of volume foot- 
wear lines ever assembled under one 
roof. In addition to floors six through 
twelve, there will be a few manufac- 
turers’ lines on the fifteenth floor. 

The bailroom floor of the hotel will 
house displays in booths from manufac- 
turers and suppliers of allied products, 
findings and accessories. This will 
mark the first time that a grouping of 
handbags, hosiery and other accessory 
lines for the volume shoe retailers has 
been incorporated into a shoe show. 
Large parlor displays are also on this 
floor, representing shoe machinery and 
other lines. 

An “avenue of shoe fabrics” will be 
the feature of the “Studio Room Floor,” 
located one level above the ballroom 
floor. The entire membership of the 
National Shoe Fabric Association will 
display specialized shoe fabrics in these 
beautifully decorated rooms which are 
located on this floor. A number of 
other allied and accessory firms will 
also display on this floor. 

Only one industry-wide official shoe 
show program is planned, so as to give 
both buyers and sellers maximum time 
to transact business. Scheduled for the 
opening day of the market week, is a 
fashion-merchandising clinic and style 
show. 

It has been scheduled by the commit- 
tee for the first day of the show in order 
to clarify retail opinions, and answer 
principal questions on Spring fashion 
merchandising problems. 

In organizing this program the ap- 
proach has been completely practical. 
A board of fashion experts has been 
selected, each of whom is a specialist 
in an important phase of fashion or 
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” 


merchandising. Each of the “experts 
will present a streamlined, but meaty 
report of the significant influences in 
their field which will influence or affect 
volume footwear fashions for Spring. 
Since this event takes place at the end 





Hotels for Buyers 


Through the cooperation of lead- 
ing New York hotels and the New 
York Convention and _ Visitors 
Bureau, Inc., a number of sleeping 
room accommodations have been 
set aside for visitors to the Popular 
Price Shoe Show of America, No- 
vember 29-December 2. 

Buyers should write direct to the 
hotel of their choice for sleeping 
room reservations, specifying type 
and rate of room desired, date and 
time of arrival, and duration of 
stay. 

These hotels cere: The Ambassa- 
dor, The Barclay, Hotel Belmont 
Plaza, The Chatham, The Gotham, 
Hotel New Weston, Prince George 
Hotel, Sheraton Hotel, Vanderbilt 
Hotel, Hotel Knickerbocker, Hotel 
Lincoln, The Park Central, Hotel 
Piccadilly, Hotel Taft, Hotel Vic- 
toria, The Warwick, Hotel Went- 
worth and Hotel Woodstock. 











of November, it will be possible for 
fashion authorities to deal in a definite 
way with what is really happening in 
various fields to influence volume fash- 
ions. Each of the experts will limit 
her analysis to no more than five min- 
utes, and will discuss everything from 
the volume point of view. 

Points made by the speakers will be 
illustrated on runways by a presenta- 
tion of clothes and shoes. The produc- 
tion and apparel coordination will be 
under the direction of Ann R. Silver 
of Ann R. Silver Associates, well-known 
fashion promotion firm. Beth Levine, 
formerly designer of shoes for a number 
of high-style New York factories, is 
developing shoe styles for the showing 
with leading volume shoe manufac- 
turers. 

To overcome one of the long-standing 
criticisms of shoe presentations—the 
difficulty of seeing details of footwear 
shown on the runway—unusual tech- 
niques of presentation are understood 
to be planned. 

After reports by the fashion author- 
ities and the presentation of fashions, 
the audience will be invited to ask all 
still-unanswered questions of the panel. 
The result is expected to provide a stim- 
ulating and informative session. While 
the entire personnel of the panel had 
not been named at press time, it was 









expected to include the following per- 
sons: 

Leather—Kid, Rhea Nichols; Calf, 
Ruth Kerr; Side Leather, Polly Drew. 

Textile Fashions—Ann Mullany, Fab- 
rics Editor, Women’s Wear Daily. 

Apparel—Nina Kyle, Merchandise 
Editor, Glamour; and J. P. Hurley, Re- 
tail Sales Manager, women’s ready to 
wear and accessories, Sears, Roebuck 
and Co. 

Design in Shoes—Grace Powell, shoe 
designer. 

Fashions for the Younger Group— 
Nancy Pepper of Calling All Girls. 

Accessorizing in Shoe Stores—Sylvie 
Hamilton. 

The Male Angle—O. E. Schoeffler, 
Esquire and Apparel Arts. 

An attendance of well over 1,000 shoe 
people is anticipated at the event. In- 
vitations are being extended to the 
entire industry. 

One of the industry’s outstanding 
social functions, the semi-annual din- 
ner of the 210 Associates, has become 
part of the Popular Price Show of 
America. This event, which invariably 
draws capacity attendance, is scheduled 
for Tuesday evening, November 30th, 
in the Grand Ballroom of the Commo- 
dore Hotel. 

{. M. Kay, president of Berland Shoe 
Stores, St. Louis, and chairman of the 
banquet and entertainment, predicted 
recently that the affair will prove to 
be the greatest in the history of the 
organization. Mr. Kay stated that ap- 
plications for tickets and tables for 
the dinner will be mailed to all adver- 
tisers and members in sufficient time 
to allow the purchasers to invite their 
guests after they have received their 
tickets. The seating committee sug- 
gests that, although the Commodore 
Ballroom is the largest in New York 
City, all applications should be re- 
turned promptly to the Boston office of 
the “210” to insure choice locations as 
all previous shows have been complete 
sell-outs. A special feature of the ban- 
quet will be the presentation of the 
T. Kenyon Holly Memorial Award 
which will be given to an individual 
for “his distinguished service to the 
shoe and leather industry.” The head 
table guests will include the execu- 
tives of the various trade associations 
connected with the shoe and leather 
industry. 

Throughout the planning for this 
show, special attention has been devot- 
ed to making it comfortable and efficient 
for buyers to operate. To the greatest 
possible extent, sleeping rooms have 
been allocated to buyers at the Biltmore 
and Roosevelt Hotels, which are con- 
nected by underground passageways 
with the Commodore. In addition, by 

[TURN TO PAGE 111, PLEASE] 


Boot and Shoe Recorder 








Trends Affecting 
The Volume Shoe Industry 
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4. Analysis of Casual Shoes 


While it must be recognized that the 
trend toward casual footwear is a nor- 
mal development in the style picture, 
and today, the casual shoe serves a 
function in the wardrobes of women of 
all ages, the relatively low price at 
which these shoes are offered is an im- 
portant factor in increasing the de- 
mand for this item and is stimulating 
purchases of extra pairs. In the case 
of the casual shoe, economics and fash- 
ion were wed and the union has been a 
happy one. 

Availability of economically and at- 
tractively tanned upper leather stock 
which received widespread consumer 
acceptance, plus the development of 
satisfactory non-leather soling mate- 
rials should not be overlooked as impor- 
tant factors responsible for the huge 
success of the casual shoe. 

Shoe manufacturers and shoe retail- 
ers stimulated peak markets for these 
shoes by developing wide varieties of 
attractive styles utilizing materials 
which have been made available. 


5. Decline in Average Price 


The decline in the average factory 
price of shoes shipped offers a definite 
indication of the return to normal pur- 
chase habits of footwear by the great 
masses of the public. This should not 
be interpreted to herald a return to 
prewar price levels which is inconceiv- 
able because of the changes which have 
occurred throughout our economy. How- 
ever, it does sound the end of the arti- 
ficially inflated high prices which char- 
acterized some types of shoes during 
the war economy and immediately 
thereafter. 


6. Spring Prices 


I anticipate no significant change in 
wholesale prices of Spring, 1949 lines. 
I expect continued progress in the en- 
hancement of shoe values which will be 
achieved by full utilization of mass pro- 
duction efficiencies. Past performance 
of our industry in this regard has fully 
demonstrated its outstanding ability. 
In that way, demand for footwear can 
be increased, production can be raised 
and a sound shoe industry brought 
about. 


Opens Family Shoe Store 


Detroit.—Ray Moeller of Houghton 
Beach, Mich., has opened a new shoe 
store at The Heights, Houghton Lake, 
carrying a general family line. Warden 
Allen, formerly a ‘shoe retailer at 
Lapeer, is manager of the new store. 
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DISTRIBUTING POINTS 


TRADE BUILDERS .. . recognized everywhere for their unsurpassed fitting 
qualities, superb craftsmanship and unbeatable values . . . carried IN STOCK 
by forty TRADE BUILDER wholesale distributors. strategically located 
throughout the United States . . . to serve you conveniently, quickly. eco- 
nomically and with short distance shipping costs. 

Take advantage of this unique TRADE BUILDER program to BUILD MORE 
SALES WITH LESS STOCK INVENTORY. 


TIE UP WITH TRADE BUILDERS 


Caltorsia, 5 
Los eles, Chesney Shoe Co. 
co Van Voorhies-Phinney 


Co. 
4 Colorado 
Denver, Kemp Shoe Co. 


Florida 
Jacksonville, J. H. Churchwell Co. 


: Georgia 
#tlanta, Gramling & Collinsworth 


Illinois 
Chicago, Keehn Bros. 
Peoria, John Moser & Son 

Indiana 
Indianapolis, E. P. Bayless Shoe 

Co. 

lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 


Louisiana 
Shreveport, Lee Dry Goods Co. 


Maine 
Bangor, W. S. Emerson Co., Inc. 


Massachusetts 
Springfield, M. T. Shaw Shoe Co. 
of N. E., Inc. 


Michigan 
Detroit, American Shoe Co. 
Grand Rapids, Hoekstra Shoe Co. 
Saginaw, Michigan Shoe Co. 
Minnesota 
Duluth, Kremen-Duluth Co. 
Minneapolis, Dodson-Fisher Co. 


Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 


New York - 
Buffalo, Reliable Wholesalers, Inc. The HANS 


i oo ee Armour’s 
New York City, — & Campbell : 2 ag il 
Ohio Leather with Rock 
Cincinnati, Robert Graefe Leather é ee Ock and Bench Brand 
Co. Z Soles, Steel Arch Sup- 
Cleveland, Bibow & Srail Shoe Co. port, Half Rubber Heel, 
Toledo, Ainsworth Shoe Co. No. 8 Last. 
Pennsylvania * 
Philadelphia, Bell, Walt & Co., Inc. Be neces 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co. 
Tennessee Sizes 13, 14 and 15 at 
Bristol, King Bros. Shoe Co. slightly higher prices. 
Knoxville, McCallie Shoe Co. 
Memphis, Wm. R. Moore Dry Goods 
Co. 








iis Siti tug eats Cor Ogention , - _— ae 
cee Se Forty TRADE BUILDER stock 
ashington 4 departments serve you — con- 
ee ae fo. veniently, quickly, economi- 
West Virginia cally. SEND YOUR ORDERS 
Rakes, it ee TO YOUR NEAREST TRADE 
so a, BUILDER WHOLESALE DIS- 
Milwaukee, Gaenslen Bros. Leather Be TRIBUTOR. 


Co. : 
Oshkosh, H. C. Roenitz Co. 


came me | 














Shoes in the News 






FABRICS. soft. rich and gleaming. express the season's 
trend to pretty, luxurious and feminine fashions for dinner 
and evening wear. Included among these are velvet, taffeta, 
moire, satin and lace. Shoes and accessories have been 
closely coordinated with these, the same materials being 







Satin and lace mesh pump 
from Delman. The quarter 
is black satin and the vamp 
pink satin veiled with black 
mesh. The black satin bow 
is held by a jeweled buckle. 














used in them as in the clothes. In the November lst issue 
of the Recorber in the fashion feature, Golden Opportunity 
to Promote Accessories, we show some of these lovely shoes 
and accessories. For Spring, mesh is already registering 


in some advance models. 
* * * 








RECENT developments in the field of waterproof footwear 
have taken it out of the strict utility class and put it in the 
category of novelty items. Study has been devoted to mak- 













Adjustable bootees of Viny- 
lite plastic to fit over any 
type of shoe. Soles have 
non-skid ribbing. Ankle strap 
is adjustable. S. Buchsbaum. 
















ing this protective footwear light in weight, easily car- 
ried so that it may be tucked into a purse or pocket, and, 
in many cases, colorful and attractive so that it is con- 
sidered a rainy day accessory more than a strictly utili- 






Cat-Tex is the super sole 









with super SELL . . . because: sellin Dintn, 

@ Cat-Tex is light in weight, yet tough and sturdy! * # « 

@ Cat-Tex outwears leather! THE pgs a Footwear Exhibition ree — in 

‘ ondon in October represents a preview of British fashions 

@ Cat-Tex positively won't mar or mark floors! for 1949. 

@ Cat-Tex soles are non-slip! Platforms are lower, toes are more pointed and almost 
always closed for daytime wear. and the sling-back is 

@ Cat-Tex is easily, securely sewn or cemented! dying, though slowly. Heels are high or low, no middle 

@ Cat-Tex is comfortable, makes walking tireless! course, and by next Spring the high backs and elaborate 







ankle strap will probably have given way to the simple 
youthful anklet. The asymmetrical design has returned 


@ Cat-Tex is flexible, moulds readily to the shoe! 
with renewed strength. The low V-throat is popular. The 


& aoa protects feet from Write for traditional calf walking shoe is often welted. It is to be 


















hes found with novel ring and cord fastenings. and has adopted 
‘ sample saddle stitching. 

(Made by makers of famous Cat's Paw products details Two-color schemes are quieter and mostly confined to 

? - 1 sports shoes, and contrast trimming has turned to reptiles. 

ubt Itimore 30, Md. NOW: 8 - ‘ r AP 

Cat's Paw Rubber Co., Inc., Baltimore 30 Suede fashion shoes often have both heels and intricate 
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strapping in lizard or snakeskin. Colors are the two 
perennials and the black includes a minute amount of 
patent leather, also used for trimming and notably in 
export shoes, a deep green. 


Intricate lacing and straps 
are an important part of the 
shoe collections at the Fash- 
ion in Footwear exhibition 
being held in London. This 
model is by De Nero, Ltd. 


There is some navy, a deep wine color, some grey and 
many shades of tan. It is noted that there is more top 
grade calf on the home market than last year. and general 
leathers and suede are improved. 


The thick crepe sole shoe 

with a saddle stitched apron 

and cuff is an interesting - 

model at the British footwear 

exhibition. George Evans & 
Sons, Ltd., model. 


The bootee, functional and fashionable, has now in- 
vaded the salons of designers and received their seal of 


approval. 
* = = 


As the resort season approaches, retailers look beyond it 
to the coming Spring and Summer season, and plan their 


Boucle braided vamp strap 

sandal in Guatemalan de- 

sign, in bright colors. Plat 

form sole is of cork and 

rubber compound. Pasadena 
by Ball-Band. 


beach and Summer promotions. Attractive, wearable styles 
for active Summer wear are appearing in lines of rubber 
footwear manufacturers, many of them in colorful designs 
with light, resilient soles. 





“Michigan Night” Held During 
National Shoe Fair 


Cuicaco—An interesting social affair, held here during 
the National Shoe Fair. was that sponsored by the Detroit 
Shoe Retailers’ Association. On the evening of Oct. 24, the 
Presidential suite at the Congress Hotel was taken over by 
this association for the cocktail party and general get- 
together which has become an annual event. 

Known as “Michigan Night,” the party was widely at- 
tended by Michigan retailers and their guests who had 
come here to attend the Fair, and most of whom moved on 
to attend the Michigan Annual Shoe Fair in Detroit, which 
opened October 31. 
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uss « The “CORSET” SHOE 


with special features 
that mean REAL CORRECTION ... 
more SATISFIED CUSTOMERS and 
BIGGER PROFITS ... 


Uppers cut high enough 
to extend over ankle 
bone. 

Three plastic stays on 
each side securely stitch- 
ed in individual pockets. 
Proper amount of wedg- 
ing in spring heel. 
STEEL SHANKS to give 
adequate support to 
arch. 

Full grain Elk Upper 

er. 


Flexible leather sole. 
Full Grain Welting. 
Flexible Insole. 

Ground Cork Filler, as- 
suring cushion resiliency. 
Exira strong Twill Nap- 
ped Lining for longer 
wear. 

Leather Flap, covering 
top edges of stays. 
GOODYEAR WELT CON- 
STRUCTION to keep the 
shoe in proper shape. 


OU can rely on FOOT TRAITS for 
tlle customer satisfaction — 
backed by the knowledge and craftsmanship 
acquired in 60 years of successful manufac- 
ture of QUALITY JUVENILE SHOES. 


IN STOCK FOR IMMEDIATE DELIVERY 


KREIDER’S SONS 


s MANUFACTURING COMPANY 


Palmyra 


Pennsylvania 





KIWI IS BACK 


—in Unlimited Quantities! 





TRADE- MARK REG. 
U. S. PAT. OFF. 


The KIWI (Kee Wee) is a re- 
markable New Zealand bird. 
Even smaller than a chicken, 
it lays an egg 5 trmes larger!... 
That's the tip-off on KIWI 
Shoe Polish profits, roo! 


THE WORLD’S MOST FAMOUS POLISH 
OFFERS YOU BIG PROFITS AND SURE-FIRE “REPEATS”! 


¥%& Ie means increased sales for you, this news 
that world-famous KIWI Shoe Polish is back! 

During the war millions of servicemen dis- 
covered the magic of KIWI Shoe Polish in 
England and Australia. Never before had they 
seen anything like it! Never before a polish that 
produced a “parade shine” that lasted so long! 
And KIWI helped to “nourish the leather”! 

No wonder the fame of KIWI trickled back to 
the States! And no wonder the supply of KIWI 
in this country was snapped up overnight! 


40 to 50% Profit! 
But now KIWI is back—in unlimited quantities! 
Millions of KIWI-hungry customers will create 
a terrific demand. And that means not only big 
sales—and “‘repeat’’ sales— but handsome 
PROFITS—because profit margins are actually 
40 to 50% on KIWI! 
Powerful Advertising Support! 

A smashing advertising campaign will herald 
KIWI'S return. Watch for details! Order KIWI 
now. Display it! Put it “out front”— where a 
fast-moving 40 to 50% Profit-Maker belongs! 





Available in Black, Dark Tan, Transparent (Neutral), 
Tan, Mid-Tan, Brown, Mahogany, Oxblood, and Blue 


* Millions of servicemen discovered KIWI in England 
( and Australia! They've been calling for KIWI ever since! 





= 


f THESE SUPERIOR 
@ FEATURES MEAN MORE 
SALES FOR YOU! 


KIWI contains only the world’s finest waxes. 

KIWI waxes sink deep into the leather — 
keep it soft and pliable in all weathers. 

KIWI gives a Jonger-lasting shine that““comes 
back”’ again and again with just a quick 
brush-up. 

KIWI gives a faster, more brilliant shine— 
keeps shoes well groom: 

KIWI heips to “nourish the leather.” 

KIWI is used exclusively by many custom 
shoe craftsmen as a fitting finish on 
their finest shoes. They recommend 


* KIWI! J 











KIWI POLISH CO. PTY. LTD. 


836-844 So. Swanson St., Philadelphia, Penna. 








Review of the 
Retail Trade 


[CONTINUED FROM PAGE 98] 


SCRANTON KEEPS VOLUME 
THROUGH PROMCTION 
SCRANTON retailers found that it 


required promotions and clearances to 
maintain volume in October. The aver- 
age store is doing about 10 per cent 
less business than a year ago. Stores 
staging special sales boosted volume 
about 25 per cent during such pro- 
motions. Shoe men are looking to 
trade shows for pointers on future 
buying policy rather than an oppor- 
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tunity to place orders. Yet they agree 
that stores must assure themselves of 
reasonably broad stocks in order to 
satisfy customers. 

The Globe Store marked 2500 pairs 
of women’s shoes down 20 per cent 
during its anniversary sale and in- 
creased volume substantially as a re- 
sult. Slow selling shoes regularly 
$8.95 to $18.95 comprised the bulk of 
the offering, but a good range of styles 
was available. 


Throughout the city opera pumps 
continue to be the best seller. Ankle 
straps are going big and there is wide 
interest in platforms. Demand for 
closed toes and heels is increasing and 


sling pumps have slipped somewhat 
in popularity. Almost all heel heights 
are being sold. Black is followed by 
hrown and green, with navy, bronze, 
grey, gunmetal and red less in evi- 
dence. 

For no very clear reason casuals 
have declined sharply in popularity 
this Fall. Sales decrease has ex- 
ceeded the usual seasonal pattern. 
High style and attractive designs of 
casuals apparently are maintaining 
their popularity. Brunt of the decline 
is felt in low-end models and mediocre 
styles. 

Business in children’s shoes is 
spotty. Stores specializing in this cate- 
gory have done fairly well while the 
average retailer has sold fewer shoes. 

Men’s shoe stores report some fall- 
ing off in business late in October. 
Stores offering new and interesting 
styles have been able to do well. 


Se +. = 


CHILDREN'S SALES UP 
IN LINCOLN STORES 


SALES of children’s shoes in Octo- 
ber continued to top last year’s fig- 
ures by a comfortable margin in Lin- 
coln, Neb., while rubber footwear also 
was reported ahead of a year ago, but 
men’s shoes with a few exceptions still 
were running behind, and women’s 
shoes generally were about holding 
even in unit sales and slightly up in 
dollar volume. A noticeable drop in 
men’s work shoe sales volume was 
noted, as compared with last year, and 
buyers attributed this to consumer re- 
sistance to higher prices. 

One of the most noticeable trends 
in women’s shoes was the demand for 
medium-shaped heels in all price cate- 
gories. High heels are definitely less 
popular than last Spring and a year 
ago, although sling pumps are still 
moving briskly and open toes are very 
much wanted. Wedges, especially in 
casual styles, with the shaped-heel 
effect, have been among the best 
sellers. 

One store reported a gain in dollar 
volume on men’s shoes, due in large 
part to the sizable college and high 
school demand for bold-type brogues. 
Another store reported that more 
black shoes have been sold this Fall 
than last, despite a greater selection 
in browns than a year ago. 

Dealer inventories are a little 
heavier this Fall, he noted, but a sur- 
prisingly large number of retailers 
are making last year’s figures, dollar- 
wise. The average men’s shoe retailer 
is behind in unit sales, but chances 
are fair that they will make this up 
during the remainder of 1948. Dealers 
are ordering more carefully, also. 
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Popular Price Group 
Expects Active Week 
[CONTINUED FROM PAGE 106] 


cooperation of the New York Conven- 
tion and Visitors Bureau, a number of 
conveniently adjacent hotels have block- 
ed out sleeping rooms for visitors to the 
show. Reservations should be made di- 
rectly with these hotels, a listing of 
which is to be found elsewhere in this 
issue. 

But probably the convenience which 
will be most appreciated by buyers is 
that the entire show is concentrated 
under one hotel roof, in the city’s most 
accessible and convenient location. 


Features for Exhibit6rs 


For the first time in many years, 
all footwear exhibitors at a show will 
be able to make maximum use of display 
space in their rooms. This is possible be- 
cause of the cooperation of the Hotel 
Commodore management in dismantling 
and removing beds, on request. Door 
signs, racks or tables and fireproofed 
table coverings all are provided by the 
PPSSA management without extra 
charge. A feature for which exhibitors 
are grateful is the assurance of sleep- 
ing rooms within the shoe show hotel. 

A great measure of the responsibility 
for the assured success of the first 
PPSSA rests with the Industry Com- 
mitee who led in promoting the event 
throughout the industry. Their names 
follow: 

Co-Chairmen — Daniel J. Danahy, 
Dan Danahy Shoe Co.; and Mark A. 
Edison, Edison Brothers Stores, Inc. 

Retailers—David W. Herrmann, Miles 
Shoes, Incorporated; Harry Karl, Karl’s 
Shoe Stores, Ltd.; I. M. Kay, The Ber- 
land Shoe Stores, Inc.; Lawrence Merle, 
Endicott Johnson Corporation; J. O. 
Moore, Miller-Jones Company; Alfred 
L. Morse, Morse Shoe Stores Corpora- 
tion; Frank J. Schell, Sears, Roebuck & 
Co.; David L. Slann, Butler’s, Inc.; 
George L. Smith, G. R. Kinney Co., Inc.; 
and Edward Atkins, executive secre- 
tary, National Association of Shoe 
Chain Stores. 

Manufacturers — Stuart H. Arm- 
strong, Wiley-Bickford-Sweet Corpora- 
tion; A. W. Berkowitz, Bourque Shoe 
Co.; George A. Dempsey, Crossett Shoe 
Co.; John Foote, The John Foote Shoe 
Co.; Paul Kleven, Klev-Bro Shoe Co.; 
Normand P. Liberty, H. O. Rondeau | 
Shoe Co., Inc.; Myer Saxe, Kesslen Shoe 
Companv: Frank C. Shapiro, Consoli- | 
dated National Shoe Corporation; 
Henry C. Stillman, H. C. Stillman Shoe 
Co.; Maxwell Field, executive vice- 
president. New England Shoe and , 
Leather Association. 
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To Open New Store | 


MIAMI, FLa.—Bentley Shoes, Inc., | 
has leased the building at 26 S. E. First | 
Avenue and will open a shoe store soon. 
The firm is already operating a store 
on Lincoln Road, Miami Beach. 
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Ilustrated: The Elmwood, 
style #283. In stock for immediate de- 
livery. Send for new In-stock Catalogue. 


repeat... 


repeat... 
sale after sale after sale... 


Smart looking . . . extra comfortable! That's 
why 9 out of 10 Matrix customers buy Matrix Shoes 
again. They know the style is right . . . and 
they can feel the comfort of their ‘‘footprint- 

- in-leather”’. They're a valuable and highly 
consistent source of profit for you! / 


ye footpnit in, (yi™ 
Matrix Shoes 


BY HEYWOOD 


THE HOUSE OF HEYWOOD, Worcester 4, Mass. » Makers of Men’s Fine Shoes since 1864 


























707 WIDER.” 
o PLATFORM 
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The one-third lower PRIMEX step (only 

8": inches high) together with the 50 per 

cent. wider platform space means added 

safety and convenience for your customer. . . 

better selling facilities for your salesmen. 
Also, Primex’s reduced overall size, 

only 38 inches high and 20 inches wide, 

is a triumph in space-saving compactness. 
PRIMEX offers many new and 

inviting features to expedite 

shoe sales. Write for full particulars. 






2-Yea, Guarantee 


EQUIPMENT CO. 
135 So. La Salle Street, Dept. 11-B 
Chicago 3, Illinois 
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Nature on a Rampage 


CONTINUED FROM PAGE 102 


mental note to sit and eat banana splits in front of him 
next time he got sick. 

Although this wasn’t my first hurricane, I sincerely hoped 
it was the last. I have a very healthy respect for nature 
on the loose. and nowhere that I knew of seemed durable 
enough to withstand the fury of the wind. It was blowing 
about 80 miles an hour and would get worse before it 
got any more quiet. The windows in our house were rat- 
tling like castanets by the time we got back. Now that the 
shoes were safe. I wanted to get away from the house as 
quickly as possible. My husband, however, was soaking wei 
and had to take a bath, change his clothes and fortify 
himself with a nip of Baoyrbon kept on hand for snake 
bites. 

“Do you think the store will be all right?” I quaked as 
the wind threatened to blow the chimney off. 

“Sure.” 

“You don’t think the shoes will get wet. do you?” 

“Nope.” 

“Will you please hurry and let’s get out of here while 
we're still alive.” I had a frightful picture of myself hang- 
ing frantically on to a live oak tree after the wind had 
hurtled our house into the water. 

Quickly I dumped the contents of the refrigerator into a 
basket. grabbed a lipstick and paced nervously about wait- 
ing for my mate. 

“What in the world are you doing?” I asked at last. 

“Washing my sox.” 

“What? Washing vour sox?” 

“Sure. these are new ones. and I don’t want the laundress 
to shrink them.” 

“In the middle of a hurricane while we are practically 
breathing our last. you wash sox!” For me. I was simply 
speechless. 

Finally we rushed off to a friend’s house which I con- 
sidered much sturdier than ours. The electricity was off 
and it was too dark to read. There were six of us. evervone 
having a marvelous time except me. We couldn't even get 
the news any more—just sit and wait for it to hit. I re- 
membered last year when the wind roared so you couldn't 
even talk. After a while we noticed that the wind didn’t 
seem to be blowing as violently as it had. 

“The lull before it hits us,” I announced pessimistically. 

The phone rang. It was a friend who had gotten the lat- 
est report of the hurricane on a short-wave set. and in- 
formed us that the center of the storm was due to hit just 
South of us. As I unconsciously munched on my fourth 
roast beef sandwich, I could see the survivors of this storm 
poking dispiritedly about the remains of my shoe store, 
and wondered if I'd be among them. So clearly could I 
see the wreckage and the bright sun shining after the rain 
that I was startled to come to and hear the rest of the 
crowd wondering aloud why the wind wasn’t blowing more 
if the storm was so near us. Well, it was all right with me 
if the wind quit blowing altogether. but the near-silence 
was strange. 

Then we discovered that the electricity had come on 
again and rushed to the radio in time to hear that the 
storm had passed out to sea about fifty miles down the 
road. I was limp with relief. It rained and blew all night. 
but the hurricane had gone out to sea! No one will ever 
know how I felt unless he, too, is a timid soul who is terri- 
fied by storms and at the last minute has been granted 
a reprieve when he is expecting anything else but! 

The next morning we found the store pretty much as 
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we had left it only a lot wetter. The stockroom floor was 
wet. the carpet out back squished when we walked on it. 
but the shoes were all right. Plaster had crumbled off the 
ceiling in a few spots, but we set to work straightening 
things up again with the feeling that we had indeed fared 
very well. 

My gratefulness was not in the least disturbed by hear- 
ing folks lament. “Wasn't much of a storm. was it?” At 
any rate. several hundred fruit-growers and I were ex- 
tremely thankful that it wasn’t! 


Santa Claus Party Attracts Youngsters 


Arrton. Mo.—The annual presentation of a Santa Claus 
Party for neighborhood children is a clever merchandis- 
ing idea which has always won much good will and extra 
business for the Seliga Shoe Store, here. 

Each holiday season, Robert Seliga. head of the store, 
offers both a prize letter contest and a “date with Santa” 
to children in this South St. Louis suburb. For the pro- 
motion, he engages a local Santa Claus to appear in the 
store at a prearranged date, usually the 14th of November. 
The date and time for the event is announced in a series 
of newspaper ads run in the local newspaper. At the same 
time. the ad invites children to compete for $1 prizes 
offered for the five best Christmas letters brought to the 
store. 

The store windows are used to hang banners announcing 
the date, with messages reading “Remember Your Date 
with Santa Claus” and “Santa Will Be Here Soon.” Need- 
less to say, the signs and ads create a lot of suspense value 
which keep children watching. 

On November 14th, the store gets a full turnout of both 
parents and children who crowd it to the walls. The in- 
terior is rearranged to permit Santa a handsome throne, 
and to give each child a chance to whisper his gift desires. 
Fach child is given toys and novelties. while asked to leave 
a letter for Santa. At the end of the week. the letters are 
judged. and $1 checks mailed to the five lucky moppets. 

During the party. parents are shown the shoe store’s 
fine children’s and adults’ departments. “The stunt gives 
ns a chance to introduce our store to many people we 
might never contact otherwise.” Mr. Seliga indicated. 





Prices Advance on Some Leathers 


Cuicaco—Continually rising hide prices have foreed 
tanners to advance quotations on several types of leathers. 
Sole leather tanners who were playing “too close to the 
shore” have advanced their prices on sole bends anywhere 
from 2¢ to 4¢, with the heavies and lights in the greatest 
demand, now selling from 70¢ to 72¢. Medium sole bends 
are not in as much demand as the lights and heavies and 
consequently are offered at a penny or two less. Since the 
first of the month. there has been a definite turn for the 
better and sales are gradually increasing. Tanners explain 
the change in the situation this way: Most shoe factories 
were operating on a hand-to-mouth basis. and their sup- 
plies of leather were very low. Some attribute the change 
for the better to the fact that the election is over, and now 
shoe men are entering the market for leather in accord- 
ence with their understanding of what the outcome of the 
election means to the shoe business. 

Prices also moved up on most selections of sole leather 
offal. Cow bellies are l¢ to 2¢ higher, and steer bellies 
bring 2¢ more in most cases. Steer bellies are now quoted 
at 38¢ to 39¢ and cow bellies from 36¢ to 37¢. Single 
shoulders. both heads on and headless, are up l¢, but for 

[TURN TO PAGE 132. PLEASE] 
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LFATHERBURY 





730—White Webbing—Rubber Sole 
731—Red Webbing—Rubber Sole 
737—Black Webbing—Rubber Sole 


Women’s Sizes—4-10 Full Sizes 
Also Misses’ 12-3 





100—Black Suedene—Black Smooth Imitation Leather 
Strap and Platform. Rubber Sole. 
101—Black and Red. 
102—Black and Gold. 
103—Red Suedene—Smooth Strap and Platform. 
104—Green Suedene—Smooth Strap and Platform. 
110—White Suedene—White Smooth Imitation Leather 
Strap and Platform. 
Sizes 4-10 
POPULAR PRICE SHOW 
HOTEL COMMODORE 
ROOM 946 
TERMS—NET 30, F.0.B. BOSTON 
PACKED IN 36 PAIR LOTS 


LEATHERBURY SHOE COMPANY 


Monufacturers 


63-67 India Street, Boston, Mass. 


DALLAS SHOW 
BAKER HOTEL 
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thin sole, platforms, usually not over 
a quarter of an inch, and many crepe 
rubber soles. These are often just the 
covering to a cork or wooden base, thus 
making a lighter weight sole. These 
crepe soles are often colored to match 
uppers in sports types. Newest in lasts 
were the slender square toes, especially 
right in polished leathers. 

As to Spring colors, navy blue is 
given number one place, always except- 
ing black, of course. The brown-to- 
beige family is expected to be very 
strong. Here, you still hear the terms 
“eocoa” and “balenciaga” used, as well 
as “Brown Almond” from the Textile 
Color Card Association’s Spring colors. 
While Continental Green, from the 
same source, is expected to be impor- 
tant in some factories, there is more 
interest in the brighter Spring green 
and some manufacturers continue to 
rate Kelly green high. 

A good bright red is also expected to 
be popular and red is described as 
“coming back” because, for a time, it 
lagged behind the brighter greens. A 
special red from the Color Co-op group, 
called Spode Red, is being used by some 
style- and promotion-minded manufac- 
turers. A light chamois or pale lug- 
gage color looks good in sports or 
casual types. The color that is receiv- 





LET 19 DISTINCTIVE FURNITURE BE A 


a “IN EVERY SALE YOU MAKE 


America’s Finest Furniture 


For 


=” Zz 
American Store 










@ 4J.G. installation 
CARDEN SHOE CO. 
Okichome City, Okle. 
GEUTING’S 

Philedelphic 
@ Six Floors of Shoes 


Six Floors of 
J. G. Furniture 


J. G. Installation 
THE HANAN STORE 


SS 





New York City 


MANUFACTURERS 


"a FURNITURE 
g COMPANY, INC. 


SHOWROOM: 
318 East 32nd Street, 
New York, N. Y. 
OFFICE and FACTORY: 
102 Kane St., Brooklyn, N.Y. 























No matter how fine the shoes you sell 
may be, nor how effective your ad- 
vertising and promotion, your cus- 
tomer gives the final approval that 
means a sale has been made—seated 
—relaxed and comfortable in a dis- 
tinctive J. G. Chair. For the simple 


















layout, or elaborate salon, J. 6. 
MAKES THE FURNITURE THAT MAKES 
THE SALE. Write today for attractive 
folder of J. G. styles. 















Trend to Wearable Shoes 
Seen at Chicago Show 
[CONTINUED FROM PAGE 75] 


Flats are very definitely back again. 
On some barefoot, really “naked” 
sandals they are right down to the 
ground. The same effect is achieved 
on many ballet types, but here the heel 
is often higher than it looks, because of 
a concealed wedge, a favorite device of 
these manufacturers. In the somewhat 
higher heel 13/8 to 14/8 is the favorite 
height. As we have already noted, more 
style shoes are being made on the so- 
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called medium heels from 16/8 to 18/8. 
Of course, 21/8 continues to be a pop- 
ular height and some manufacturers 
are still making higher than this. 
Shapes are also news in heels. 

Besides the regulation wedge, most 
popular in the 13/8 to 8/8 heights, 
there is the “Louis” or shaped wedge, 
and there is the Louis on an outside 
heel. A good many heels are being 
called “Louis” or “French” which have 
only a suggestion of a curve. Besides 
these, there are “spool” and “drum” 
heels and the old favorite, the “Dutch 
Boy.” 

Soles in Spring shoes will include the 


ing special attention from style manu- 
facturers, including at least one in the 
more casual field, is taupe. It is pointed 
out that it goes with every color in 
clothes from black and navy to bright 
colors to the popular neutrals, beige 
and grey. Grey, which showed unex- 
pected strength this Fall, is slated for 
Spring business. Some metallics are be- 
ing shown and there is a great deal of 
discussion regarding the place of gold. 
From all that we have heard, the prob- 
abilities are good that gold will have a 
place in the resort and Summer casual 
shoe picture. Copper is being talked up 
strongly by some manufacturers as a 
replacement for gold. Multicolors and 
tone-on-tone, especially different shades 
of blue or the beige-to-brown gamut, 
seem to be the favorite style choices in 
the ombré or tone-on-tone treatment. 





Large Store Planned 
By Florsheim 


CuHIcaGo—The Florsheim Shoe Com- 
pany has leased the Madison and Dear- 
born corner of the State-Madison Build- 
ing, formerly the Boston Store, and 
will immediately begin construction of 
the company’s largest shoe shop and 
one of the largest exclusive men’s shoe 
stores in the country, L. J. Sheridan & 
Co., leasing management agent an- 
nounces. 

The new store, fronting 23 feet on 
Madison Street and 70 feet on Dear- 
born Street, will include a mezzanine 
which will provide the equivalent of two 
floors of fitting, office, and stock space. 
It will have an all glass visual front 
and the most modern metal and wood 
fixtures throughout. 
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Learn to Handle All Types of Customers 


Do you sometimes feel discouraged about the way in 
which you handle customers? In secret, do you scold your- 
self for not being able to handle the cross customers, the 
timid ones, to please them. to make them buy more at your 
store and become regular customers? 

Cheer up, for there is hope for you to improve. The 
ability to handle people is not always a gift; it can be ac- 
quired by diligent study and observation. You can learn 
the rules right in your own store. 

We list here a few simple rules which you can practice 
to facilitate your contacts with the public. 

1. Let bad temper of customers roll off you like water 
off a duck’s back. Remember that all kinds of people 
come into your store every day. There are ill people, 
healthy people and half-sick people. There are happy 
people as well as discouraged people. 

Once you realize this, you will know, whenever someone 
seems to insult you or your business, that such a person is 
sick, or discouraged, or worried or sour. Try to turn such 
a person’s attention to something more cheerful. Your own 
cheerfulness will help change the atmosphere. 

2. Avoid local gossip. In his own heart everyone dis- 
trusts a gossip, even a confirmed gossip. So it wont pay 
you to gossip in your store. There is a big difference be- 
tween passing on a bit of wholesome news concerning the 
community and passing on an idle rumor that may hurt 
someone’s feelings or reputation. If you learn to dis- 
tinguish between news and gossip and stick to it, you 
should have no trouble in this respect. 

3. Act as if your job and the customer’s job are very 
important. When you wait on a customer make him or her 
feel that what he is doing is very important to him and 
to the community. Show him that you are proud of him 
and his work and also proud of yourself, your staff and 
stere and community. It can be done, if you look at the 
situation in the right manner—if you take interest in your 
job and vour customers. 

4, Answer complaints promptly and answer questions 
fully. This is highly important in learning how to handle 
people. Some of the most unpleasant experiences that can 
happen to a merchant can come from complaints that are 
not properly handled. Always try to straighten out mis- 
understandings as soon as possible. This not only soothes 
the customers but also puts you back in their good graces. 
If you have made a mistake, you certainly wish to rectify 
it; on the other hand, if you are right you also want to 
prove this to the customer. In the latter instance, if he is 
fair-minded, he will accept such proof. 

Also, if a customer asks you for advice and you are not 
able to answer him fully, make a special effort to look up 
more data on the subject and forward it to him. This will 
impress him that you are a thorough man and he will have 
more respect for you. 

5. Make a list of five people you have sold 100 per cent 
on your store and services. and also make a list of five 
people who are not sold on your store and yourself. Com- 
pare the lists after you have jotted down the factors for 
and against you in each instance. If you study these ten 
cases. on the basis of your findings you will usually find 
keys to the secret of handling customers. Try to win over 
those tough customers one by one. Each one you win will 
afford you much experience. 


Yes, you can learn to handle all types of customers and 
to your benefit. too, if you will just learn to study them 
more than you study yourself. 
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IN CHILDREN’S 
LEATHER SLIPPERS 


3 COLORS 
3 STYLES 


Take Your Choice of Three Col- 
ors in Three Styles for Your 
Juvenile Department . . . Order 
One Pair or One Hundred ... 
Always in Stock . . . Always in 
Style . . . From Size 5 in Infants, 
to Size 3 in Misses... All 
Smooth Leather Upper, Hard 
Flexible Leather Soles . . . In Full 
and Half Sizes .. . Wedge Heels 
. .. A Gay Plaid Cloth Lining 
and Sturdy Box Toe. 
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The Step-In 
Brown No. 1007 
Red No. 1008 
Blue No. 1009 

Sizes 5-3 
Full and Half Sizes 
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The Shearling 

No. 1004 
No. 1005 
No. 1006 

Sizes 5-12 

Full and Half Sizes 
With matching nat- 
ural Shearling Collar 
slippers have what it 
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SHOES 


COMMENDED 
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NATIONALLY ADVERTISED 


AMERICA'S GREAT 
ORTHOPEDIC LINE FOR 


CHILDREN *Thor- 
oughly Tested Orthopedic 
Lasts *Orthopedically 


Designed Patterns Coordinat- 
ed Size for Size, Width for 


Width *Matched Left iia ia oii 
and Right Quarter Patterns for all five toes 

. . *Solid Leather Long In- to function nor- 
side Counter . . . *Left and a” siete 


Right Spring Steel Shanks .. . 
*Wedged Thomas Orthopedic 
Heels . . . ***Other Features, 
too, Make Child Life Shoes 
AMERICA'S GREAT ORTHO- 
PEDIC LINE FOR CHILDREN 
—THE PROFIT LINE FOR ‘49. 







Child Life Shoes 
Really Worth Selling 


: : , 


SHOE MANUFACTURING CO. 
MILWAUKEE 10 WISCONSIN 


GOODYEAR WELTS EXCLUSIVELY 


S$. CALIFORNIA 


Scientifically de- 
signed to correctly 


support the metotar- 
sal heads and align 
them for proper 
function. 


foot 














Wedged Hee! ond 
Counter designed 
ond constructed to 
help prevent pro- 
nation or eversion 


Flot forepert, ex- 
tra width of the 


ball for ease in 
ftrecding . . . no 
crowding or pinch- 
ing. 


No. 868 — White Elk 
Orthopedic Special 
Custom Boot. 
6/2 to 8. A, B,C, 
8'/, to 12. A, B, C, 
12/2 to 3 A,B 


D,E 
D,E 
c,d 


NQ. CALIF., WASH. /: ORE. 











E. E. Kappel C. F. Bearce 
NEW YORK OFFICE 
315 McHenry Rd. 550 Marbridge Bldg. 2260 Sherwood Rd., 
Glendale 6, California San Marino, California 
The Ad-Viser Clinie tisements and should like to make the 


[CONTINUED FROM PAGE 104] 


95 per cent of our illustrations are 
hand drawn. 

In your opinion, do our ads have 
enough white space, punch and selling 
appeal, and if not, what would you 
suggest we try for better results? 


Very truly yours, 
R. Thompsen, 
J. E. Palmer Co., 
Portland, Me. 
Dear Mr. 
I have carefully 


Thompson: 


studied your adver- 
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following comments: 

1. Generally speaking, your ads ful- 
fill the requisites of successful promo- 
tion. They are well constructed, care- 
fully planned products of a well-sea- 
soned advertising mind. I believe. how- 
ever, that even greate> e Tectiveness can 
be achieved With a few important 
changes. For example, I fee] that you 
can gain readership by using large, 
bold headlines (still maintaining the 
dignity for which you are obviously 
striving). Tests have proven that a 
good headline with a “consumer inter- 


est” appeal will get more attention 


than any other single factor. 

2. I notice that you use many small 
blocks of copy in your ads. Each one 
appears to be an entity in itself and 
tends to detract from the selling theme. 
It seems to lack “unity.” This can be 
improved by combining these small 
blocks into less numerous larger blocks 
with greater surrounding white areas. 
3. Distracting, too, is the great va- 
riety of type faces and sizes used. You 
have as many as five or six variations 
in one small paragraph. A good rule 
to follow is to use no more than three 
kinds in the entire ad. It will add both 
to readability and attractiveness. 

4. I believe that you can add to the 
sales appeal by using larger prices. In 
today’s market. “price appeal means 
sales appeal.” 

5. I find it a little difficult to find 
your store name in many of your ads. 
You might try using identical positions 
in all ads. make it a little larger, use 
more white space around it. j 

I sincerely hope that my suggestions 
will be of some help to you. 

Cordially, 
Irving Settel 


Dear Mr. Settel: 

I read your article in the last issue 
of BooT AND SHOE RECORDER regarding 
advertising which is very, very inter- 
esting. I am enclosing an ad that we 
ran yesterday in our Miami Herald and 
uppreciate your comments regarding 
same. Enclosed find stamped addressed 
envelope. 

Very truly yours, 
M. M. Nankin, 


Nankin Shoe Store. Ine.. 
Miami, Fla. 
Dear Mr. Nankin: 
Thank you for your letter in which 


you request comment regarding one of 
your ads. 

Your advertisement contains many 
excellent factors which undoubtedly 
heip to attract customers into your 
store. 

However, there are a 
vhich can be improved. I refer, 
to the reverse lettering which is ac- 
ceptable in certain instances only. You 
(white letters on a black 
large headlines or cap- 
loss of legibility. You 
cannot reverse type (for newspaper re- 
production) successfully which is 12 
point or less in size. Your copy material, 
“THE SHOE WITH THE YOUTH- 
FUL FEEL, Blazing Black Patent that 
knows no time of day, Advertised in 
LIFE” is too small for reverse. The 
“black” in newspapers is seldom black. 
It is grey. Consequently, these words 
are difficult to read and therefore use- 
Try to avoid using any body copy 
Black lettering on a white 
best for the average 


elements 
firstly, 


few 


can reverse 
background) 
tions without 


less. 
in reverse. 
background is 
reader. 

I telieve that your prices should be 
and bolder. Price is an impor- 
these days. It will attract 
a short but com- 


larger 
tant factor 
buyers. In addition, 
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zRIAW! 


FIRST in Styling «nd Beauty... 
FIRST in Fine Cabinetwork... 
FIRST in Safety and Conven- 
ience... FIRST in Proven 
Performance...and FIRST in 
Features that Count in Your 
Business! No wonder it's 
FIRST in the Preference of 
experienced Shoe Merchants. 
Ask Your Simplex Representative 
...for complete information on both 
the De Luxe and Standard Models 
... for approximate delivery dates 


.. and for details of Simplex 
E-x-t-e-n-d-e-d Payment Terms. 


X-RAY SHOE FITTER, INC. 


3533 N. Palmer Street e Milwaukee 1, Wis. 
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piete description of shoes plus sizes 
offered will give the reader a better pic- 
ture of what you are offering. 
Generally speaking, you have made 
excellent use of white space. The ad is 
attractive and punchy. 
Sincerely, 
Irving Settel 


Promotion Attracts 
The High School Crowd 
[CONTINUED FROM PAGE 77] 


An advertising campaign in the 
school paper was mapped out which 
publicized the show. These ads were 
coordinated with the advertising cam- 
paigns in the local newspapers. 

Girls from Hollywood High were 
chosen as the “guinea pigs” for the 
reason that this school is ever in the 
spotlight so far as publicity is con- 
cerned. Many of the present day movie 
stars got their start from being noticed 
by movie talent scouts in Hollywood 
High which is located in the heart of 
the screen capitol. 

The C. H. Baker stores not only carry 
a complete line of flats and casuals, but 
have for a long time featured the four- 
inch heel models, and do a great deal 
of business in the baby doll line. They 
feel that the fourteen to seventeen year 
old girls are the potential high heel 
customers of two to four years from 
now: therefore, through this show, they 
were able to acquaint these potential 
future customers with their store and 
the lines of shoes they carry. 

Both John Baker and his merchan- 
dising manager, Mike Kaplan, were 
highly elated with their experiment, as 
the consumer-contact reaction was ex- 
cellent. According to Mr. Kaplan, the 
management plans to publicize this 
type of foctwear in precisely the same 
manner, in each of the firm’s nine 
branch stores. 


Confidence and Optimism 
Mark Shoe Fair 


[CONTINUED FROM PAGE 71] 


chartered special buses which carried 
shoe men from one hotel to another free 
of charge. These buses left every five 
minutes, and many retailers found 
them a quick and easy way of getting 
from one hotel to another. 

Dates for the 1949 National Shoe 
Fair have been definitely fixed for Oc- 
tober 31. November 1, 2 and 3. It was 
the feeling of a large number of the 
exhibitors that the next Fair should be 
held a week later than the one just con- 
cluded, and this sentiment was respon- 
sible for the decision of the Shoe Fair 
Committee. There will be no Spring 
National Shoe Fair in °49, the com- 
mittee having so decided some time ago 
following a referendum. 


Lots of 







with 
MEP GO WEN 


Infant’s and Children’s Shoes 


* EXTRA PROFITS because the 
Happy Go Lucky In-Stock Service 
Plan allows you to reduce your in- 
ventory while increasing your selec- 
tion of styles and sizes — this means 
more sales because you can please 
more customers. 


Immediate shipment on all orders 
assures fast fill-ins to keep your stock 
complete at all times. 


Add to these advantages the high- 
styled, medically correct, nationally 
advertised line of Happy Go Lucky 
Infants’ and Children’s Shoes and 
you have a winning combination for 
more business and extra profits. 


Three of our many beautiful styles 
are shown below. 


Ne. 150 — All Whire 
Washable Kid Upper 
and Soft Sole. Special 
Chubby Last provides 
extra wide throat and 
more toe room for 
easy fitung of chubby 
feet. 





Ne. 1000 ( White), 
1001 (Black Pat.) 
Our beautiful Baby 
Doll. All leather. 
Nylon French Cord 
Bound. Sizes 2-12, in 


widths. 








No. 401 — Washable a 
Elk Intermediate. _ ¢> 
Chubby last, uplife 


counter, moccasin BS ¥ 
vamp «und scalloped pay oF 
tongue. Sizes 1-4. Lary 
4 , 
aw Db 
ra . \ 
£ oi 
‘ dj 
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ADVERTISED 
AMERICAN MEDICAL 
y ES telar-bilel. 

PUBLICATIONS 







GUARANTEED 





PARENTS 
MAGATING 


Write for illustrated catalog 
showing all styles, sizes, and prices. 


ED WHITE JUNIOR SHOE CO. 
PARAGOULD ARKANSAS 
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Sat IFEEF NCES in jaw formation, length of snout and 
P D other details immediately tell the expert whether he’s 
looking at an alligator or a crocodile. And when you're 
dealing in leather, it’s important to know! ; 
Examining sole leathers, England Walton experts instant- 
ly spot the slight minute differences in fibre structure, visi- 
ble only to the trained eye...and skillfully mate each pair 
of soles for matched flexibility and longer, more even wear. 
That’s how England Walton FIBRE-SORTING assures 
extra value in shoes .. . increased customer-satisfaction 7...” _ 
/ more repeat business. It’s a plus feature for your recaps 


Pt 


, ! 
and for you! EE age 



















Three greatly magnified cross-sections of sole leather. A and B are similar in fibre structure, C is 
noticeably different. England Walton experts will pair A and B,and find a matching fibre-structure for C 


ro ngland Wallon 
FIBRE-SORTED SOLES 


Cut soles and sole leather . Pure oak bark tanned 


England Walton Division 
A. C. LAWRENCE LEATHER COMPANY 


Boston e« Camden « Peabody New York ¢ St.Louis « Columbus «+ Milwaukee 
Los Angeles ° San Francisco ° Ashland, Ky . Newport, Tenn. « Hazelwood, N. C 
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_ Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Light Buying at Michigan Shoe Fair 





Sales Volume of Shoes for Immediate Delivery Larger Than for 
Spring Selling—Retailers Report Increase in Men’s Business 


DETROIT—Heavy attendance marked 
at least the first two days of the Michi- 
gan Annual Shoe Fair, held at the 
Hotel Statler here from Oct. 31 to Nov. 
3 and, though buying was characterized 
as fair, chief emphasis, it was reported, 
was on shoes for immediate or near- 
immediate delivery. 

Heaviest orders were those placed for 
misses’ and children’s shoes because of 
low retail inventories in those cate- 
gories. Though, as stated, early at- 
tendance was heavy, many buyers had 
left the city by the evening of the sec- 
ond day in order to reach their homes 
in time to vote in the recent national 
election. Some shoe travelers, however, 
remained for the last two days in order 
to keep buying appointments made 
prior to the opening of the Fair. 

Buying of women’s shoes for early 
delivery was confined largely to tans 
and blacks, with colors negligible; and 
retailers reported that sales of men’s 
shoes in their stores had increased 
somewhat during the mid-Fall period. 

Howard Preston of Battle Creek was 
re-elected president of the Michigan 
Shoe Retailers’ Association for 1949 at 
the board of directors’ meeting held 
during the fair. Other new officers of 
the association are: V. A. (Bud) La- 
Porte, Bay City; and Herbert Burr, 
Birmingham, vice-presidents; and 
Homer D. Shepard, Lansing, re-elected 
as secretary-treasurer. 


New Directors Elected 


On the 18-man board of directors, 
three-year terms were voted to three 
new members, Harry Granville of 
Saginaw; Robert P. Buckley of Bad 
Axe; and Ralph Clark of Muskegon; 
and three other members were re- 
elected, E. W. Yaeger, Monroe; E. T. 
Nunneley, Mount Clemens; and J. W. 
DeCamp, Lansing. 

Otis F. Cook, managing director of 
the Michigan Retailers’ Association, 
over-all group with which the shoe as- 
sociation is affiliated, participated in 
the discussions. 

Confirmed at this session was the re- 
port that transportation of the shoes 
being collected for the Foster Parents 
drive in Michigan had won full co- 
operation of the Michigan Truckers’ 
Association and the Detroit Truckers’ 
Association. Shoes coming from up- 
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state will be trucked into Detroit by 


trucker members, and further arrange- 
ments are to be made whereby truck- 
loads are available for pickup at a cen- 
tral point and trucked directly to New 
York City for shipment overseas. This 
trucking service is being given by the 
truckers without charge. 

Special vote of thanks was given to 
Ralph Terbile of the Detroit News as 
well as to the newspaper for the pro- 
motional effort given to making this 
eld shoe campaign a success in this 
state. 


“Story of Leather” on Screen 


A stirring talk on the need for shoes 
in Europe and elsewhere was made by 
Sylvie Hamilton, who represented the 
Foster Parents’ Plan for Children, and 
discussed the current shoe drive. She 
attributed the start of the drive to an 
article in BooT AND SHOE RECORDER re- 
porting on the experience of Edna 
Blue, head of the organization and ex- 
plained the operation of the plan in de- 
tail. 

Louis Cohen of radio station WWJ 
presented a series of two motion pic- 
tures, “The Story of Leather’ and 
“Making Shoes.” 

General arrangements for the entire 
Shoe Fair were handled by four co- 
chairmen: Clyde K. Taylor of De- 
troit, and Richard J. Schmidt of Hills- 
dale, of the Michigan Shoe Retailers’ 
Association; and George H. Lawson 
and Samuel S. Weiss of the Michigan 
Shoe Travelers Club. 

The Fair was officially opened with a 
Sunday morning breakfast at the Fort 
Shelby Hotel, with the Detroit News 
as host. An earlier informal opening 
was held Oct. 30 at the Hotel Statler, 
where most of the sample rooms were 
located, with the Michigan Shoe 
Travelers’ Club holding a business ses- 
sion together with an open house for 
travelers. Among those at the Sunday 
breakfast head table were Constance 
Rykert, press relations director for the 
Foster Parents’ Plan for Children; 
Clyde K. Taylor, past president. of the 
Michigan Shoe Retailers’ Association; 
Samuel] Plotler, president of the De- 
troit Shoe Retailers’ Association; 
Howard Preston, president of the 

[TURN TO PAGE 138, PLEASE] 


Big Attendance Expected 
At Southwestern Show 


DALLAS, Tex.—Tom D. Collins, ex- 
ecutive secretary of the Southwestern 
Shoe Travelers Association, announced 
recently that the expected attendance 
at the Spring Shoe Style Show in 
Dallas, Nov. 22-25, will be the largest 
in the history of the organization. Dis- 
plays of the leading shoe manufacturers 
will be held in the Adolphus, Baker 
and Southland Hotels. 

Retail buyers who attended the Na- 
tional Shoe Fair in Chicago, he said, 
generally are agreed that the dates set 
for the Dallas show were wisely chosen 
and that merchants by then will be 
ready to make commitments for Spring. 

On the agenda of this year’s show is 
the annual business meeting and the 
election of officers to serve the South- 
western Shoe Travelers’ Association 
during the coming year. This meeting 
will be held following an informal din- 
ner in the Palm Garden of Hotel 
Adolphus on Saturday evening, Nov. 
20, preceding the shoe show. W. B. 
Doherty, president of the organization, 
will preside. 

Entertainment planned for the show 
includes the annual banquet and floor 
show which will be held in the grand 
ballroom of the Adolphus Hotel, Nov. 


23. Buyers will be the guests of the 
members of the association and«an 
overflow crowd is expected. 


New Shoe Store is 
Opened in Baltimore 


BALTIMORE, Mp.—Gilbert’s shoe salon 
under the joint ownership of Louis Gil- 
bert Glauberman and Max Bass, recent- 
ly opened at Saratoga St. at Park Ave., 
here. Footwear ranges in price from 
$7.95 to $11.95 for casuals and from 
$9.95 to $19.95 for dress types. 

Both men have had a long history of 
experienced salesmanship in shoe estab- 
lishments catering to the higher type 
clientele. Mr. Glauberman worked for 
I. Miller in New York and also Saks, 
Fifth Ave., while Mr. Bass was asso- 
ciated with the Baltimore branch of 
I. Miller on North Charles St. here for 
five years up to August, 1948. 

The new store is designed along salon 
type lines, with mirrored back wall giv- 
ing depth. There are multi-colored 
chrome leather chairs, recessed walls 
displaying bags and shoes, rose and 
beige rug, modern fluorescent lighting 
and a visual front with lucite door. 
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Northwestern Leather Names New Officers 





Left to right: H. M. Shaffer, newly elected president and director of the North- 
western Leather Co. of Michigan, subsidiary of the Northwestern Leather Com- 
pany, Boston; Ralph L. Pope, newly elected chairman of the board of the North- 
western Leather Company; and Theodore L. Tewksbury, recently elected president. 


BostoN—At a meeting of the trus- 
tees of the Northwestern Leather Com- 
pany on Nov. 3, Ralph L. Pope was 
elected chairman of the board and will 
continue active in the management of 
the business. Theodore L. Tewksbury 
was elected president; and George 
Wightman, A. J. Martorana, and Ralph 
L. Pope, Jr., were elected vice-presi- 
dents. 

William O. LeFavre, who has been 
prominently identified with the First 


National Bank of Boston from which 
he has recently retired, was elected 
trustee. 

At a meeting of the directors of the 
Northwestern Leather Company of 
Michigan, a subsidiary of the North- 
western Leather Company, also on Nov. 
3, H. M. Shaffer was elected president 
and director: and Ralph L. Pope, Jr., 
and George Wightman were elected di- 
rectors. 





Carolina Shoe Group Plans 
Spring Shoe Show 


CHARLOTTE, N. C.—Harry Cawn, ex- 
ecutive secretary of the Carolina Shoe 
Group, announces that his organiza- 
tion’s Spring shoe show will be held 
at the Hotel Goldsboro, Goldsboro, 
N. C., on Sunday and Monday, Novem- 
ber 28 and 29. One hundred lines will 
be. exhibited in about 65 rooms which 
already have been reserved for this 
event. Invitations have been mailed 
to a long list of retailers and buyers 
and an attendance of 500 is expected. 

Goldsboro was selected for the show 
because it is surrounded by a large 
number of smaller towns with good 
stores which should help to make this 
an unusually successful showing. 


Beck Opens Two Stores 


HARRISBURG, PA.—Two new A. S. 
Beck Shoe Stores were opened recently 
in Harrisburg, a women’s salon at 212 
Market Street and a store for men at 
5 North Market Square. 

Beck’s new store for women forms 
one leg of an “L” shaped building 
which includes the men’s store. Both 
stores incorporate the latest in equip- 
ment, interior decor and architectural 
innovations. 

The Beck store fronts introduce the 
first such building exteriors in Harris- 
burg. A new type of pre-fabricated, 
porcelain-steel and glass veneer in a 
color combination of grey and maroon 
has been used to frame the huge glass 
picture-window fronts which afford 
visibility into the stores’ interiors. 
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Opens Shoe Department 


In Men’s Store 

ROCHESTER, N. Y.—Michael Sampson, 
long identified with shoe retailing in 
this city, has opened a shoe department 
in the new Knopf men’s store in the 
Seneca Hotel building, Clinton Avenue 
South. 

The department occupies a modern- 
istic aleove at the rear of the store and 
near an entrance to the hotel lobby. Six 
comfortable leatherette chairs are pro- 
vided for customers. 


Boot and Shoe Club Holds 
First Meeting of Season 
BostoN—The first dinner meeting of 
the 1948-1949 season of the Boston 
Boot and Shoe Club, held here at the 
Hotel Statler on Nov. 3, was attended 


by approximately 400 members and 
guests. Presiding for the first time 
was President Joseph S. Lanigan. Fol- 


lowing the dinner, with its accompani- 
ment of group singing, Robert St. John, 
author and news commentator, spoke 
on A World at Peace, outlining the va- 
rious proposals which have been ad- 
vanced for world government. “World 
chaos,” he concluded, “can and must be 
avoided.” 





Store Changes Ownership 

Dertroir.—The Detroit Dr. Hiss Shoe 
Shop at 2005 Park Avenue, has been 
taken over by Hugh M. Smith, Cather- 
ine B. Smith, and Paul A. Szabo from 
Carrie and Jack Marcelle, former own- 
ers. 








Dates to Remember 


Western Michigan Shoe Fair, Michigan 
Shoe Travelers’ Club, Hotels Pantlind 
and Morton, Grand Rapids, Mich. 


November 17, 18, 19, 1948 
Annual Meeting, Tanners’ Council of 
America, Palmer House, Chicago. 
Nov. 18, 19, 1948 
Shoe Show, West Coast Shoe Travelers 
Association, Haas Building, Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. November 20, 21, 22, 23, 1948 


Spring Shoe Show, Midwestern National Shoe 
Travelers’ Association, Paxton Hotel, 
Omaha, Neb. Nov. 20, 21, 22, 23, 

Spring Style Show, Southwestern Shoe 
Travelers Association, Adolphus, Baker 
and Southland Hotels, Dallas, Tex. 

November 22, 23, 24, 25, 

Spring Shoe Show, Carolina Shoe Group, 

Hotel Goldsboro, Goldsboro, N. C. 
November 28, 29, 

Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago, 
Hl. November 29-December |, 

Popular Price Shoe Show, National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Associa- 
tion, Hotel Commodore, New York. 

November 29-December 2, 

Annual Dinner-Dance, New England 
Shoe Foremen and Superintendents’ 
Association, Hotel Statler, Boston. 

January 8, 

35tn Annual Convention and Shoe 

Mart, Middle Atlantic Shoe Retailers’ 

Association, Benjamin Franklin Hotel, 
Philadelphia, Pa. 

January 22, 23, 24, 25, 26, 

Mid-Season Shoe Show, Pennsylvania 
Shoe Travelers’ Association, William 
Penn Hotel, Pittsburgh. 

January 29, 30, 31, February |, 

National Shoe Fair, Chicago, Ill. 

October 31, November |, 


1948 


1948 


1948 


1948 


1949 


1949 


1949 


2, 3, 1987 





Navy Buys Shoes: Army to 
Buy Hides for Korea 


NEw YorK—The Navy Purchasing 
Office here announces the award of con- 
tracts to manufacture 509, 580 pairs of 
shoes at a total cost of $2,765, mg 02. 
These are divided into two lots: 328,906 
pairs to be delivered during next Janu- 
ary, February and March to the Naval 
Clothing Depot, Brooklyn; and 180,674 
pairs to the Naval Supply Center, Oak- 
land, Calif., during the same months. 
Awards and their total dollar value 
are: 

J. F. McElwain Co., 225,000 pairs at 
$1,190,250; Craddock-Terry Shoe Cor- 
poration, 40,000 pairs at $218,400, and 
20,000 pairs at $111,800; General Shoe 
Corporation, 63,906 pairs at $350,204.- 
88, and 10,674 pairs at $59,881.14; 
Brown Shoe Company. 100,000 pairs at 
$555,000; and W. L. Douglas Shoe Co., 
50,000 pairs at $279,500. 

The United States Army, through the 
New York Quartermaster Purchasing 
Office, has issued invitations to bid on 
two lots of green, salted hides for 
Korea. These include 209.25 net long 
tons of standard big packer, light na- 
tive cows; and 627.75 net long tons of 
standard big packer, Colorado steers. 
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608—Brown Suedene. 


Sizes 4 9. 6 10 


MOCCASIN OXFORD 


609—Black Suedene. White lace 
601—Black Suedene. Red lace 
602—Red Suedene. Red lace 
604—Black Suedene. Gold lace 
605—Brown Suedene. Gold lace 
606—Green Suedene. Green lace 
607—Black Suedene. Black lace 


Brown lace 





ROOM 946 


DALLAS SHOW 
BAKER HOTEL 





POPULAR PRICE SHOW 
HOTEL COMMODORE 








LEATHERBURY SHOE (CO. manufacturers - 63-67 India St., Boston, Mass. 





MOCCASIN OXFORD 


a 


Terms—Net 30, F.O0.B. Boston 
Packed in 36 pair lot< 

















Walnut Harmonized with Rose-Tinted Walls 








First floor women's shoe salon in the newly-remodeled 
Farr Bros. Company store in Reading, Pa., has walnut- 
grained woodwork, rose-tinted walls, light taupe carpet 
and chairs upholstered in green and rose leather. 


READING, Pa.—An event of more 
than considerable importance in the 
mercantile history of this city was the 
recent opening, at 448 Penn Street, of 
the newly-remodeled store of Farr Bros. 
Company. 

The exterior, of two tones of terra 
cotta on a granite base, is trimmed with 
strips of aluminum and conventional 
straight lines have been replaced by 


November 15, 1948 


The 


graceful curves. Windows are deeply 
inset, affording the window shopper a 
full view of the interior where are lo- 
cated the women’s shoe salon, accesso- 
ries department and, in the rear, the 
children’s department. 

The women’s salon is finished in wal- 
nut-grained wood with rose-colored 
walls and the fitting chairs are uphol- 
stered in leather, some green and some 


children's department, on the same floor, has gay-colored 

murals, toys and fitting chairs on a platform reached 

by steps which are easy for the young fry to climb. 
A supervised fitting service is a feature. 


matching the tinted walls. A light 
taupe carpet covers the floor. 
The children’s department is deco- 


rated with modernized child-story 
murals, has a fitting platform, toys and 
a supervised foot-fitting service which 
includes X-Ray examination as the final 

step in a series of five checks. 
The Keen Teen shop for teenagers 
[TURN TO PAGE 145, PLEASE] 


12! 











* To fit any normal baby foot perfectly 
* In first walking shoes, sizes 1 to 6 


* And please every mother Gg 








Self-Starter No.80 


... far-famed for fit. flexibility and protective 
foot-freedom ... A white elk moccasin, with 
deep toe, high instep, ankle-height quarters, 
non-slip sole... 

IN STOCK FOR IMMEDIATE DELIVERY 
in sizes 1 to 6, including half-sizes, 
widths C and E ... Be sure you have 
complete selections. Order NoW! 


THE CARPENTER SHOE CO., INC, 


161 CLARISSA STREET * ROCHESTER 8,N. Y. 


Qu 596/ 


THE CARPENTER 











New Shoe Store 
Manager Named 


WHITE Puains, N. Y. — Louis S. 
Zaret, formerly of Wilmington, Dela- 
ware, was recently named manager of 
the Costume Bootery at 195 East Post 
Road, this city. The Costume Bootery 
is one of two high-style women’s shoe 
salons owned by Allan Lasker, the 
other store being located in New Ro 
chelle, N. Y. 

Mr. Zaret has been well known in 
the women’s retail shoe field for many 
years. 


Store Adds Boys’ Wear 


TopekKA, KaAan.—The Ray Beers 
Clothing Company, one of the leading 
shoe dealers here, recently opened a 
beys’ wear department that will handle 
a line of clothes for young men aged 
four through college years. 

The new branch of the Ray Beers 
Clothing Company will be known as 
Gerry’s Varsity Club Shop. Gerry 
Rodehaver, after whose first name the 
shop has been named, will run the new 
department. Mr. Rodehaver was for 
25 vears head of the boys’ department 
at Woolf Brothers in Kansas City. 


New President Named by 
Department Store Chain 
HASTINGS, NEBR.—Stockholders meet- 
ing here recently approved the chang- 
ing of the name of the Brown-McDon- 
ald Company to the J. M. McDonald 
Company. Directors later reorganized 





J. M. McDONALD, JR. 


company officers and elected J. M. Mc- 
Donald, Jr., as the new president. 

He had been vice-president of the 
company which operates 45 department 
stores in Nebraska, Iowa, Kansas and 
Colorado. 

J. M. McDonald, Sr., of Cortland, 
N. Y., who had been president of the 
company, was named chairman of the 
board of directors, a new office. 

Other new officers are V. H. Green, 
executive vice-president; Arthur Ed- 
wards, secretary-treasurer; and Rollo 


Johnson, vice-president in charge of 
merchandising. Mr. Green had been 
treasurer; Mr. Edwards, secretary; 


and Mr. Johnson, merchandising man- 
ager. 





Family Store Reopens 

NEW BEDFORD, Mass.—Mongeau Shoe 
Store has reopened its newly remodeled 
store at 801 Purchase St., New Bed- 
ford. The store carries a complete 
stock of shoes for men, women and 
children, plus accessories. 














ROMAN SANDALS 


FOR EVERY SLIPPER NEED 
Men’‘s, Women’s, Boys’, Children’s Leather Slippers 
with Padded Leathe: Soles * Ladies’ Leather D’Orsays 





ARE BACK 


and Bridges, with Hard Soles. 


















Goodyear Pre-Welt Construction Price 
260 2-4 (White Eik) $1.85 P u a Y T H I s $2 60 
261 4'/2-6 (White Elk) 2.10 P 
262 6'/2-9 (White Elk) 2.35 rE A V O - | T E 
263 2-4 (Patent Leather) 1.85 
264 4'/2-6 (Patent Leather) 2.10 
265 6'/2-9 (Patent Leather) 2.35 u ! N t 
- gwd — with a ected Careful workmanship and finest ma- 
ne agg. oligo Mae on Pier terials produce this top quality line, 






Pr 
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which is setting such a remarkable 
record for turn-over. Built for com- 
fort and durability, it represents a 
new standard for fine slipper selling. 


FAV Oo R | T E FOOTWEAR, incorPoraTEeD 


| 318 EAST 32nd STREET NEW YORK 16, N. Y. 





Kid Lecther 


s 







ray a. 
er wedge heels 


and leather cou In stock 


NEW YORK 13, N. Y. 









leather soles. 


Moccasin Slipper 





SURREY 


143 DUANE STREET 
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Annual Meeting 
Held by NSTA 


CuHiIcaGo—Discussion of aims of the 
newly formed Joint Bureau of Sales- 
man’s Associations highlighted the an- 
nual convention of the National Shee 
Travelers Association held October 21 
and 22 at the Morrison Hotel. All offi- 
cers serving during the past year were 
re-elected for the 1949 term. They are 
Harry J. Evans, president; Samuel S. 
Weiss, vice-president, and Norman N. 
Souther, secretary-treasurer. 

At the opening session of the board 
of governors on Thursday afternoon 
President Evans reviewed the N.S.T.A. 
activities for the past year and out- 
lined the program for the balance of 
1948 and the first part of 1949. The 
governors urged that action be taken 
regarding the report that certain re- 
tailers are advocating that salesman’s 
remunerations be cut so that manufac- 
turers can reduce prices on shoes. 

The board of governors, which al- 
Ways meets before the general session 
of the travelers, consists of officers of 
all of the affiliated associations. At- 
tending his first national meeting was 
Walter J. Carty, secretary-treasurer of 
the Mountain States Shoe Travelers 
Association, which was formed early 
this month. He attended the meeting 
in place of R. E. Schuster, president. 

Other members of the board attend- 
ing the meeting were Jack Clark, Mid- 
west; James R. Thompson, West Coast; 
E. W. Jensen, Michigan; Joseph Harris, 
Pennsylvania; Ed Trench, Northwest; 
and Walter Crandall, Iowa. 

Delegates from all associations ex- 
cept one, were present at the all day 
session on Friday. Main speaker was 
Earl Susman, legal adviser for the 
Joint Bureau of Salesmen’s Associa- 
tions. The National Shoe Travelers As- 
sociation is one of three salesmen’s 
groups which forms this organization 
and its officers were active in promot- 
ing it. .: 

Mr. Susman gave a complete picture 
of what the organization expects to do 
for its members and outlined the 11 
point program. This includes active 
work to remove excise taxes on all 
travel, an atfempt to have uniform res- 
ervation blanks adopted by all hotels, 
and also seeks a uniform ruling by the 
Treasury Department on deduction for 
travel expense by traveling salesmen. 
Round trip deductions by railroad and 
air lines as well as mileage discounts 
are also sought. The organization will 
devote considerable effort to promotion 
and publicizing of the position of trav- 
eling salesmen and will take steps to 
encourage young men to enter the sell- 
ing profession. 

Other affiliated associations in this 
Joint Bureau are the National Associa- 
tion of Women’s and Children’s Ap- 
parel Associations, and the National 
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_ "THAT REMINDS ME, 

1 WANT 
ANOTHER PAIR OF 
. FOOT REST SHOES!” ff 








rtf 


Be 
FOOT REST 


SHOES 
"CRtreexiee 
Priced at 
$995 to $1095 


(co few styles higher) 


W ANT to join the ranks of satisfied, pros- 
perous K-D dealers who enjoy this valuable 
repeat business? Better get in touch with us 


while some choice territories are still available. 


ee 


Su j 
; Sure j 
‘ "4 ‘ 
_ THE KRIPPENDORF-DITTMANN COMPANY ' pe have } 
CINCINNATI, OHIO | ieee t 
New York Showroom: Marbridge Building t ch! / 
“Makers of women’s fine footwear since 1872” 
*NATIONALLY ADVERTISED IN VOGUE, LADIES’ HOME JOURNAL, 
GOOD HOUSEKEEPING, COSMOPOLITAN, AND WOMAN'S DAY 
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Association of Men’s Apparel Clubs. 

A resolution was passed at the meet- 
ing voicing serious objection to any 
curtailment in salaries or commissions 
of traveling shoe salesmen. It was 
pointed out from the floor that owing 
to increased cost in travel for sales- 
men, salaries and commissions should 
be increased, not decreased. 

The report of the treasurer showed 
the association to be in sound financial 
condition. A comprehensive program 
for membership increase was an- 
nounced. The Middle Atlantic Associa- 
tion was awarded the silver cup for 
having the largest percentage increase 
in membership during 1948. 


During one of the sessions President 
Evans presented an engraved gavel in 
absentia to R. E. Schuster, first presi- 
dent of the new Mountain States group. 





New Store Opened 


TRENTON, N. J.—Ann Schofield, for 
many years with the shoe department 
of Dunham’s Department Store, has 
opened an attractive parlor store 
known as “Ann’s” at 123 Academy 
Street, Trenton. Cancellations of wo- 
men’s better grade footwear from well- 
known manufacturers will be featured 
at one price—$6.95. 
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COLT-CROMWELL | 


... The Captain in 


KID BOOTS 





IMMEDIATE DELIVE 


Fancy Multi-Color Stitching . . . 
Eye-catching White Underlays 
. .. Sporty White Bindings . . . 
Dashing Underslung Heels . . . 
Non-Slip Heel Linings. 


YOUR CHOICE OF 2 STYLES 


Style 764 Style 754 
Tan Brown 
Vamp Vamp 
Brown Kid Red Kid 
Top Top 
PRICES: 


82-12—$5.00 pair 
122- 3—$5.65 pair 





OREMOST AFOOT A 


A) (OLT- CROMWELL 


COMPANY. fac. 


SHOULDER 
MOCCASINS 


STRAP BAG 
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All Children’s Sizes In-Stock 
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NO ASTRIDE 


RIDING BOOTS 
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Western Co-Eds Demand Dressier Shoes 


Montana State Students Discard “Sloppy Joes”: Buy 
Styleful Flats and Other Types: Price 
Resistance Reported Diminishing 


MissouLa, MontT.—In the state col- 
lege town of Missoula, this year, the 


pre-Christmas season shows a new 
trend in women’s apparel. With the 
discarding of the “Sloppy Joes,” and 


the downward swish of the skirts comes 
a new demand for footwear that is keep- 
ing the shoe store managers busy. 

Girls this Fall are insisting on a more 
dressy flat to go with the long skirts. 
The best sellers for housewife and 
school girl alike are black suede flats 
with sling heels and closed toes. Black 
and white saddles, replacing the brown 
and white classics, are sharing the same 
high popularity. 

The advent of post-war crepe soles 
has done much to increase sales in 
other types of casuals, some of which 
were slow movers heretofore. 

In dress shoes, the black suede baby 
doll pump sells the best. Brown baby 
dolls are close second followed by black 
suede opera pumps. These move as 
fast as they come into the store. In 
fact, 85 per cent of the sales of one 
store are suedes of various descriptions. 

There is also a flash of color on the 
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market this Fall with the younger set 
clamoring for all styles in blues, greys, 
wines and greens, with a variety of 
platform heights. Some girls like 
match shoes with the clothes they have 
or plan to buy. 


to 


The first snow fell last week, creating 
a rush for boots and overshoes of every 
type and The answer the 
coed’s prayer in footwear for cool eve- 
nings and football games is the shear- 
ling-lined boot and similar types. 

The classic of late Fall shoe fashion 
is an iridescent bronze in flat wedgie 
sandles and hi-steppers. Some shoe 
men were pessimistic at first as to 
whether these would sell but there is no 
reason for doubt anymore. They sell 
well, and women are matching them 
with all colors. 

High prices don’t bother the girls 
this year. They buy more shoes than 
ever. Where last year, one pair of black 
dress pumps sufficed, this year new 
lively colors are bought for each differ- 
ent occasion of the day and evening. 

Now, with Christmas so near, bed- 


style. to 
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YOUTHFUL DANCING SHOES 
OR AMERICA’S DANCING 












Potent 
or White 
















5203 CHILD'S 8'/2-i2 


N & M Widths $2.55 

5204 MISSES’ !2'/2-3 

N & M Widths 2.65 

5205 ae os 

. 3 ‘4 

Heppy dancing shoes for happy dancing feet pf og on 

scintiliating styles to cetch the eye anc 2.09 
delight of the heart of every gal from teens : 

thru ¢wenties. Step out this dancing season Taps included 


with order. 


room slippers are beginning to move. 
For so many years the ideal Christmas 
gift, they again rank high on the thrifty 
shopper’s list. 


Men’s Stores Participate 
In Holiday Promotion 


PHILADELPHIA—One of the most ex- 
tensive promotions ever undertaken 
among independent men’s stores got 
underway October 20 as over 200 estab- 
lishments throughout the nation began 
featuring displays based on the game 
bird theme of the November issue of 
Holiday magazine. 

The stores are exhibiting in their 
window and interior displays framed 
pictures of game birds and a hunting 
scene from Holiday, tying in these dis- 
plays with Fall men’s wear products: 
advertised in the magazine. 

Each participating store requested a 
set of four full-color pictures of “‘Up- 
land Game Birds”—pheasant, quail, 
wild turkey and ruffed grouse. The 
pictures are matted in gold and set in 
wood frames. A plaque engraved with 
the name of the bird pictured is at- 
tached to each frame. Identification 
with Holiday magazine is provided by 
blow-ups and placards of the magazine’s 
November cover, which pictures a 
hunter and his dog in a rustic setting. 
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New Fabrics Used 
In Sportswear 


MIAMI, FLa.—Several factors have 
entered into the sportswear picture as 
produced by Miami designers. There 
is a change in the fabrics being used. 
The new ones are salt water and sun 
proof, and many of the designers have 
been able to procure exclusive designs 
which are rapidly being made up into 
new models. One manufacturer who 
did an outstanding business last year 
reports that he is cutting five to ten 





One of the new play dresses shown 
at a recent fashion show put on by 
Miami Sportswear Company. It is of the 
new popular dove grey, with satin 
stripe in greer blue, red or maize. The 
matching scarf is used to produce the 
covered up effect. 


times as much as he did a year ago. 
This is an indication that women are 
looking for the smart, easy to wear, 
comfortable play clothes. 

The first fashion show to be spon- 
sored in the Miami area was one put 
on by the Miami Sportswear Company, 
Inc. Their showing points to a new 
trend. This season, swim and play suits 
are veering away from the slim-lined 
silhcuettes and have taken on a more 
graceful appearance. Even the lastex 
suit is shown with a _ half-ballerina 
skirt, not very full, but with enough 
flare to give it a graceful sweep. 

Matching ensembles include swim 
suit, blouse, skirt,. shorts, bra, stole 
and jacket. Each piece may be pur- 
chased as a separate unit, but an 
entire wardrobe may be had in one 
color or fabric. The same thing ap- 
plies to the entire family; dad, mother, 
sister and brother may appear on the 
beach or cabana clad in_ identical 
stripes or plaids or other fabric, and 
all cut along the same line. 

Matching jackets, scarves or long 
stoles leok as though they might become 
very popular. The finger tip jackets 
are well tailored and may be worn at 
a cabana tea after a swim, or even as 
a light weight evening wrap. While the 
scarf is not so new as the stole, it is so 
adaptable to changing the appearance 
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GRINNELL SPORT WELTS 
Build Dealer Profits 





Brown—Black—Red 
Process—8/8 heel. 
insole. White nap soles—5 widths—sizes to 10. 


SAME day stock service from Grinnell gives the dealer 
important profit advantages. Inventories go on a once- 
a-week replacement basis . . 
clearance sales are eliminated . . 


GriINNELL Sport Shoes are always in style—popu- 
lar favorites for the ‘teen and college trade. Remember, 
too, that Grinnell stands for easy fitting, long wear that 
brings your customer back for the next pair. 


DEALERS—Write today for our catalogue and full 
details about same day service. Samples on request. 


(Srinneld SHOE COMPANY 


GRINNELL, IOWA 


Welt 
Leather quarter lining and 


Goodyear 


saddles. 


. overstocking and costly 
. working capital is 








of a costume that it will be popular. 
However, great things are expected 
from the long stole made of same mate- 
rial as the play dress or swim suit. It 
gives a covered-up look to the backless, 
strapless dress and is so easy to drape 
gracefully across the shoulders, wind 
around the neck with a long loose 
flowing end, or tucked into the waist 
band. 

Dan River plaids and Bates prints 
in splashy designs look attractive. 
There is considerable trim to many of 
the suits, both play and swim. A 
print is shuwn with narrow white 
pique ruffles at top and bottom; another 
suit will have a circular flounce around 








the skirt. A very smart suit is edged 
with white brushed cotton fringe such 
as is used by upholsterers. 

Boxer shorts are shown with an im- 
proved quilted waist band. This does 
away with the uncomfortable curling 
of the old style rubber band. 

Cabana sets for the men have match- 
ing shirts. These shirts may be worn 
for business or sports and are being 
seen around Miami. 

Shoes for cabana wear are important. 
The strapped sandal must carry out the 
color of the suit. This is particularly 
true where a plaid or stripe is employed. 
The straps of the sandal must match 
the stripe in the fabric. 
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reg. trade-mark 





MEN'S KID ROMEOS 


* Good Brown Kid leather 
* Good leather sole 

* Drill lined vamps 

* Brown rubber heels 






=B-525 Sizes 6 to 12 
=B-614 Same in Boys (2!/2 to 5!/.\ $2.50 
+B-527 First Quality, full 


Leather Lined—leather insole 


Net 30 « 


rm) \ ca Ss \ : ; 
C. vY, ML k Shoe Company s W. 
41 S. WELLS ST., CHICAGO 6, ILLINOIS 


A HOUSE EVERY LIVE RETAILER SHOULD KNOW 





Twilight Foot Snu 





Sizes: 6 to 12 


Immediate Delivery 


gglers 





#525 


$2.65 





KENNETH KEYES : 
34th Street, New York City 
LAckawanna 4-024} 





Brockton 20, Massachusetts 


DAVID HOLCOMBE 
406 Haas Bldg., Los Angeles, Cal. 
Tucker 1891 


Now shipping to the outstanding stores 
in every state in the Union 





August Footwear Output Up 29 Per Cent 
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Percent of Change, 


-roductior August 1948 


Compared With 











y 1948 August July August 
revised 1947 1948 1947 
31,957 38,982 29.1 5.8 
28,484 34,735 27.5 4.6 

8,449 27.4 5.1 

1,607 31.6 5.9 

17,548 29.0 4.3 

2,231 28.5 a2 

2,040 25.1 -0.5 

1,659 15.1 7.3 

1,201 24.8 2 

3,046 3,676 42.4 18.0 
264 363 42.0 3.3 
163 208 31.9 3.4 





Minus sign (—) denotes decrease. 


WASHINGTON, D. C.—Shoe and slip- 
per production in August totaled 41 
million pairs, 29 per cent more than the 
July output of 32 million pairs, and 6 
per cent more than the 39 million pairs 
produced in August, 1947, according to 
the Bureau of the Census, Department 
of Commerce. 

Footwear shipments in August, total- 
ing 43 million pairs, were valued at 
$162 million, an average value per pair 
shipped of $3.77. This compared with 
an average price of $3.67 for July and 
$3.69 for August, 1947. 
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Shoe, sandal, and playshoe produc- 
tion in August totaled 36 million pairs, 
28 per cent more than the July output 
of 28 million pairs and 5 per cent more 
than the August, 1947, total of 35 mil- 
lion pairs. Footwear of these types 
manufactured in August for women 
totaled 18 million pairs, 29 per cent 
more than the July output of 14 million 
pairs, and 4 per cent more than the 
17.5 million pairs manufactured in 
August, 1947. Men’s shoe production 
totaled 9 million pairs in August, 27 
per cent more than the July output 


of 7 million pairs dnd 5 per cent more 
than the August, 1947, output of 8 mil- 
lion pairs. 

Slippers for housewear produced in 
August totaled 4 million pairs, a 42 
per cent increase in comparison with 
the July output and 18 per cent more 
than August, 1947, production. 

Comparative production figures for 
August and July, 1948, and August, 
1947, and the per cent of change are 
shown in the accompanying summary: 





Color Guide Issued 
By Selby Shoe Co. 


NEW YorK—“Color Is What You 
Make It” is the title of a folder issued 
by the Selby Shoe Company recently as 
a selling aid to their dealers and sales 
force. 

The folder, described as “Your Offi- 
cial Color Chart for Fall 1948,” lists 
eight colors: Town or Cafe Brown, 
Burnt Mocha, Continental Green, Navy 
Blue, Slate Gray, Bronze, Turtle Green 
and Tortoise Red. These include some 
of the official Textile Color Card Asso- 
ciation’s colors and two high style pro- 
motion Co-Op Colors, Turtle Green and 
Tortoise Red. 





New Salon Opened 


TOLEDO, O.—Richard Holtz, Inc., wo- 
men’s shoe salon, has opened in newly- 
decorated premises at 206 Huron St. 
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New Executive Named 
By Shoes Associated 


New YorkK—Shoes Associated held a 
series of meetings in Chicago during 
the National Shoe Fair and in St. Louis 
immediately following the Fair. At the 
St. Louis meeting, the member stores 
heard a forecast of the economic situ- 
ation for the first part of 1949 given 
by James Knowles of the Econometric 
Institute, Inc. 

Also at the St. Louis meeting, an- 
nouncement was made of the resigna- 
tion of Edward H. Bower as executive 
vice president of Shoes Associated. 
Marion Palmer, who has been with the 
organization for over a year and a half, 
was elected to fill the post formerly 
held by Mr. Bower. Helen McCo- 
naughy was appointed office manager 
with broadened duties. Miss Mc- 
Conaughy has been with the organiza- 
tion since the formation of the group. 
The following committees were ap- 
pointed at the St. Louis meeting: 

Program—Albert Wachenheim, Jr., 
chairman; George Hess and Lloyd 
Nordstrom. Finance and Office Pro- 
cedure — William Morgan, chairman; 
Owen Metzger and David Hirschler. 
Publicity and Promotion — Michael 
Murphy, chairman; J.-A. Cox and Max 
Sommer. Reports and Bulletins—Harry 
Fontius, Jr., chairman; Richard Hof- 
heimer, and James Orr. 


Screening Committees Named 


The following were appointed as 
merchandise screening committees to 
investigate merchandising possibilities 
for the group as a whole: 

Men’s shoes — George Hess, chair- 
man; Owen Metzger and Louis Hirsch- 
ler. Women’s shoes — Richard Hof- 
heimer, chairman; Edward Orr, Albert 
Wachenheim, and Max Sommer. 

Children’s shoes—J. A. Cox, chair- 
man; Elmer Nordstrom, Ned Hess, and 
Gregory Tobin. Accessories (Hosiery, 
bags, gloves, belts, and novelties)— 
Harold Volk, chairman; Harry Fon- 
tius, Jr.,. Michael Murphy, and Lloyd 
Nordstrom. 

Shoes Associated is a group of inde- 
pendently owned shoe stores with New 
York offices in Room 1012, Empire 
State Building. The membership con- 
sists of Fontius Shoe Co., Denver; N. 
Hess’ Sons, Baltimore; Hofheimer’s 
Inc., Norfolk; Imperial Shoe Store, 
New Orleans; Krupp & Tuffly, Hous- 
ton; Nordstrom’s, Seattle; The Potter 
Shoe Co., Cincinnati; Robinson’s, Kan- 
sas City, Mo.; Sommer & Kaufmann, 
San Francisco; W. H. Steigerwalt, 
Philadelphia; C. A. Verner Co., Pitts- 
burgh; Volk Bros. Co., Dallas; Weth- 
erhold & Metzger, Allentown, Pa. 


New Store Planned 


Detroit—Harry and Araxy Chrovian 
are preparing to open the new Royal 
Shoe Store as a general family type 
shoe store at 8622 Fenkell Avenue, in a 
new building now being erected. 
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Xm, ALTSCHUL Inc. 





FOUNDED 1899 ee | 


NOW IS THE HOUR 


.. . to order the shoe that's a 
sure thing for Fall, Winter and 
Spring Sales. Handsomely de- 
signed, plus perfect fit, backed by 
traditional ALTSCHUL Top Quality 
and Service distinguish this school ‘n’ 
sport shoe in children’s and teens’ sizes. 


ALTSCHUL’S 
TAN ELK 
MONKSTRAP CLASSIC 









IN-STOCK. to cut 
yourinventory costs. 
Immediate delivery. 





C406; 814-12 B-EE SPG. HEEL 
M406; 12%4-3 B-E LEA. HEEL 
L416; 4-9 AA-D LEA. HEEL (illus.) 


Illustrated Stock 
folder available 


upon written 





NATURE’S OWN 
PROP-R-FORM 


request. 


SADDLE ARCH 








Freeman Dealers Guests 
At Buffet Supper 


New York—Approximately 175 mem- 
bers of the shoe industry, the vast ma- 
jority of them buyers, managers or 
owners of Metropolitan New York 
stores carrying the Freeman line of 
shoes for men, were the guests of the 
Freeman Shoe Corporation at a cock- 
tail party and buffet supper served in 
the Green Room of the Hotel McAlpin 
on the evening of Nov. 15. A purely 
informal affair, arranged by Al Gold- 
stein, Freeman sales representative, 
the get-together was a token of the 
company’s appreciation of the loyalty 


of the many dealers who carry this 
well known line. 

Informal talks by honor guests and 
musical entertainment contributed to 
the success of the meeting which was 
attended among others by H. T. Cary, 
president of the Freeman Shoe Cor- 
poration; John D. Tobias, vice-presi- 
dent in charge of sales; and A. R. 
Wineter. Albert Aaronson, president 
of Coward Shoe, Inc., attended, as did 
Milton Klein, sales manager of W. B. 
Coon Co.; and George F. Knoche, 
eastern manager of the Physical Cul- 
ture Division of the Selby Shoe Co., 
and recently elected president of the 
New York Shoe Club. 
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$35 


800 BLACK NORZON 
801 BROWN NORZON 
802 REC NORZON 

803 GREEN NORZON 


AMERICAN SHOE COMPANY, 
1329 WASHINGTON, ST. LOUIS (1), MO. 
Teenlander Sports & Casuals. Lora Lane Footwear. 





Stores Have Radio Show 


BINGHAMTON, N. Y.—A_ 15-minute 
radio show. “Footnotes in Music,” is 
being sponsored each Sunday after- 


noon, by three shoe stores in this area. 
Sponsors are the Parlor City Shoe Co., 
40 Court St., Binghamton; Triple 
Cities Shoe Co., 254 Main St., Johnson 
City, and the Endicott Shoe Co., 25 
Washington Ave., Endicott. 


WESTEX. 
Cowboy Boots 


are truly the 


“Choice of The West” 


Their fine styling, comfortable 
fit and bril- 
liant color 
combinations 
make them 
outstanding 
favorites with 
boot wearers 
everywhere. 

Cash in on 
their popular- 
itv by stock- 
ing them in 
your store. 















Write for Our 
Catalog Nou 


WESTEX BOOT & SHOE CO. 
Wichita Falls Texas 
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The New “Go-Everywhere” Casual Hit! 


10 Sle 





Made on the California Proc- 
ess, your customers will wear 
‘em and love ’em for their good 
looks, their down-to-earth won- 
derful comfort. 

Here is quality footwear at a 
low volume price that makes 
exciting profit news. Look at 
the colors! Look at the ma- 
terial! Rush us your order! 


ORDERS WILL BE FILLED 
PROMPTLY... 


INC. 


Officers Installed at 
Shoe Club Meeting 


New YorK—At the recent meeting of 
the Shoe Club in the Hotel McAlpin, 
at which members were elected to vari- 
ous offices, George F. Knoche, the club’s 
new president, delivered his speech of 
acceptance. In his speech, Mr. Knoche 
said, “One of the most important func- 
tions of this club is to lend a helping 
hand to other shoe businessmen when 
it is needed. In the past, help has been 
given generously, and I intend to con- 
tinue this policy as president.” He also 
asked the members to set a goal of 250 
for membership. 

During the course of the evening’s 
business, a handsome leather suitcase 
was presented to A. H. (Abe) Plotkin 
of Paramount Shoes as a token of ap- 
preciation for his excellent work as 
president of the club for the past two 
years. 

The following members were installed 
into office by Everit B. Terhune, presi- 
dent of Boor AND SHOE RECORDER, who 
acted as chairman of the meeting. 

Vice-presidents, John L. Jerro, Jerro 
Brothers; Joseph W. Schmidt, D. Arm- 
strong & Co.; and Harry Deines, Dal- 
san, Inc.; secretary, Milton Klein, W. 
B. Coon Co.; treasurer, Barney Fox, 


Fox Shoe Manufacturing Co.; and 
sergeant-at-arms, Louis J. Epstein, 


Langerman Shoe Co. 

Installed as board of directors were: 
Ben Cohen, M. Cohen & Sons; William 
Bressler, Keith, Keith & McCain; 
Irving Fife, Allied Kid Co.; Irving 
Kairten, Valley Shoe Co.; Al Lewis, 
shoe stylist; D. S. MacDonald, manager 
of the Marbridge Bldg.; Moe Gingold, 
Elias Brothers; Emmanuel Meyer of 
Meyer Brothers; William G. Monsees, 
Julian & Kokenge Co.; M. J. Saks, M. 
J. Saks Co.; and Everit B. Terhune. 

Miss Minna Morganstern continues 
as the capable executive secretary of 
the club. 


Francis Wetta Promoted 
By Edison Bros. 


St. Louts—The promotion of Fran- 
is Wetta, former manager of the 
Burt’s Shoe Store in Houston, to re- 
gicnal manager with offices in San 





FRANCIS WETTA 


Francisco has been announced by Edi- 
son Brothers Stores, Inc., St. Louis. 
Mr. Wetta’s regional territory will in- 
clude all the five Edison Brothers 
stores in San Francisco, as well as the 
stores in San Jose, Stockton, Palo Alto, 
and Burlingame, Calif. 

Mr. Wetta began with Edison 
Brothers upon graduation from high 
school in 1930, as a part time salesman 
in the company’s Baker’s Shoe Store 
in New Orleans, Louisiana. He soon 
became a regular salesman and, a year 
later, assistant manager of the com- 
pany’s Burt’s Shoe Store in Birming- 
ham. In 1940 Mr. Wetta was pro- 
moted to manager and has served in 
that capacity until his present promo- 
tion. 


Information Sought of 
Leather Goods Salesman 


New York—Information is 
sought of Samuel Shulman, who disap- 


being 


peared from his home in Brooklyn, 
N. Y., in October, 1937, and since then 
has net communicated with his wife, 


Sadie and minor son, Jerome. 

Mr. Shulman was born in New York 
in June, 1900, is 5 ft. 7 in. tall, weighs 
180 pounds, has brown hair, brown eyes, 
was a salesman of leather goods by oc- 
cupation. Anyone aware of his loca- 


_tion is requested to communicate with 


the National Desertion Bureau, 105 


Nassau Street, New York 7, N. Y. 


Leather Man Heads Drive 
For Hospital Funds 


NEW YorK—A. B. Velsor, vice-presi- 
dent of U. S. Leather Co., has accepted 
chairmanship of the Leather division 
of the current United Hospital Fund 
Campaign, it has been announced by 
Thomas E. Watson, chairman of the 
Fund’s Business and Professional group. 
The fund is seeking $2,845,988 through 
voluntary contributions to meet the 
needs of 86 New York hospitals. 
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Increase Noted 


In New England 


In discussing conditions in the shoe 
industry recently, Maxwell Field, exec- 
utive vice-president of the New England 
Shoe and Leather Association, said that 
in his opinion “total shoe production in 
the country this year will equal 460,- 
000,000 pairs. or slightly under last 
year’s output of 468 million pairs. 

“Due to greater selectivity of shoe 
purchases by the buyers thus far this 
year,” he continued, “with quality, high 
style and price the determining factors, 
many producers of better grade shoes 
have experienced lower production, with 
part-time operations the rule. Increased 
overhead costs have followed, which, 
added to higher leather and labor costs, 
have prevented any general price reduc- 
tions, either currently or for the near 
future. 

“Retail shoe sales this year have 
equalled last year’s dollar figures, while 
unit sales have dropped under 1947 
totals. This trend was aggravated by 
exceptionally poor weather conditions 
last Winter and Spring, with the result 
that inventories both at wholesale and 
retail levels, have increased substan- 
tially since production exceeded retail 
sales during this period. 

“New England manufacturers as a 
group have actually improved their pro- 
duction levels above the country’s aver- 
age this year. This is due to the high 
production of low and medium priced 
men’s and women’s shoes that have been 
and are in exceedingly great demand by 
the consumer. These types include for 
women the low heel casual, and play 
shoe on the ballerina type, and popular 
styles of women’s sport shoes, and for 


men the more bold looking types in 
medium price ranges. There has been 
a healthy production on men’s work 


shoes as well. The continued demand for 
the shoes that New England knows how 
to make best, will be largely responsible 
for the volume of business that will be 
ours in the months to come. 

“The New Eng!and shoe industry as- 
sures retailers that they will receive in 
their deliveries of New England-made 
shoes, the quality, style and workman- 
ship that has been specified. The in- 
tegrity that is a part of New England 
shoe manufa-turing has been well estab- 
lished through past records of honestly 
made, quality shoes, with that some- 
thing extra in style and wear which has 
always distinguished New England 
made shoes. 

“The shrewdest retailers, operators of 
chain store and mail order buyers, know 
from experience that the best values 
come from leading New England manu- 
facturers. This statement is proved by 
the millions of pairs of shoes purchased 


by these buyers and operators annually.” 
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all leathers, 


H..«. “sweet music” for retailers who 
are seeking volume with sustained 
mark-up. Product of designers and crafts- 
men working in a new streamlined factory. ors. 
Melody shoes are truly something to 


sing about! 


Casuals or dressy types in all the season's 
wanted leathers and colors; priced to sell 


profitably at 
$500 to $600 


ON DISPLAY P. P.S. SHOW COMMODORE 863 


SHOE CORPORATION 


Msg 


MELODY 


REPRESENTED BY 


1170 BROADWAY 


G. C. Petersen Promoted 
By Butler Bros. 


Cuicaco—Butler Brothers announces 
the appointment of G. C. Petersen as 
divisional merchandise manager in 
charge of all shoe buying for Butler 
Brothers’ national wholesale business, 
as well as all footwear merchandising 
for their large group of retail stores. 

Mr. Petersen has served Butler 
Brothers since September, 1941, in sev- 
eral capacities, including the manage- 
ment of its wholesale shoe units at St. 
Louis and Baltimore and as footwear 
buyer of Butler Brothers’ Scott and 


No. 700 — available 
all col- 
ors, crepe soles. Sizes 
4-9, N. & M. widths. 


No. 603 — available 
all leathers, all col- 
ors. Sizes 4-9. N. & 
M. widths. 


all leathers, all col- 
Sizes 4-9, N. & { 
M. widths. ; 


ee 
fA; B. NADLER 


°* NEW YORK 1, N. 


Burr retail units. 

He will be located in Butler Brothers’ 
buying offices at 516 W. 34th Street, 
New York. 


Chicago Shoe Club 
Plans Annual Meeting 


CHICAGO—The Chicago Shoe Club 
will hold its annual meeting at a noon 
luncheon December 10, it is announced. 
The meeting will be held adjacent to 
the club headquarters in the Republic 
building. Several speakers from the 
retail, merchandising and manufac- 
turing field will be on the program. 


¥. 





Spring Colors Outlined 
By Fashion Adviser 


line up as follows, according to Miss 
Doris Beechman, fashion adviser of the 
Ohio Leather Company: 


fas 


an 


Gr 
version; 





Nationally hdvertsed in orm Fashion seme: 
Write for 
New Style Catalogue . Dept. B 


PARKHILL SHOES, Fitchburg, Mass. 


Retailing at Popular Prices 











Here’s The BIG NEWS In Boys’ Shoes 
SURREY’S COMBAT BOOTS 


PRACTICAL ° NOVEL ° LONG WEARING 


Just watch Surrey's Combat Boot Sweep the high 
cut boot market this winter. It's the finest cold 
and wet weather boot you've ever seen. Kids rave 
about its snappy military air. 


IN STOCK IMMEDIATE DELIVERY 
Brown Elk Uppers 
Long-wearing Rubber Sole 
Sizes 10!/-3 


SURREY FOOTWEAR, INC. 


NEW YORK 13, N.Y 











143 DUANE STREET 








NEw YorK—Colors for Spring will 


Black, very much in the general 


d in all-over’ shoes; 


: : Beechman noted, in the same gen- 
own, Turftan, both as trim on white eral color family but each with a dif- calfskin, Copper Kettle and Silver Mist. 
Continental ferent tempo and each creative of Both are being made in Washette calf, 


should suit the shoe type and should do and should break with Spring and early 
a two-fold job. It should be right for Summer clothes. Navy blue calf shoes 
accessory coordination and should also will look lovely with Navy and also 
help to increase the pairage sold. Indis- with maple and spice tones. Café 
cussing the importance of choosing the Brown has the warm rich undertone 
right color for the type of shoe, she which is right with beige, gold, maple 
pointed out the appropriateness of Café and spice tones. 
Brown for dressy shoes, Mink Brown’ with Navy blue, powder blue, rosewood 
. ; vio > for dressy tailored, and Turftan for real and the whole grey family in ready-to- 
shion trend in Ohio’s new satin mat  tajlored shoes. Here are three colors, wear. 

finish; Navy blue; Café Brown; Mink yijss 
Br 


It will also go well 


Two metallics are being made in Ohio 


een, a little lighter than the Fall enough fashion interest to offer promo- thus making them very practical for 


Cherry Red, not considered tion targets for the store and consumer. 
very strong in high style lines. 
Color, Miss Beechman considers, 


Continental Green, 
stand on its own feet for dressy shoes man, have clarity and resonance but no 


handbags as well as for shoes. These 
she said, will two finishes, according to Miss Beech- 








a Stock For |MMEDIATE DELIVERY 
Sheeplined FLIGHT BOOTS 
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AIR FORCE A-6 STYLE 


% 100% WATERPROOF 
%& ALL 1st QUALITY 
% COST GOV'T $12.00 | 


=D902C — Magnificent Flight-Boots designed 
for wear with or without shoes! Luxuriously 
lined throughout, including tongue, with soft, 
fieecy Sheepskin! Woter-repelient Brown Aqua- 
lac finish leather uppers, soft and pliable, 
with waterproof Black rubber lowers. Heavy 
non-skid tread and soles. Smooth work- 

ing, heavy duty Zipper closures with 

leather thong pulls. About 12°’ high. 

Warm as toast, even in sub-zero 

weather! These Flight Boots are 

the biggest seller ever 

offered to the American 

public. 


PACKED: 
12 Prs. to Carton nl f 
Scale: 2/5 6/M 4/L 96 Pairs 
TERMS: NET.10 DAYS, FOB. N. Y. TO RATED FIRMS 

OTHERS PLEASE SEND CHECK WITH ORDER! 


1 EAST 4th STREET 





5p. 8.50 Pr. in lots of 48 Prs. 
8.75 Pr. in lots of 12 Prs. Gordon, Kivie Kaplan, F. B. Master- 


OM 
HENRY MODELL & CO., INC. 


harshness. Copper Kettle, she pointed 
out, is a soft, lovely accent with the 
whole gamut of Spring ready-to-wear 
colors, a point which she illustrated 
graphically by placing it against 
swatches from Cohama, Juilliard and 
Bianchini. Silver Mist answers need 
for grey metallic leather. 





Annual Meeting Planned 
By 210 Associates 


BostoN—The annual meeting of The 
210 Associates, Inc., the national phil- 
anthropic foundation of the shoe and 
leather industries, will be held at the 
Hotel Somerset, here, on Wednesday 
evening, November 24. There will be 
a dinner preceding the meeting at 
6:00 p.m., for those members who wish 


| to attend. The business meeting will 
begin at 8:00 p.m. 
James J. Molloy, president, an- 


nounced recently that, in addition to 
the election of officers, several amend- 
ments to the by-laws will be presented. 

The following nominations will be 
presented by the nominating committee, 
headed by Frank Rosello: 

President, James J. Molloy; five vice 
presidents, A. A. Bloom, Albert E. 


son, Walter Reinstein; secretary, Wil- 
liam Lubell; treasurer, Abe W. Berko- 
witz; and five directors to serve a 
three-year term, Walter Arnold, Al- 
| bert D. Aronson, Philip Brian, I. M. 


@ NEW YORK 3, N.Y. | Kay, and Willy Nordwind. 
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Has Unique Collection 
Of Miniature Shoes 
KaNn.—A miniature 


WICHITA, shoe 


collection, sent to Dorothy Booth, 151 
S. Hydraulic Street, by friends from all 
world, has 


over the opened many 





Part of the miniature shoe collection 
owned by Miss Derothy Booth, Wichita, 
Kansas, business woman. 


strange pages of history for the young 
Wichita, Kan., business woman. 

Miss Booth started her collection in 
1941 when Mrs. Nora Blackwood, 824 
Litchfield, Wichita, presented her with 
the gift of a single shoe. This started 
her turning the pages of history books 
as she enlarged her collection. She 
now has 168 individual shoes made from 
18 different kinds of materials from 16 
different countries. Her shoes take the 
form of ash trays, vases, salts and 
peppers, ink wells, purses, pipe holders, 
wall vases, charms and earrings, among 
other designs, as well as just plain 
shoes. Most unusual materials from 
which they are made include X-ray film, 
cake frosting, seal skin and plastic. Her 
smallest is less than a half inch long, 
made of blown glass from Old Mexico. 
Her largest is of normal size. 





Rubber Heel and Sole Group 


Form Research Corporation 


NEW YorK—Robert A. Winters an- 
nounced recently that the name of the 
trade organization of which he is ex- 
ecutive director has been changed from 
the Rubber Heel & Sole Manufacturer’s 
Association to The Rubber Heel & Sole 
Institute and that the institute, in 
turn, has formed the Elastic Colloid 
Research Corporation which is estab- 
lishing a laboratory equipped with the 
latest and best experimental machinery 
at the Massachusetts Institute of Tech- 
nology. In addition, the corporation 
has established a graduate fellowship 
in the field of elastic colloids. The pro- 
gram is under the direction of Professor 
Ernst Hauser, one of the world’s great- 
est experts in the general fields of 
rubber, plastics and resins. 

The institute believes that this is an 
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Build 


a business within a business 


Ye, NOMADS 


Weak 
pre ven 







sellers 
that keep on 
sellin g 


ALWAYS IN STOCK 


STYLE APPEAL that invites a new customer in. 


COMFORT APPEAL that invites a customer 
back, time after time, to build an extra core of 
steady business for your store. (The **flex-comfort’’ 
stitchdown construction gives extra walking pleas- 
ure... . shoes need no ‘breaking in.’’) 

PRICE APPEAL your customer gets genuine 
reptiles for the price she'd ordinarily pay for “just 
shoes’’ .. . and in alligator grain the low price 
is exceptionally appealing. 


FOR IMMEDIATE DELIVERY 


all available in black, 
brown, red or green 
AAAA to C, sizes to 10 


MERRIMACK SHOE MFG. CO.. LOWELL, MASS. 


makers of Berbera Fan shoes 


tor; and Robert A. Winters, The Rub- 
ber Heel & Sole Institute, assistant sec- 
retary. 

The principal office of the research 
corporation is at Avon, Mass., and the 
institute’s office is at 551 Fifth Avenue, 


important forward step in its program 
to make better products which have 
greater customer acceptance; and that 
the program will benefit not only manu- 
facturers but to a very great extent, 
also, finders and shoe repairmen. The 


officers of Elastic Colloid Research Cor- 
poration are: Raymond E. Drake, Avon 
Sole Company, president; David R. 
Cutler, Alfred Hale Rubber Company, 
vice-president; David W. Bernstein, 
Biltrite Rubber Company, treasurer; 
Morris Eisen, Cat’s Paw Rubber Co., 
secretary; Kyle L. Menuez, Gro-Cord 
Rubber Co., assistant treasurer; S. 
Schwaber, Monarch Rubber Co., direc- 


New York. 


New Store Opened 


Dover, N. H.—The Dover Shoe Mart, 
which features an extensive line of 
men’s, women’s and children’s footwear 
direct from factory to customer, has 
been opened at Grove and Third Sts., 
this city. 


131 








IMMEDIATE 
DELIVERY 


Warehouse facili- 
ties in key cities 
throughout the 
country, insure 
prompt delivery. 







Style 502 
Sizes 2/12 


Catalogue and Prices On Request 


Pts. Elam Shoe Co: 


ochester , View York 


IN KEY CITIES 
Boston, Mass 
Cleve'and, Ohio 


DISTRIBUTORS 


Lane Bros. 
Krohngold Shoe Co. 


Boston Shoe Co Los Angeles, Calif. 
B. Rosenberg & Son New Orleans, La. 
Harper & Kirschten. in Co. Chicago, Iil. 
J. J. Kalb & Sons Rochester, N. Y. 


C. A. Bachman, 3737 Dupont Ave., Minneapolis, Minn. 
Immediate delivery from above sources. 


Write to distributor nearest your city or 
direct to factory for catalog and prices. 


Prices Advance on Some Leathers 
113 
reason, quotations on double 
shoulders and steer heads haven't advanced in the Mid- 
west, yet they are offered at a penny more at some Eastern 
tanneries. 

Sole cutters have withdrawn their price lists. and every 
sale is treated as an individual transaction. awaiting new 
In view of the possibility of. higher prices. 


CONTINUED FROM PAGE 


some unexplainable rough 


(quotations. 
some buyers are making purchases in the hope of saving 
later on when they might have to pay more for the same 
thing. 

Side leather tanners are holding the line on prices at the 
moment. but a leading upper leather tanner says it is likely 
that side leather prices will have to be changed to conform 
with higher rawstock costs. At the moment. vegetable ex 
tremes sell from 53¢ to 57¢, but how long these quotations 
will Jast is anybody's guess. Heavy grain vegetable leather 

extremes). which goes into moccasins. is available from 

Sle to 60¢. But the same goes for that type of side leather. 
How long this price range will last no one knows. 

shoe elks sells well up to 51¢. and superior tannages 
Corrected elk and smooth 


too. 
Work s 


command a penny more. {ex- 
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WW make Moccasin 


That's all we ma 
That's why... 


yskie® 







for men, women, boys and girls 





HUSKIES DIVISION 





HUSSCO SHOE CO. * 1328 BROADWA Fo NYC 


(ex- 
full 


iremes) can be had up to 52¢. and full grain elk 
tremes) sells up to 61¢. On the kip side of the market, 
grain elk (MH-kip) is offered within a range of 66¢ to 70c. 
and full grain elk (LM&M-kip) from 64¢ to 68¢. Cor- 
rected grain elk (kip) is quoted from 52¢ to 56¢. Vegetabl 
full grain ( MH-kip) continues to be quoted at 66¢ to 70c. 
and vegetable corrected (kip) from 52¢ to 56¢. The same 
range applies to chrome corrected grain. 

The top grade of women’s weight calf leather commands 
a slight premium. and is quoted up to $1.02, with most 


sales, however. at $1 or under. Some improvement has 
been noted in the prices of the intermediate grades 
women’s calf leather. B grade is offered at the moment 


from 88¢ to 95¢. and D grade from 80¢ to 87¢. In men’: 
the best calf leather sells all the way up to $1.07. 
snerally wanted at a little less. Here. too. the inter- 
selections are bringing pennies per 
grade men’s weight calf leather is now quoted 
range of 95¢ to $1.00. and D grade from 93¢ to 98¢. 


d chrome linings (sheep) are getting a good cal! 


weights. 
but is g¢ 
mediate 
foot. C 
within a 


a few more 


Cok ) ke 


at 28¢ to 30¢. with vegetable colored linings selling from 
20¢ to 23¢, and russets (popular grades) from 14é to 22¢. 


Work shoe splits and work shoe elk are both wanted. 
Pyroxylin and water finish linings are holding the price 
line at 23¢ to 25¢. and blue splits are steady at 15e. There 
is greater buying interest in suede splits. especially the 
heavies. and these are offered up to 40¢ for the lights and 
up to 42¢ for the heavies. but some sales are made at a 
shade less. 

There has been no change in patent leather quotations 
for weeks. The same is true of kid leather prices. Of 
course, there have been differences in tanners’ list prices. 
but the general market has moved on a fairly even keel. 
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SOUTHWESTERN 
Hotel Adolphus, Room 756, Dailas, Texas, November 21-25 


WEST COAST SHOE TRAVELERS ASSOCIATION 
Hotel Biltmore, Los Angeles, California, November 21-25 


GRAHAM-BROWN SHOE COMPANY 


You are cordially a — 


to see the Nationally famous 


Gene Autry COWBOY BOOTS 


displayed at the following Shows: 


POPULAR PRICE SHOE SHOW OF AMERICA 
Hotel Commodore, Room 1217, New York, Nov. 29-Dec. 2 


SHOE 


DALLAS 2, TEXAS 


RETAILERS 











Leather Soles Featured by Hanover Stores 





New York.—The Fail windows of the Hanover Shoe Company stores are an 
extremely interesting example of swund merchandising and insight into consumer 
demand. It ‘s evident that the Hanover Shoe believes in good leather, having 
devoted a sizeable portion of their new Fall window trim to a display of shoes 
featuring good quality leather soles. The theme of the window trim is summed 
up in the slogan, ''There's Nothing Like Leather." A large talk card in the center 
of the display asks the question, "Why Leather Soles?" Hanover's emphatic answer 
is: “Fine appearance, long wear, healthful foot protection, comfort (leather 
breathes), clean shoe lines, and preservation of shape." 





Buyer’s Guide Published 
By Chicago Travelers 
CuHIcAGO—The Shoe Traveler’s Asso- 
ciation of Chicago has just completed 
publication of the 1948-49 buyer’s guide 
and membership directory. 
The directory contains listing of firms 
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represented by the members and there 
is also a separate membership listing. 
Included in the forepart of the book 
is a listing of the 1949 show dates: a 
message from the president of the 
association, John F. Walsh, pictures of 
Joe Messner, vice-president, and E. A. 
Bailey, secretary-treasurer, as well as 


a listing of members of the board and 
executive committee. 

A message to the buyers and visitors 
to the shoe shows is signed by Norman 
N. Souther; an article by P. W. Kunn- 
ing, manager of the domestic commerce 
department, Chicago Asscciation of 
Commerce and Industry, points out to 
the buyers “How the Chicago Market 
Saves Time and Money.” 

This association maintains permanent 
headquarters in the Morrison Hotel. 





Escalator Helps Sale 
Of Shoes 


RALEIGH, N. C.—Hudson-Belk De- 
partment Store, in the midst of exten- 
sive enlargement and remodeling, has 
found its shoe sales stimulated, even 
though the shoe department was not 
involved in any way with changes in 
the store. 

The new Westinghouse electric stair- 
way, widely publicized as “first in the 
Carolinas,” wasn’t supposed to have 
anything to do with shoes, which are 
sold on the ground floor, accessible with 
equal ease with or without the stair- 
way. But the movement of the stairs, 
providing a fine view of shoes to all 
passengers, and dumping them off right 
in front of the shoe department, has 
added more percentage of sales in- 
crease to shoes than to other depart- 
ments supposedly made more accessible 
hy the stairway. 
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Saddle- mailer 


TRADE MARK BEG 


THESE STYLES IN STOCK 
Wanted for College—and Florida vacations 






THE VASSAR 
Tennis sole 


$5.95 less 5% 


~*~ 
Fae 






Q27 White Elk with brown saddle, single unit red 
rubber Tennis sole—from AAA to C—sizes up to 9 
Q28 White Buckskin with brown saddle, single unit red 
rubber Tennis sole—from AAA to C—sizes up to 9 


THE SADDLE 
$4.75 less 5% 


All have red rubber sole 
ond heel 

46F1l Brown Saddle—from AAAA to C—sizes up to 12 
46F51 Black Saddle—from AA to C—sizes up to 9 

46F62 Red Saddie—from AA to C—sizes up to 9 

46F68 Green Saddie—from AA to C—sizes upto 9 


Soddiemasters cre nationally known and are advertised in Mademoiselle 
MADE ONLY BY OF WORCESTER, MASS. 
RASMUSSEN SHOE COMPANY (Subsidiary of A. E. Nettleton Shoe Co.) 


69 Hommond Street, Worcester, Mass. (Formerly at Westboro, Mass.) 





Concentrate 
Your Buyins 
AT THE 


MARBRIDGE BUILDING 


Here you have the 
greatest continuous 
display of Men's, 
Women's and Chil- 
dren's Shoes, Play 
Shoes and Slippers 
in the country. 





Mountain States Association Organized 





at the Denver meeting when the new 
association was organized. 

Indicative of the area to be covered 
and also the wide-spread interest by 
traveling men in the new organization, 
is the fact that widely separated geo- 
graphic lecations were represented. 
Present at the initial meeting were two 
traveling men from Caspar, Wyoming, 
and others from Salt Lake City, Utah; 
Albuquerque, New Mexico; and Colo- 
rado Springs. It is expected that the 
membership will reach 100 at an early 
date. 

The organization has taken steps to 
join the Denver Association of Com- 
merce. Officers taking part in the or- 
ganization meeting appeared in a news 
broadcast sponsored by the Denver 
Post on the evening of October 9. 

The following directors were elected 
for a term of one year: C. W. Carpen- 
ter, Denver; Sam Minter, Cheyenne, 


The newly elected officers and directors of the Mountain States Shoe Travelers Wyoming; James Webb, Denver; Nor- 
Association, seated (left to right): R. E. Schuster, Frank M. Phillips, Walter J. = man C. Kehl. Colorado Springs, Colo.; 
Carty, Norman C. Kehi. Standing (left to right): James Webb, Sam Minter, Gene 4 Gene Tober. Denver. 


Tober, and C. W. Carpenter. 


CHICAGO—A new traveling men’s its membership from all of the Moun- 
organization, the Mountain States Shoe tain states. Officers are E. R. Schuster, 
Travelers, was formed in Denver re- president: F. M. Phillips, vice-presi- 


New Shoe Department Opened 
SHAWNEE, OKLA.—Greene’s new wo- 


cently and has become affiliated with dent; and Walter J. Carty, secretary- men’s shoe department opened here re- 
the National Shoe Traveler’s Associa- treasurer. Plans are under way to hold cently. Harry Sheftel is the owner. 
tion, Norman N. Souther, secretary- two shoe shows, one in the Spring and A pair of 51 gauge, 15 denier hose was 


treasurer announces. one in the Fall. 


The new association, incorporated 


given with every shoe purchase on open- 


Mr. Souther and Harry J. Evans, ing day. Nationally advertised shoe 


under the laws of Colorado, will draw president of the N.S.T.A., were present brands are featured. 


134 


Boot and Shoe Recorder 








Obituaries 





Arthur Adler 


New York—Arthur Adler, president 
of the Adler Shoe Company which op- 
erates a chain of twenty shoe stores 
in the Metropolitan New York area, 
died suddenly on November 2 while 
attending a theatrical performance in 
this city. He was 55 years old. 

Mr. Adler succeeded to the presi- 
dency of the firm in 1946 upon the 
death of his brother, Jesse Adler, who 
used the radio and such comedians as 
Henry Morgan to popularize his chain 
of stores. 

The original Adler shoe store at 
Third Avenue and 125th Street was 
established forty-four years ago by 
their father, Jacob Adler. Jesse Adler 
became president in 1911, and the 
original enterprise has grown to be one 
of the best known chains in the coun- 
try. 

He made his home at the Essex 
House, in this city and in, Norwalk, 
Conn. 

Surviving, besides his brother, are 
his widow, Mrs. Florence Brooks Ad- 
ler; a son, Richard Adler, and four 
sisters, Mrs. Milton Lipper, Mrs. Ben- 
jamin Lindeman, Mrs. Jack Freedman 
and Mrs. Howard Myers. 





Harold M. Ness 


BALTIMORE, Mp.—Seized with a heart 
attack as he was boarding a train to 
go to Chicago for the National Shoe 
Fair, Harold M. Ness, vice-president 
of the Swan Shoe Company and in 
charge of sales and advertising for that 
company, died almost instantly on the 
evening of Oct. 23. Thus passes from 
the shoe industry one of its most 
capable and popular sales executives. 

Mr. Ness, who was 48 years old, had 
been with the Swan Shoe Company for 
18 years. In addition to his work as 
an executive, he covered accounts in 
this city, Norfolk, Philadelphia and 
other nearby points. Earlier in his 
business career, he had been associated 
with his father in the manufacture of 
harness, horse blankets and kindred 
lines. 

He was born and raised in this city, 
attending the public schools and later 
Johns Hopkins University. His home 
was at 329 Dixie Drive, in the suburb 
of Towson, Md. 

Mr. Ness is survived by his widow, 
Mrs. Anna U. Ness, and two children, 
Mrs. George Black, Jr., cf Baltimore, 
and Harold M. Ness, Jr., at present a 
student in college. 





Joseph C. Fink 


St. Louis—Joseph C. Fink, a mer- 
chandise executive of Edison Brothers 
Stores, died here recently of leukemia. 
He was 41. 
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the STEADY PROFITS osreneo ® 








@ Deluxe pleated soft toe ballet 
in black or white kid, unlined. 





























“BEST Full sole student ballet (not illus- 
IN BALLET trated) in black or white kid. 

Unlined, style 11.-......... $1.85 

Same, lined, style 13........ 2.00 


@ New, improved light-weight 
construction, Prima over the toe 
“Master Taps” included, in black 
patent or white leather, style 17. 
Child’s, 814/12, one width. . .$2.50 
Misses’, 1214/3, A& C widths .$2.75 
Girls’, 3124/9, AA & B widths. . $3.00 





TOPS IN TAPS 








@ Acrobatic sandal in fawn, black, 
white or red suede, style 1.. .$0.65 


There is a service charge of 10c¢ per pair 
on orders for less than 12 pairs of a style. 
Terms -— net 30 days. 


*HANDMADE - HAND-LASTED 





I 
OBATIC 


SANDAL 


PRIMA, Ine. 
705 Ann Street + Columbus 6, Ohio 









COMMENDED 
PARENTS 
MAGATINE 






Faat-Myaleons. te the Nour Gonesation’ 





Mr. Fink had been a member of the David O. Miller 













Edison organization for approximately 
20 years, the last three in the St. Louis 
headquarters. Previously he had been 
regional supervisor for Edison in the 
Detroit area and had also worked for 
Edison in Cleveland and Philadelphia. 

Surviving him are his widow, Mrs. 
Dorothy Fink; two children; his 
mother, Mrs. Lena Fink, of New Bri- 
tain, Conn.; and nine brothers and two 
sisters. 

Funeral services were conducted by 
Rabbi Ferdinand M. Isserman of St. 
Louis, with burial in Grand Rapids, 
Mich. 


JUNCTION CrTy, KANsAS—David O. 
Miller, 52, who was associated in the 
management of the Cowen Shoe Com- 
pany, died October 15 at the city hos- 
pital. He had become critically ill at 
his home October 12. 

He was born December 8, 1895, at 
Kanopolis, Kansas, and following ser- 
vice in World War I, became a sales- 
man for the Fleming-Wilson Mercan- 
tile Company, later the Fleming Com- 
pany. He was with this firm until a 
few years ago. As a salesman, he had 

[TURN TO PAGE 139, PLEASE] 
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RALPH L. COHEN 


invites you to see 
7 
lo 


The NEW Shoes that have 
EVERYTHING! 


Price Appeal 
Advance Spring Styling 


Super Promotion Features 


Don't fail to see JOGGINETTES 
at the Commodore Hotel—Room 1219 
November 29th thru December 2nd 


JOGGINS, INC. 


368 Waies Avenue, New York 54, N. Y. 





30¢ doz. $3.00 gross 


209 S. STATE ST. 





BRIGHT CHRISTMAS WINDOWS 


with colorful cards and price tickets 
IN-STOCK NOW for early delivery 


WINDOW CARDS 


in red, green & gold, 
As Illustrated 


8" x 14" 
eter tet Slippers 
$1 ea. 3 for $2.25 Je Lempot 


Slippers 
PRICE TICKETS fot sase 


In matching colors and Give them for Christmas 
other Xmas designs Theyre sure to please. 








102 prices in-stock | Jd i 
CARD HOLDERS “ae | 


Natural wood finish 
$2.10 ea. 


while they last 























WRITE TODAY l= 





for Xmas circular and sample tickets 
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MERCHANT'S SERVICE DEPT. X. 


CHICAGO 4, ILL. 








Kidskin Exhibit Attracts Big Attendance Shoe Department Changes 





Announced by Macy’s 


NEw YorRK—The appointment of 
Miss Martha Bloom as department man- 
ager of Little Shop shoes for Macy’s, 
New York, effective October 25, has 
been announced by Murray Graham, 
vice-president. Miss Bloom was for- 
merly senior assistant department 
manager of Little Shop shoes and mod- 
erate priced shoes. 

Effective the same date, Franklin 
Strauss, formerly associate department 
manager of lower priced shoes, was 
appointed department manager of mod- 
erate priced shoes. 

Miss Bloom came to Macy’s in March, 
1934, and in September, 1944, she be- 
came assistant department manager of 
women’s slippers, rubbers, and play- 
shoes. In 1946 was appointed assistant 
department manager of Little Shop 
shoes and moderate priced shoes. 

Mr. Strauss joined Macy’s in Decem- 


New York.—Among the most widely attended exhibits yet held in the New der, 1944, as assistant department man- 
Haven Railroad's current "Main Street, New England" display, set up in the bal- ager of women’s moderate priced shoes, 
cony of the Grand Central Terminal's upper level, was that of The Kidskin Guild. and in October 1947, was promoted to 


The exhibit included finished kid leather and merchandise made of kid, the eight 
steps in tanning kidskins and the ingenious machine used in determining the foot- 
age of each tanned skin. An interestingly written booklet, describing the history = 


and uses of kid !cather, was distributed. 


the post of associate department man- 


Mrs. Peggy Weiss, a graduate of 
the University of Michigan in the class 





Kinney Opens New Store 


Campbell Avenue. 


The company her- of 1943, has been named acting mar- 
alded the opening of the newest store ket representative for millinery and 


ROANOKE, Va.— Kinney recently in its retail chain with a half-page ad- women’s and children’s hosiery and 
opened a new shoe store here at 10 vertisement in the Roanoke papers. footwear, both upstairs and downstairs. 
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About Shoe People 


Max W. Cinnemon and Dr. Car! Feld- 
horn have just opened up their second 
orthopedic shoe store at 6730 Hollywood 
Blvd., Hollywood, Cal. They are carry- 
ing all national advertised brands of 
orthopedic shoes for men, women and 
children. 

Jack S. Hood has been named mana- 
ger of the new Bunte Shoe Salon at 9 
East Maple Road, Indianapolis. This 
store is the first to open for business in 
the new shopping center nearing com- 
pletion at Maple Road and Meridian 
Streets. 

The Navy Point Stores, Inc., of West 
Pensacola, Fla., has appointed Ralph 
Tew as manager of the ladies’ shoe de- 
partment. Mr. Tew was formerly with 
Sears as manager of their shoe depart- 
ment. 

S. P. McClanahan has made his West- 
ern headquarters in Suite 621, Hotel 
Lankershim, Los Angeles. He covers 
from Kansas City West for the Muni- 
cipal Shoe Co. of Brooklyn, N. Y. 

Wiley Cochran, formerly located in 
Illinois, has opened a children’s shoe 
store under the name of Tots and Teens 
Bootery in the exclusive beach city of 
Corona Del Mar, Calif. 


* * * 


W. E. Barnett, veteran shoe dealer, is 
now manager of the shoe department at 
Shamberg’s Clothing store in Hutchin- 
son, Kansas. Before joining Shamberg’s 
he was with the C. R. Anthony Clothing 
store in Hutchinson. 

The 67-year-old shoe man has been in 
the shoe selling business off and on 
since 1901, having begun his shoe career 
in Salem. Indiana, 47 years ago. 


= « 


Albert R. Schwarz has 
shoe buyer for Raphael’s Department 
Store, New Britian, Conn. Mr. Schwarz 
was formerly buyer for Joseph’s, In- 
diapolis, and has been connected with 
Saks Fifth Avenue. New York, and 
Chas. A. Stevens, Chicago. He is a 
graduate of Northwestern University. 
Appointment was effectve Oct. 28 


been named 


* _ = 


Harold A. Link has been appointed 
shoe buyer and department manager of 
Taft’s, 104 N. High St., Columbus, 0O., 
it has been announced by C. E. Hollo- 
way. general manager of the store. 


* * * 


J. W. Roth, Barberton, O., has been 
appointed manager of the Akron branch 
of the W. L. Douglas Shoe Co., Brock- 
ton, Mass. Roth, in the retail shoe busi- 
ness for 15 years, was formerly affiliated 
with the King Shoe Co. in Akron as 
branch manager, but for the last several 
vears he has operated a shoe store in 
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Vioree. _. THE WORLD'S MOST COMPLETE 


SHOE FORM SERVICE! 


140 selections for just 
the right style and color 

. Complete Flexibil- 

.. ity forwide fitting range 


without distortion 


5 HEEL 
High 
Cuban 

5. Flat 


ENTIRE SHOE / 
INDUSTRY / 
: ae Never any 
strong flexib 


est distortion of 


(. 8. PRERCE COMPAN 


— Spec ‘alties for THE 


ON DISPLAY—Popular Price Shoe Show of America. 
1 Hote: 


Booth Ne. 


West Cleveland. Vincent Gless, a life 


resident of Akron, has been appointed 
Roth’s assistant. 
Frank Siragusa, for many years with 


Store in Buffalo, 
the management 
Shoe Shop. Inc., 


- Hotel Building. 


Burke’s Enna Jettick 
N. Y., has taken over 
of the Buffalo Stetson 
located in the Statler 


Charles Lutrun, formerly assistant at 
Rosenberg’s Shoes in the northwestern 
Detroit suburb of Redford, has been 
promoted to manager. He succeeds 
Lewis Gabe. who was named manager 


HEIGHTS 1 
3. College 
4. Play Shoe 


risk of distorting 





YOUR CHOICE... 
3 TYPES 
1. Regulat Ankle Ferm 
2. Streamline Ankle 
Form 
3. Low Ankle Form 
1. Plain Toes 
2. Toe Peeps 
Open Top 
2. Closed Top 


s 
12 ATTRACTIVE COLORS 


fi \ 
Vionee FORMS “CONFORM” FLEXIBLY 


r shoes Pierce's lig 


g you 


ity assures wide fitting: range with never t 


your styling 


) BROCKTON 0.2, 
MASSACHUSETTS 
ENTIRE SHOE INDUSTRY Since 1872 


November 28-December 2. New York City— 


Commodore 


e new leased lepartment in the 
down town Sax-Kay store take 2n over by 
Arthu - Ri sen 


of the 


nberg recently. 


John K. Leib and George B. Brougher, 
both trained in the Dr. Scholl School in 


Chicago, have opened their own Dr. 
Scholl Foot Comfort Shop at 30 South 
Fourth Street, Harrisburg, Pa. 

Burden, Smith and Company in Ma- 
con, Ga., announce the addition of R. E. 
“Gene” Stembridge to their shoe de- 
partment. Mr. Stembridge has had 40 


vears of experience as a shoe salesman. 
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py Lin Gendiae / 


The smart styling of this fine suede and 
leather Roman-type sandal for men is attracting 
customers and increasing sales for Lion dealers 
Lilceltlolslolti min -mael liam 
It's saddle-stitched with composition sole and PN atibtigelare 
cushion-cork platform. Colors: wine, blue, 
suntan or brown. = 1965. Sizes 6-12. 


for cefaris on 


this and 


other mastercraft sandals today 


5a, Sandals 707 BROADWAY - NEW YORK 3,N. Y. 


inc, 


See our beautifully 
styled women's and chil- 
dren's sandals at our showroom 











For Dance Footwear 
DEPEND ON 


AN OLD ESTABLISHED 
BALLET MAKER 


SOFT TOE BALLET 


Fully lined, short soles, 
pleated toes. Hand 
me... « Ate DD 
width. Full and half 
sizes, 8 small to @? 
large. White or Black. 


$2.15 


PATENT LEATHER 
TAP SHOES’ 


Genuine black patent 
leather with wood heel. 
A onc C width. Sizes, 
12 to 9% Net, in case 
lots of 36 pairs. 


$2.75 
NATURE SANDALS 


Mellow chrome - split, 
heavy soles. In Black 
or Fawn. Full and half 
sizes. 9 small to 9 


arge. Tee 


Look to Leo for Nationally 


Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. 


32 W. Randolph Chicago 1, Ill. 

















Light Buying at 
Michigan Shoe Fair 
[CONTINUED FROM PAGE 120] 


Michigan Shoe Retailers’ Association; 
James Wilson, first president of the 
old Detroit Retail Shoe Dealers’ As- 
sociation; and Steven J. Jay, newly- 
elected director of the National Shoe 
Retailers’ Association. 

Outstanding formal meeting was 
held at noon, Nov. 1, in the grand ball- 
room of the Hotel Statler, with a 
luncheon for both travelers and re- 
tailers. Head table guests included 
Richard J. Schmidt, past president of 
the Michigan Retailers, who acted as 
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toastmaster; Clyde K. Taylor, Ralph 
Terbile, Samuel S. Weiss, George H. 
Lawson, Steven J. Jay, Howard Pres- 
ton, Curtis Johns, and H. F. Reves of 
Boot AND SHOE RECORDER. 

Principal speaker was Dr. Ralph L. 
Lee of General Motors’ Department of 
Public Relations, who made a return 
engagement following last year’s ap- 
pearance. On Tuesday night the Shoe 
Travelers’ Club was host at a stag 
party. 


This Little Lady Is Going 
To Get a Lot of Shoes 





Philadelphia—Because she was born 
on Nov. 21, 1947, the date Goldstein's 
Juvenile Footwear was opened at 448 
E. Wyoming Avenue, this city, Reenee 
Sobel, it has been decided by S. Gold- 
stein, is going to be given a pair of 
shoes on every birthday—for life. All 
this is part of the store's celebration 
of its first anniversary. 





Traveling Salesmen Form 
New Association 


CHIcaco—An association to guard 
and guide the interests of traveling 
salesmen in a variety of fields has been 
organized in Chicago. Known as the 
Joint Bureau of Salesmen’s Associa- 
tions, the new organization includes the 
National Shoe Traveler’s Association, 
the National Association of Women’s 
and Children’s Apparel Associations, 
and the National Association of Men’s 
Apparel Clubs. 





GET FOOT COMFORT WITH 


WNL hoida ~ 


Make walking a pleasure! Try wi, 
these famous feather-lite, Cali- 
fornia-made Foot Balancers. They 
give amazing foot comfort! Worn 
in shoes. Recommended by doc- 
tors and nurses. Sold in shoe 
stores and shoe departments. For 
men, women, children. Demand 
BURNS CUBOIDS! 


For Name of Your Dealer Write 









a, Ree US 


‘Te Pat of 


BURNS CUBOID CO., SANTA ANA, CALIF. 


MILLIONS OF PEOPLE 


Many of them YOUR CUSTOMERS have 
seen the above ad in American Weekly, 
Good Housekeeping, in medical journals 
and over the signatures of the nation’s 
best stores. They will be expecting you 
to carry CUBOIDS. Why don’t you? For 
a possible franchise on this profitable 
service addition to your shoe department, 


write 
Burns Cuboid Co. 
Santa Ana California 
































The office of president will be a ro- 
tating one, with a change every four 
months. Duke Harris is the first presi- 
dent and Ellis Jarman, vice-president. 
Two men from each association are 
represented with Harry J. Evans, 
president, and Norman N. Souther, 
secretary-treasurer, from the National 
Shoe Traveler’s Association. 

George K. Dahl, of New York City, 
will handle publicity for the organiza- 
tion; Marshal J. Mantler, of Atlanta, 
Ga., is executive director; Andrew 
Federline is the Washington represen- 
tative, and Earl Susman, of St. Louis, 
attorney. 
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Obituaries 


[CONTINUED FROM PAGE 135] 


made a wide circle of acquaintances 
throughout this part of the state. 

He was a member of the American 
Legion and past commander of the 
Earl C. Gormley Post in Junction City. 
At the time of his death, he was serv- 
ing as chairman of the house commit- 
tee for the Legion hall. He has been 
a member of the U.S.O. board, the Sal- 
vation Army board, and was active in 
Community Chest, Red Cross and bond 
drives. 

Other organizations in which he held 
membership included the Masonic lodge 
at Ellsworth, Kansas, I.0.0.F. and the 
Junction City Lions’ club, having serv- 
ed as a director of the latter, and last 
year as first vice-president. 

He is survived by his widow, Mrs. 
Jessie Miller; and a sister, Mrs. Ira 
Griese, of Kanopolis. 





Thomas R. Swanton 


ROCHESTER, N. Y.—Thomas R. Swan- 
ton, traveling shoe salesman:for many 
years, died Oct. 9 at his home here of 
a heart attack suffered several days 
after he celebrated his 72d birthday 
and 28th wedding anniversary. 

In the past year, he traveled through- 
out New York and Pennsylvania for 
the Gardiner Shoe Co. of Gardiner, 
Me., and for five years before that he 
was with Knipe Bros., of Ward Hill, 
Mass. The greater part of his life 
was spent traveling in the South for 
the A. M. Creighton Shoe Co., of Bos- 
ton. 

Intimate with Republican leaders in 
Rochester, he was popularly dubbed the 
“mayor of Rockingham St.” 

Surviving are his widow, Mrs. Bea- 
trice Kuder Swanton, and a brother, 
William Swanton of Rochester. 





Cyrus W. Campbell 


KANSAS City, Mo.—Cyrus W. Camp- 
bell, 61, a wholesale shoe salesman for 
25 years, died recently at St. Luke’s 
hospital in Kansas City. He had 
traveled in the Kansas City area for 
a quarter of a century, and was active 
in association work. 

He was a member of the Masonic 
lodge of St. Joseph, Mo., and of the 
Country Club Methodist church in 
Kansas City. 

Surviving are his widow, Mrs. 
Blanche Colvin Campbell; a niece, Miss 
Nancy Campbell; a daughter, Mrs. 
Betty Camp Arnold; and a grandson. 





Herman G. Meldola 


ROCHESTER, N. Y.—Herman G. Mel- 
dola, 86, who was senior member of 
the old Meldola & Coon Co. here from 
the time it was founded in 1890 until 
1913, died recently after a long illness. 

The firm is now the Wilbur B. Coon 
Co. 
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After his retirement, Mr. Meldola 
purchased a tract of land on the east 
side of Lake George, where he built 
a subdivision of Summer cottages. 

Surviving are two sons, Arnold R. 
Meldola of Rochester; and Frederic C. 
Meldola of Allentown, Pa. 





Nathan Rosenthal 


WILKES-BARRE, PA.—Nathan Rosen- 
thal, 71, president of the Rosenthal 
Shoe Manufacturing Co., and owner 
of the London and Liverpool Shoe 
Store for 45 years until 1946, died at 


his home here Oct. 25 after a short 
illness. 

Mr. Rosenthal discontinued his store, 
which sold children’s footwear, to en- 
gage with his son, Samuel, in the 
manufacture of children’s shoes in 
1946. The deceased was one of four 
founders of Temple Israel and a mem- 
ber of its board of directors. 

In addition to his son, he is survived 
by his widow, Mrs. Rose Rosenthal; a 
daughter, Beatrice; two grandchildren; 
and two sisters, Mrs. Maurice Gaert- 
ner and Mrs. Simon Miller. 
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Co-captains of variouus Shoe and Leather Divisions of the Combined Jewish Ap- 
peal meet at luncheon in Boston to report results. Left to right, seated: P. Kervin 
Goldman, Edward Cohen, Jack Ansin, Myer Saxe, Alfred Morse and Si Hellman. 
Standing: Herbert Agoos, Archie Kaplan, Kivie Kaplan and Murray Bernstein. 


BostoN — The problems of Israel. 
particularly those of caring for the D 
P’s arriving there, were vividly detailed 
by Captain Alex Albala of the Israeli 
Army at a recent luncheon meeting of 
the Shoe and Leather Industry co-cap- 
tains for the Combined Jewish Appeal. 
Captain Albala’s accounts of the sacri- 
fices made by the people of Israel, even 
to the giving of their lives on behalf 
of these unfortunates emphasized to his 
hearers the vital necessity for all-out 
support of the appeal. 

Thirty members of the Upper Leather 
Team were present at the meeting, held 
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at Dinty Moore’s restaurant. In addi- 
tion to Captain Albala’s address, they 
heard a stirring appeal by Louis Sal- 
vage, national chairman for the Shoe 
and Leather Industries. The meeting 
was in charge of Boston’s co-captains, 
Herbert Agoos of the Allied Kid Com- 
pany and Kivie Kaplan of the Colonial 
Tanning Company. 


New Wise Store Planned 


NEw York—Announcement has been 
made by L. A. Schoen, operating direc- 
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tor of Wise Shoe Stores, Inc., of New 
York City, that space for a new Wise 
shoe store has been leased at 6310 West 
Seven Mile Road, Detroit, Mich. 

This is the second Wise store in De- 
troit, the other one being located at 
1420 Woodward Avenue. The new store 
will stock the complete line of Wise 
shoes and accessories. 


Business Peak Becomes 
Plateau on West Coast 


Los ANGELES, CALIF.—The exception- 
ally high peak reached by the business 
index in August as compiled by the 
Research Department of the Security 
First National Bank was not main- 
tained in September. Nevertheless, the 
index remains moderately above any 
point attained prior to August. 

However, there are indications that 
retail sales are leveling off. This year’s 
gain of an estimated 7 per cent com- 
pares with 19 per cent in 1947 and 
36 per cent in 1946. Additional evi- 
dence is provided by data on taxable 
sales, which show that during the first 
half of 1948, retail sales locally were 
at about the same level as in the last 
quarter of 1947, seasonal factors con- 
sidered. 

This rounding-off of the local retail 
sales trend is similar to that occurring 
in other parts of California and in 
the United States generally. 
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Variety of Colors 


Featured for Fall 


LINCOLN, NEB.—Bronze and pewter 
colors and the little, shaped heel were 
fashion news in women’s shoes which 
caught the attention of spectators in 
Lincoln’s 27th annual Fall Fashion 
Opening Window Display Night and at- 
tracted a record-breaking crowd of 
more than 100,000 window shoppers. 
Windows were unveiled promptly at 
7.30 p. m. upon the signal given by a 
police cruiser screaming down “O” 
street with siren wide open. 

Tom Healey, sales promotion mana- 
ger of Gold & Co., department store, 
was chairman of the retailers’ commit- 
tee in charge of the event. Fred Wells, 
president of Wells & Frost, Lincoln’s 
largest family shoe store, was the only 
committee member who was also a 
member of the first committee in 1921. 
He pointed out that comparison of 
fashion ads of 1921 and the styles dis- 
played in the Fall opening showed the 
styles to be much alike, except for shoes. 
They were still high-topped for men in 
1921 and just becoming lower cut for 
women. 

Shoe stores and departments put spe- 
cial effort into their window trims for 
the 1948 Fall event, with fashion em- 
phasis on the shape of the heel instead 
of the height to imply fashion-rightness. 
The shaped, spindly heel was shown in 
four heights, from barely high to very 
high, in leather for day and in colored 
velvet and brocade for night. A new- 
comer was the country pump in darkly 
polished leather. Mannequins in the 
windows depended on height of heel, 
delicate and curving, to complement the 
length of the skirt. 

At Hovland-Swanson’s high style 
store, where George McLaird is shoe 
buyer and Herbert Dorn display mana- 
ger, all six windows were given over to 
a collection of dresses, evening gowns. 
suits and coats especially designed for 
the store’s Fa!l opening by Norbert 
Jay, in “Golden Russet,” a color cre- 
ated for Hovland’s and to be used exten- 
sively in Fall promotion. Shoes and 
other accessories used in the ensembles 
were dyed to match the new color. 


The “Elegant Look” was the theme 
featured by Hovland’s, and the shoes 
chosen for the promotion were opera 
pumps and French oxfords, with 
matching bags, in both high and mid- 
heels, and in black, brown and blue 
suede; brown grey and green cobra; 
black and brown calf, and grey suede. 
These were in the $25 price category. 
Also featured was a bronze cobra high- 
heel sling which was stocked in pol- 
ished grey and black cobra, too. 


Miller & Paine placed fashion em- 
phasis on bronze and pewter metallic 
tones in a slim-heeled low cut shoe of 
lizard with criss-cross straps, in the 
$22.95 price class, and matching lizard 
bags at $40. Browns and blacks also 
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were shown in the windows in ensem- 
bles. Window theme was “Foretaste of 
Autumn 1948.” 

Dan Haney, co-owner of Haney’s 
Shoe Store, reported that his windows 
were unusually effective as traffic-stop- 
pers. There were two windows for 
men’s shoes, one showing a football 
stadium background with a composite 
panel of enlarged photographs depicting 
a football team, band, crowd and cheer 
leaders. There was also a panoramic 
picture of University of Nebraska’s 
1948 football squad. On the window 
floor was a playing field tilted at a 
slight angle to serve as a display prop 


for Scotch grains and heavy-soled col- 
legiate styles of shoes. The playing 
field prop was complete, including yard 
lines and goal posts. 

The second window had a miniature 
figure of an old craftsman, about 2 ft. 
high, seated at his bench and working 
on a pair of shoes. A simulated win- 
dow in the background gave a view 
through lattice-work of a photograph 
of a shoe factory. 

Haney’s also had two women’s win- 
dows, both set up with green frames 
mounted in a perpendicular series and 
each framing a display of shoes in the 
latest Fall fashions. 
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Shoe Industry Has Progressed Little in Developing Market Potential, 
Declares Speaker at Boston Conference on Distribution 


Boston, Mass.—Stressing the fact 
that more intelligent and more consis- 
tent and compelling merchandising ef- 
fort is necessary now that the seller’s 
market has passed into the limbo of 
forgotten things; that traffic conges- 
tion and the development of housing 
centers far removed from the larger 
cities will tend to bring about radical 
changes in store location; that mass 
production, to which this country is 
geared up, cannot long continue to up- 
hold the current standard of living if 
it is unaccompanied by mass distribu- 
tion, prominent speakers at the late- 
October Boston Conference on Distri- 
bution took sales executives to task for 
10t having yet recognized the funda- 
mental truth that things are not as 
they once were. 

Even the shoe industry came in for 
its share of criticism. Speaking on The 
Trend in Consumer Purchasing Power, 
Arno H. Johnson, vice-president of and 
director of media and research for J. 
Walter Thompson Company, New York 
advertising agency, took as his thesis 
the fact that “the real disposable in- 
come of our population after taxes and 
ineluding full correction for increased 
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prices, probably will reach in 1949 a 
level 50 per cent or more above 1940”; 
that consumers, therefore, “will have 
the purchasing power ability to buy 
and consume over 50 per cent more 
physical goods and services than in 
the last full year before we entered 
the war”; and that “as we come into 
a buyers’ market the new market po- 
tential indicated by the shifts upward 
in income groups of families are a 
vital key to increased sales.” 

He then pointed out that in 1941, 
men With incomes under $1,000 bought 
1.4 pairs of shoes per year; those with 
incomes from that figure up to $3,000 
bought 2 pairs per year; those with 
incomes in excess of $3,000 bought 
2.3 pairs; and that women in similar 
income groups, bought 1.6, 2.5 and 3.3 
pairs respectively; and deduced from 
these figures that “the shift in income 
groups from 1941 to 1948 would re- 
quire the purchase of at least 15 per 
cent more pairs of shoes per capita if 
the men and women were to take on 
the shoe consumption habits of the in- 
come group into which they moved, 
and there would be a further increase 
in average quality demanded.” 


“The level of discretionary income is 
high enough,” he said, “to supply suffi- 
cient purchasing power for this in- 
creased consumption at the increased 
shoe prices. The decision is up to the 
consumer, and demand must be created 
before the increased market potential 
can be reflected in sales. Actually 
the shoe industry has shown little 
progress in developing this increased 
market potential. Per capita produc- 
tion of shoes is near the pre-war levels. 
and in spite of much higher prices, 
the shoe retailers are securing a small- 
er share of the total retail sales than 
pre-war.” 

Whereas, in 1929, he said, retail shoe 
sales were 1.67 per cent of total retail 
sales; in 1939 they were 1.47 percent; 
in 1947 they were 1.30 per cent; and 
in the first eight months of this year, 
they were 1.19 percent. 

In describing The Road Ahead for 
Distribution, Alfred Schindler, presi- 
dent of Alfred Schindler Co., St. Louis, 
argued that “distributors must once 
again turn their attention and efforts 
to the wise selection of products and 
lines and to the vigorous and intelli- 
gent selling and servicing of them... 
quality, variety, quantity, service, price 
—all these will be the consumer’s 
measuring rod in the future—the ‘test’ 
on which repeat orders will depend.” 

It was a banker, Paul Mazur, part- 
ner in Lehman Brothers, New York, 

[TURN TO PAGE 145, PLEASE] 


Boot and Shoe Recorder 

















RETAIN THAT 





NARROW HEEL! 













W hy use an old fashioned Shoe Horn 
and spread that counter? 


_SKOOP 


Pat. Ne. 90286 


THE PRACTICAL SHOE HORN 


or Write Us 


Adopted by Leading Retailers | 
For Sale Only by 


WOOLMANandROBLES 


61 East 11th Street, 


Wo. 9886 Men's 
Shearling 
Bark Tan. 


Wo.9885 Women's 
—Same as above 
Full Sizes 4-9. 


: 
Fs 


At your | 


Jobbers Exhibiting: 


Direct | 


New York 3, N. Y. 








GERDA 


Genuine 


Sole. Full Sizes 6-12 


Lined Boot. a pe ie” 
Hard Leather a Be 


$3.25 






NewYork City Nov. 28-Dec.2 Room 1273 


GERD 


IMPORTERS ¢ 
158 DUANE STREET, NEW YORK 13,N. Y. 


YOUR BEST BET 
FOR GREATER 


SLIPPER PROFITS 


2 nm ay 
ae 
_ 


— 


We. 730 Men's Opera, 

Dork Brown Genuine 

Shearling Lined Hard 

Leather Sole 

Full Sizes 6-12 
$3.25 

Wo. 731 Bark Tan 


Commodore 


FOOTWEAR 
COMPANY INC. 


EXPORTERS 














Prices Remain Firm at Guild Opening 





Spring Event Featured by Buying on Sixty-Day Basis— 
Late Easter Cited as Favorable Sales Factor 


NEw YorRK—Buying was done on a 
60-day basis with prices remaining firm 
at the main Spring opening of The 
Guild of Better Shoe Manufacturers 
which was held here during the week of 
Nov. 1, with retailers and manufactur- 
ers optimistic over the prospects of a 
good Spring business in better grade 
footwear which is now being purchased 
for January and February delivery. 

“Prices will remain at the present 
level, about the same as last year, irre- 
spective of higher operating costs and 
the extra costly details in the new shoes 
which will give the consumer more for 
her money this Spring,” said Louis 
Sachar, president of the guild, and vice- 
president of M. Wolf’s Sons, Inc. 

“Business looks promising,” he said. 
“Buyers already here have placed sub- 
stantial orders. Since inventories of 
better shoes are in a healthy condition, 
buyers have a three-fold buying objec- 
tive: (1) to buy shoes with new style 
ideas, (2) to buy a variety of types and 
colors for today’s necessary balanced 
style stock, and (3) to buy promotional 
shoes since there will be an increase in 
promotional efforts on _ shoes this 
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Spring.” 

“Extra dollars are available for shoe 
purchases,” stated A. H. Bogutz, presi- 
dent of Newton Elkin Shoe Co., and a 
director of the guild. “With the dis- 
posable income greater by 11 per cent 
for Spring 1949 than for Spring 1948 
we believe the shoe business will get 
some of this money. An additional plus 
is the fact that Easter comes as late as 
April 21. Therefore, the selling season 
for Spring 1949 shoes will be longer 
than during most years when Easter 
was much earlier.” 

The collections register as important 
dressy, delicate-looking shoes, the re- 
turn of the extremely sandalized style. 
many platforms, and a great deal of 
color. The opened-up influence is the 
dominant note, particularly significant 
since the current Fall season has been 
considered a closed shoe period. The 
relative position of the closed and the 
open shoe varies, dependent upon the 
store and the locality. However, the 
closed toe shoes that are best endorsed 
have cut-outs and opened-up areas, 
many with open shanks and low scooped 
vamps. 


“The light, airy appearance of shoes 
is a main factor in Spring shoe styles,” 
said B. D. Schwartz, president of 
Schwartz & Benjamin, Inc., and a di- 
rector of the guild. 

I. E. Grossmann, director of the man- 
ufacturing divisions of I. Miller & Sons, 
Inc., reports dealers are buying both 
closed and open toe shoes, both with a 
very open feeling. “Our dealers are in 
need of new trend shoes,” he said. “To- 
day’s keynote is the fact that the quality 
shoe business does not force upon the 
consumer any new look in shoes. Re- 
tailers are buying new looks in both 
closed and open types, the designs in- 
spired by signals from Spring apparel- 
Retailers must be more on the alert to- 
day since women demand the last word 
in style, better selection, top standards 
of quality and additional store services. 
Retail surveys substantiate the fact 
that the supply of the better shoe is 
still below the demand.” 

The principal style accent is upon 
the shoe with narrow strips or straps. 
used functionally or as a pattern detail. 
Straps in single, double or multiple ver- 
sions are crossed, intertwined or used 
horizontally. The ankle strap continues 
in new forms. The pump leads the ex- 
tensive variety of patterns, followed by 
the sandal. Patterned pumps register, 
with a relatively minor number of 
opera bumps in evidence. Many lines 
feature sandals with laces or straps in 
the Empire manner, an _ inspiration 
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highlighted in Spring garments. The 
town shoe rates high, especially pumps 
and straps for wear with Spring’s 
suits. It has soft instead of tailored 
detailing. This is where a new square 
toe is seen. 

The area for design consideration is 
not alone on the vamp. Attention is 
given the instep with a number of new 
patterns launching ladder-like bands up 
the instep or strippings in the criss- 
cross manner. Backs have been given 
special design interest as have some 
heels. The throatline of many shoes is 
also changing. A squared dress neck- 
line has been borrowed by shoes. A new 
folded throat makes an appearance. So 
do low throats. 

With the feminine mood endorsed by 
all guild firms, the predominating de- 
tails on the new shoes are filigree, leaf- 
like and lattice cutouts, stitching, pip- 
ing, lacing, knots, button trims, scal- 
lops, embroidery and a small amount of 
jewel touches, principally cut steel 
beads on vamps, heels or platforms. 
Some Colonial type buckles and orna- 
mental ideas built into shoes are in 
many collections. The details have 
custom-make characteristics. 


Platform Still Important 


The platform returns to a position 
of importance, principally in % and 
%-inch heights. A. F. Elliott, a vice- 
president of the guild and of Palter 
DeLiso, Inc., estimates 35 to 40 per 
cent of the Spring shoes in his line will 
have platforms. Commenting upon the 
platform status, Seymour Troy, presi- 
dent of Setroy, Inc., said: “The added 
height and comfort will keep platforms 
in for daytime wear just as the grace 
and slenderness will keep in the single 
sole shoe.” The moderately curved 
Louis heel continues in high and me- 
dium versions with the curved influence 
extending into the walking heel. A 
lower-than-medium heel, 1% inches, 
makes its debut. Retaining its key spot 
is the medium heel dressy shoe. 

The strong position of navy is noted 
in all guild lines. Brown and cocoa 
loom up. A copper color, beige, green 
and grey are recognized high style fac- 
tors. The shoe emphasizing tone on 
tone has a limited but an extremely 
high color score. Accessories to match 
colorful shoes are considered a must 
this Spring. Said John Marino, presi- 
dent of John Marino, Inc., and a di- 
rector of the guild: “Color will be a 
big incentive for extra business this 
Spring and I expect blue to be almost 
as big as black.” This is an unprece- 
dented forecast. 

Smooth leathers are being ordered 
with enthusiasm as are suedes and rep- 
tiles. Patent leather is given special 
consideration as a combination leather 
for Spring when the shoe with two 
leathers will be in evidence, according to 
early orders. 
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low priced! 


Send for complete “catalogue 
Immediate Delivery 


ARNOFF SHOE COMPANY 
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ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 








Two Win Colonial Contest 


BostoN—Colonial pays double! In 
the contest conducted by the Colonial 
Tanning Company, Inc. of Boston for 
a new name for their elk leather (elk- 
finished cowhide), the judges selected a 
name submitted by two contestants. 
Instead of awarding one first prize, 
Colonial is paying $250 twice; a check 
for $250 is being mailed to Sidney 
Steinman, 408 Sterling Street, Brook- 
lyn; and another check for $250 to 
David B. Katz of Kays in Marshall, 
Minn. 

More than a thousand names were 
submitted in the contest. Many ingeni- 
ous and appropriate suggestions were 
made, and it was difficult for the judges 
to decide upon the winners. 

Second prize of $100 went to John 
D. Neylon of Des Moines, Iowa; and 
the three third prizes of $50 each to 
Robert A. Gallagher of Chicago, IIl.; 
Miss Marguerite K. Jacoby of Phila- 
delphia, Pa.; and to John D. Neylon 
of Des Moines, Iowa. 


Says Per Capita Sales 
Can Be Increased 


[CONTINUED FROM PAGE 142] 





who brought up the subject of retailing 
decentralization. “The traffic prob- 
lem,” he commented, “the need of park- 
ing space and the huge increase in 
the cost of multiple story buildings, 
will combine to change both the face 
and the form of American distribution. 
The process of centralization that came 
with the growth of good roads and the 
conversion of small specialized units 
into larger departmental stores in con- 
centrated shopping areas seems likely 
to change into one of decentralization 
under the negative pressures of prob- 
lems of traffic, costs, delivery and the 
positive force of changes in living hab- 
its resulting from new hours of work 
and new areas of home developments.” 

The conference was arranged, as it 
has been for twenty years, by Daniel 
Bloomfield, manager of Boston’s Retail 
Trade Board. 


Walnut Harmonized With 
Rose-Tinted Walls 


[CONTINUED FROM PAGE 121] 





and the men’s department are both 
on the lower floor, the latter reached 
by a separate entrance on the side 
street. Manager of the store is James 
A. Gray. 

Farr’s was founded in Allentown, Pa., 
in 1862 by Jacob L. Farr, Sr. At the 
beginning it was a custom boot shop. 
Gradually developing as a retail store 
handling factory-made merchandise, 
the company opened its first branch 
store here in 1913. Additional stores 
were opened in Easton, Pa., and Beth- 
lehem, Pa., by the founder’s two sons, 
Harvey L. Farr and Jacob L. Farr, 
Jr. President of the company now is 
Harvey L. Farr. 
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| MOTHER and DAUGHTER 


| | Bridal Satin Scuff with Elastic Gore Back 
Pleated Ruffle trimmed with Gold Braid 








Chrome Leather Soles — Compo Const. 


Sizes: 10-3......$1.85; 4-9......$2.05 
Colors: Black with Gold 
Red with Gold 


Royal Blue with Gold 


| | Immediate Delivery. Samples on Request 
j Terms: n/10 F.O.B. N.Y. 


|| HERSH SHOE COMPANY 


2078 White Plains Road, New York 60, N. Y. 
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BARIS SELLS 


Quality Shoes from Surplus 

Merchondise. Better for Less 

BARIS SHOE CO., Inc. 
WOrth 2-5180-1 

70-81 Reode $t. New York 7, N. Y. 
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Let this Work Shoe 
Work for You 





$450 


Again Pilot steers you to increased 
sales and profits! Genuine Goodyear 
welts. Natural color flesh-out smooth 
plump cowhide. Heavy leather inner- 
soles. 14 iron “Armortred” composi- 
tion molded ovtersoles. Reinforced 
with brown steel rivets and extra 
stitching at all points of wear. Wide 
garrison backstays. Order now. 
_. 7S 


6'4-inch reguler gorr 
work shoe. Sizes 8 to fo "12 
(including holf sizes. ) 





PILOT SHOE CO. 
31 Hopkins Place.- Balto. 1, Md. 
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Mishawaka Expands 1949 


Summerettes Line 


MISHAWAKA, IND.—In order to meet 
the definite trend toward soft, com- 
fortable casuals, the Mishawaka Rub- 
ber & Woolen Mfg. Co. has expanded 
its 1949 line of Ball-Band Summerettes 
to include shoes for wider wear-uses 
during every season of the year. No 
longer considered just “occasional” 
shoes, the colorful array of items in 
the 1949 Ball-Band Summerette line, 
presented to salesmen at the company’s 
Fall meeting at the Drake Hotei, Chi- 
cago, were designed to harmonize with 
any daytime ensemble. Where not so 
long ago the fabric casual was seen 
occasionally at the beach or a picnic, it 
will now be worn for a variety of day- 
time ventures. 

In keeping with the changing trend 
to broader wear-uses, the company’s 
Summerette advertising and sales pro- 
motion program, which is the most ex- 
tensive in the history of the company, 
is keyed to styles set by Hollywood 
stars who wear fabric casuals on the 
screen, on the street, on the beach, in 
their gardens and in their homes. Soon 
to be seen on the pages of national 
magazines and on point-of-sale display 
helps from coast to coast, will be full 
color illustration featuring Hollywood 
stars June Havoc, Jane Russell, Lucille 
Ball, Mona Freeman and Ruth Hussey 
wearing Ball-Band Summerettes. 

New fabrics, new colors. and new 
styling are readily evident features of 
the 1949 line of Ball-Band Summer- 
ettes now being shown by -Ball-Band 
salesmen. In addition, there are many 
hidden features such as the duo-tex- 
ture platform, the air-lite cork and 
rubber sole, and the extra-fitting qual- 
ities made possible by special lasts 
which assure comfort aplenty under- 
foot. 

Based on the optimism felt for gen- 
eral business prosperity as indicated in 
current government reports and the tre- 
mendous trend towards casual] footwear, 
G. D. Babcock, vice-president and direc- 
tor of sales, predicted that 1949 sale of 
Summerettes would exceed by far last 
year’s sales. 

As one of the highlights of the meet- 


ing, June Havoc, speaking from Holly- | 


wood on a special two-way amplified 
telephone hook-up, gave the salesmen 
her best wishes for a successful Sum- 
merette sales campaign. 





Butler Bros. Executive 
Resigns 


New York—Harry C. Isaacs, Divi- 
sion Merchandise Manager of Footwear 
for Butler Brothers left that company 
on November Ist. Mr. Isaacs has been 
with the company for thirteen years. 
While his plans are not yet set, he 
hopes to remain in some phase of the 
shoe business. 
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LOUNGE MASTERS for MEN 
} Calfsted Lined . Leather Sole 


2 No. 415 Brown and Brown Kid Comb. 
> No. 414 Blue and Wine Combination 






Same in Full 


: Leather Lined 
: $3.25 3 
Solid Colors: Brown, Blue, Wine 
‘ Calfsted Lined $2. 50; 
$3.10 


3 Same in Full Leather Lined 


Men's Fine Leather Shearlings : 
and Romeos ‘ 


SIZES CAN BE HAD. 
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KANDEL SHOE CO. ; 
Manufacturer's Distributors of Men's ; 
‘ Fine Shoes and Slippers : 
? 114 Reade Street New York 13, N. Y. 
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RHINESTONES 
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Rhinestone Side Bow 


Imported crystal stones 


background with bow 
clips. 
IMMEDIATE DELIVERY 


Fastest selling Buckle 
retailing at ao “DOLLAR” 


Rhinestone ions 
751 N. 39th St. Phila, Pa. 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 
Write for Bulletin BS-1! 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
185 No. Wabash Ave., Chicago 1, Ill. 
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E-J Spring Lines Shown to Salesmen 





Complete radio studio facilities at Endicott, N. Y., provided an ideal setting for 

salesmen and company officials of Endicott-Johnson Corporation af a recent 

divisional sales meeting, one of seven held throughout the country since October 7. 
Salesmen and executives are shown posed af entrance to radio studio. 


ENpIcoTT, N. Y.—Endicott Johnson’s 
nationally advertised Jchnsonian line 
of men’s and boys’ dress and sports 
shoes will be greatly augmented for 
Spring, with increased emphasis on 
new styling. Johnsonians will continue 
to be backed by strong national ad- 
vertising support in leading consumer 
magazines, while the dealer merchan- 
dising helps program will be stepped 
up considerably for Spring. 

The new Johnsonians, along with 
other Endicott Johnson lines, were re- 
vealed at a series of seven regional 
sales meetings held at focal cities 
throughout the country, beginning Oc- 


tober 7 and concluding October 22. P. 
D. Blain, sales manager of the Endi- 
cott division, was in charge of the 
meeting at Endicott, N. Y. Meetings 
were held in New York under the direc- 
tion of New York Divisional Sales 
Manager Tom Nolan, and at St. Louis, 
Des Moines, Colorado Springs, Dallas, 
and Memphis under the supervision of 
F. E. Diekroeger, sales manager of the 
St. Louis Division. 

E. D. Winius, president of Winius- 
Drescher-Brandon Advertising Agency 
of St. Louis, presented the Spring and 
Summer advertising plans for John- 
sonians at each meeting. 





F. C. Donovan, Inc., to Sell 
British Leather 


BostoN—The appointment of F. C. 
Donovan, Inc., to act as United States 
representative of Barrow, Hepburn and 
Gale, Ltd., has been announced here. 
This British company is said to be the 
largest tanning firm in Great Britain, 
and its various tanneries produce a 
wide range of upper and sole leathers, 
as well as flexible innersole splits. 

The concern is also an important pro- 
ducer of rough and specialty leathers 
for the mechanical and textile trades, 
with such items as hairon, combing 
apron, upholstery hide grains, rough 
shoulders, belting leathers, and many 
others. 

R. E. Wright, formerly of Kistler 
Lesh and Co., Inc., has joined F. C. 
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Donovan, Inc., and will concentrate on 
the specialty leathers. F. C. Donovan 
(Canada) Ltd. will handle Barrow, 
Hepburn and Gale lines in Canada. 

Brian Hall, director of the British 
firm, has been visiting the trade in this 
country. 





Hood Rubber 
Executive Retires 


WATERTOWN, MaAss.— Charles N. 
Woodbury, assistant export manager of 
Hood Rubber Company, a division of 
B. F. Goodrich, retired November 1 
after 45 years’ service, C. L. Muench, 
president of the company, has an- 
nounced. He started in the production 
department in 1904 and served briefly 
as manager of orders before joining the 
export division in 1918. 


To Sell Karol Kane 
Line in Southwest 


St. Lours—Kane, Dunham and Kraus 
has announced the appointment of C. 
J. (Hutch) Hutchison to represent 
the firm with its Karol Kane line in 





Cc. J. HUTCHISON 


the Southwestern territory. Mr. 
Hutchison will travel Arkansas, 
Louisiana, Oklahoma, Texas and New 
Mexico for this line of women’s style 
shoes. 

“Hutch” formerly traveled the South- 
western territory for Spalsbury-Steis 
Shoe Co. He has a background of more 
than 25 years in the shoe business and 
is acquainted with merchandising prob- 
lems of the retailer as well as of the 
manufacturer. 

Before joining Spalsbury-Steis about 
a year ago, “Hutch” was associated 
with the Brown Shoe Co. for nine 
years, during which time he traveled 
the West Coast territory. Prior to 
that, he covered the Southwest terri- 
tory with California Casuals. 


New Wholesale Firm 
Is Organized 





Los ANGELES, CALiIF.—A new whole- 
sale house has been formed here under 
the name of Le Noir Footwear, Inc. 
Officers are Max Demoff, president; 
Lou Michels, vice president, and Sid 
Beller, secretary. 

Women’s casuals are being stocked 
in all price classes and to be known as 
Hollywood Run-Abouts. 

Mr. Demoff and Mr. Michels will 
cover the state of California for the 
firm, as both men are well known in 
this area. Duncan Williams has been 
appointed to sell in the Utah territory. 
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Edward H. Morgan to 
Represent Vogue Shoe 


Los ANGELES, CALIF.—Vogue Shoe, 
Inc., manufacturers of Hollywood 
Skooters, announces the appointment 
of Edward Hassell Morgan of Win- 





EDWARD H. MORGAN 


ston-Salem, North Carolina, as its sales 
representative for the Southeastern ter- 
ritory of the United States. 

Mf.» Morgan has been in the retail 
shoe business in the South for eighteen 
years. He leaves the position of buyer- 
manager of the shoe department in the 
Arcade Fashion Shop, Winston-Salem, 
to join the Hollywood Skooter sales 
force. 

He started selling shoes on the floor 
for the R. C. Thompson Company in 
Danville, Va.; has worked at Belchers, 
Inc., Winston-Salem; the Family Shoe 
Store in Salisbury, N. C.; I. Miller 
Salon in Washington, D.C.; and during 
the war, he served in the procurement 
division of the British government. At 
35, he comes to his first road job with 
the perfect background of floor and 
buying experience in the area in which 
he will sell. 

Seymour Fabrick, president of Vogue 
Shoe, Inc., brought Mr. Morgan to Los 
Angeles for a preview of the Spring 
line and a tour of the eight factories 
making Hollywood Skooters before an- 
nouncing the appointment. 





Semi-Annual Sales Meeting 
Held by Selby Shoe Co. 


PORTSMOUTH, O.—The Selby Shoe 
Company of Portsmouth, held their semi 
annual sales meeting recently, with 36 
salesmen represented from all territor- 
ies throughout the United States. The 
principal speakers were Roger A. Selby, 
chairman of the board; W. F. Hooley, 
who has just been appointed general 
sales manager; N. B. Griffin, president; 
W. E. Lawson, advertising manager. 

Individual sessions were under the 
direction of the respective line man- 
agers, including R. N. Donohoe for the 
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Arch Preserver division; E. D. Pankau, 
in charge of Styl-Eez; E. W. McCain 
for Tru-Poise; W. O. McCracken for 
Physical Culture; and H. C. Segur, for 
Ground Gripper-Cantilever. Among 
invited guest speakers were James 
Knowles of the Econometric Institute 
of New York City; Marvin L. Mann, 
vice-president of Weiss & Geller Ad- 
vertising Agency in Chicago; and Dr. 
Fred O’Flaherty, research director of 
the Tanners’ Council of America. 

Mrs. Elizabeth Ambrose Madeira, 
fashion editor of Woman’s Home Com- 
panion, was a featured speaker at a 
style show presented by Mrs. Bess Tat- 
man, stylist of The Selby Shoe .Com- 
pany. The salesmen were given a dinner 
at the Elks Country Club and a fare- 
well luncheon at the Wilmere Tea Room. 

Special tributes were paid to L. M. 
Doty, former sales manager, who has 
retired; W. B. Altsman, retired upper 
leather buyer and former director; and 
Mark W. Selby, who has retired from 
active participation in the business. 
Special awards were presented to sales- 
men W. H. Benton, J. Ray Reid, L. L. 
Lindsey, R. J. Peterson, Philip G. Shank 
and Ira] Stewart for outstanding sales 
accomplishments. 





A. Sandler Co. Acts to 
Protect Design Patent 


BostoN—Jack Sandler, president of 
A. Sandler Co., has announced that ar- 
rangements have been completed for the 
licensing of Viner Bros. Inc. of Bangor, 
Maine, permitting them, on a royalty 
basis, to complete shipment of a limited 
number of shoes under Sandler’s U. S. 
Design Patent No. 150729, which is the 
design patent covering Sandler’s “Tip- 
pecanoe” shell moccasin. 

Mr. Sandler stated: that “Satisfac- 
tory arrangements, consistent with our 
basic policy with regard to the ‘Tippe- 
canoe’ design patent. have been made, 
under which Viner Bros. Inc. has ac- 
knowledged the validity of our design 
patent, and we are permitting Viner 
Bros. Inc., on a royalty basis, to com- 
plete the manufacture and shipment of 
a limited number of shoes for which 
they have committed themselves prior 
to their knowledge of the existence of 
our patent. 

“Because of our high regard for 
Viner Bros. Inc., and our full confidence 
in their good faith and because of their 
complete and prompt co-operation in 
this matter, we have determined that 
the licensing arrangements referred to 
are in the best interests of all con- 
cerned.” We do not contempiate any 
further licenses of this kind and this 
license has been granted only because 
of the special circumstances involved. 

“Our attorneys have instructions to 
proceed as effectively as possible with 
the infringement suits that are already 
pending, as well as with an additional 
number of infringements suits which 
are now in process of preparation.” 





Grace Hill Joins Staff 
Of I. Miller 


New York—I. Miller & Sons an- 
nounce the appointment of Miss Grace 
Hill as head of fashion research co- 
ordination and public relations. Miss 





GRACE HILL 


Hill has been an associate fashion edi- 
tor of Vogue for several years. She is 
well known in the shoe and fashion in- 
dustries. 

Prior to her employment at Vogue, 
Miss Hill was assistant publicity direc- 
tor at Monroe Dreher Advertising 
Agency. Prior to this, she was at B. 
Altman & Co. in the capacities of copy; 
writer, fashion coordinator and buyer 
of shoes. 


**Al’’ Hymel to Sell 
Freeman Shoes 


BELOIT, Wis.—‘“‘Al’”’ Hymel has been 
appointed by the Freeman Shoe Cor- 








AL HYMEL 


poration to sell Freeman shoes in Ala- 
bama and Mississippi, after having 
served 22 years in the retail division of 
the shoe industry. For the past few 
years he has been connected with the 
Imperial Shoe Co., of New Orleans, and 
prior to that with other retail stores. 
Mr. Hymel is taking the place of “Kim” 
Barton, who has been forced by illness 
to give up traveling. 
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Vaisey-Bristol to 
Increase Production 


ROCHESTER, N. Y.—The Vaisey-Bris- 
tol Shoe Co. of Rochester will be able 
to boost its daily output of infants’ 
shoes from 5,600 to 10,600 pairs now 
that a shoe factory building and facili- 
ties in Skowhegan, Me., have been ac- 
quired. 

Robert A. Bristol of the firm said 
that the factory, formerly operated by 
the Somerset Shoe Co., was acquired 
outright for “less than $100,000” and 
will be in operation within a month 
employing about 300 persons at capac- 
ity. 

Foremen and many of the workers 
formerly employed by Somerset will 
work under the new set-up. General 
manager of the plant will be J. Harold 
Gaquin, veteran shoe man from Lewis- 
ton, Me. 

Vaisey-Bristol manufactures the 
Jumping Jack shoe for children from 
6 months to 4 years. It was founded 
in Rochester half a dozen years ago 
and now produces 5,600 pairs daily. 
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John J. Holden Rejoins 
Selby Shoe Co. 


PoRTSMOUTH, OHIO—W. F. Hooley, 
general sales manager of the Selby Shoe 
Company, announces that effective im- 
mediately Paul M. Smith and John J. 





John J. Holden (left) and Paul M. Smith 


Holden have joined forces and will rep- 
resent the Arch Preserver division of 
The Selby Shoe Company with offices 
at 3119-3120 Empire State Building, 
New York City. 

Mr. Holden was formerly with the 
Selby Shoe Company and more recently 
has conducted his own business. In 
this new arrangement, all Arch Pre- 
server sales along the Atlantic Sea- 
board north of Washington, D. C., will 
be covered by Smith and Holden who 
have formed a partnership to carry on 
the further development of Arch Pre- 
server shoes in the East. 





New Burkart Line 
Named “Coach and Four” 


St. Lovuis—Paul Williams, general 
manager of the Burkart Shoe Company, 
has announced that “Coach and Four” 
is the name adopted for the firm’s new 
line of slip-lasted casuals, styled under 
the direction of Harold Browne. 

Naming of the line was motivated 
by President Harry Burkart’s interest 
in English hackneys. Mr. Burkart and 
his Coach and Four are traditionally a 
feature of the annual St. Louis Horse 
Show. 

Patterns in the line include “Bridle- 
spur,” “Tally-Ho,” “Sulky,” “Trophy,” 
“Pacer,” and “Sweepstakes.” 


Wilck on Sales Staff of 
Hammond Moccasins, Inc. 


New YorkK—Jack M. Wilck, well- 
known shoe man, has been appointed 
to the sales staff of Hammond Moc- 
casins, Inc., of Bangor, Maine, and 
will cover Pennsylvania, Maryland 
and the District of Columbia. 

An experienced member of the indus- 
try, Mr. Wilck spent three years as 
buyer of men’s, women’s and children’s 
shoes for the Allied Purchasing Cor- 
poration, prior to which he vas men’s 
shoe buyer for the Bond clothing stores. 
At one time, furthermore, he was con- 
nected with the merchandising office 
of the A. S. Beck Shoe Corporation. 
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JOAN OF ARC 
See this and the 
complete line of 
CREPE SOLE ELFEEZ 
AT THE NEW YORK SHOE SHOW 

AT THE HOTEL COMMODORE, ROOM 811 
November 28-December 2 

JAYRICH FOOTWEAR CO., East Lynn, Mass. 
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Men's Popular Priced Work Shoes 
and 
Men's Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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MEN'S & BOYS' 
KID ROMEOS 


$2.50 to $3.00 
IN-STOCK 












HEAVY 
LEATHER 
SOLES 
700 Men's Tar Kid Romeo— 
Drill Linina $2.50 
710 Men‘s Tan Kid Romeo— 
Leather Quorter Lining $2.75 
711 Same in Black Kid $2.75 | 
790 Men’‘s Tan Kid Romeo— 
Full Leather Lined $3.00 j 
791 Same in Black Kid $3.00 
410 Boy’s Tan Kid Romeo 
Leather Quarter Lining $2.45 
36 or 18 Pairs to Case 
Sizes: Men’s 6/11 7/12 Boys 2/6 


. Write forComplete Catalog 
Well-Built Shoe Mfg. Co. 
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Storm Now With 
Julian Kokenge 

Cuicaco—Jack Storm, formerly with 
Marshall Meadows & Stewart, Inc., in 
the Chicago territory, has recently gone 
with Julian Kokenge Co., with head- 
quarters in Columbus, Ohio. 


150 





Five New Enna Jettick 
Men on Road 


AusBURN, N. Y.—Five new appoint- 
ments of sales representatives for Enna 
Jettick shoes for areas in the East, Mid- 
west, and Southwest have recently been 
announced by Dunn & McCarthy. Inc. 

Merritt S. Higham, who was shoe 
merchandiser in the New Boston Store, 
Chicago, when that organization went 
out of business in July, has been ap- 
pointed as representative in Wisconsin, 
Northern and Central Illinois and part 
of the city of Chicago. After his gradu- 
ation from the United States Naval 
Academy, Mr. Higham decided that he 
would prefer to enter the mercantile 
field rather than continue in the Navy. 
In February 1930 he went to Wana- 
maker’s, Philadelphia, and started as a 
stock man to learn the retail shoe busi- 
ness from the ground up. He left there 
in May 1936 and until 1939 was an 
assistant buyer at the J. L. Hudson 
Company, Detroit. After three years 
as an officer in the U. S. Navy during 
World War II, he took the above-men- 
tioned Chicago department store posi- 
tion. His headquarters are in the 
Dunn and McCarthy Chicago headquar- 
ters at 209 S. State Street. 

Charles L. Conner, who has taken on 
the Southern Ohio, Kentucky, and 
Southern Indiana territory, is a gradu- 
ate of Ohio State Universtiy. After 
graduation he was manager of a retail 
shoe store until the outbreak of the 
War, spent four years in the Air Force, 
and when he returned to civilian life 
in 1945, went on the road selling a line 
of footwear. He will move shortly from 
Detroit, his present home, to Newark, 
Ohio. 

George M. Reed, whose territory 
comprises Kansas, Nebraska, part of 
Iowa, and part of Missouri, has served 
as assistant shoe buyer of a large Mid- 
western department store and has also 
spent ten years on the road. His home 
address and headquarters are at 8808 
Holmes Road, Kansas City, Mo. 

Arkansas, Oklahoma, Louisiana, and 
the Texas Panhandle make up the ter- 
ritory for Charles A. Smith. For fif- 
teen years prior to the war, Mr. Smith 
was in the retail shoe business in Iowa 
and Kansas, the first few years as a 
clerk and then as a partner. 
three years in the Navy, most of which 
Was spent in the South Pacific, he trav- 
eled on the road in much the same terri- 
tory he is now to cover for Enna Jet- 
ticks. His home address is 1019 Avant 
Street, Clinton, Okla. 

Lynn B. Franklin has been assigned 
the territory of Central and Western 
New York State. Prior to the war he 
was in the retail shoe field in central 
New York as a buyer. Upon his return 
home after 28 months in the Air Force, 
he was appointed sales representative 
for another sheo manufacturer in his 
present territory. His home address re- 
mains 127 Weyl Street, Rochester, N. Y. 





Merchants Drive to 
Enforce “Unfair Sales”’ Law 
Baton Rovuce, La.—Ray Tate, ex- 


ecutive secretary of the Louisiana 
Wholesalers Association, said in an 
interview here recently that an effort 
to assure enforcement of Louisiana’s 
“unfair sales” law by education is be- 
ing made throughout the State. 

“The association is sponsoring talks 
before wholesale and retail groups to 
explain the law with the hope that an 
understanding of its terms could make 
it a self-enforced law,” Mr. Tate ex- 
plained. 

“The act has been on the books since 
1940 and has been amended several 
times since it was first enacted,” he 
continued, “but conditions of mer- 
chandising during war years made the 
application of the law unnecessary. The 
purpose of the law is to protect the 
consumer and the dealers against the 
creation of monopolies by prohibiting 
unfair sales practices. Principal ob- 
jective of the law is the elimination of 
the so-called loss-leaders, in which mer- 
chandise is sold at cost or less in an 
effort to draw customers into the sales 
place. 

“Under the terms of the act, both 
wholesaler and retailer are required to 
add minimum markups to their cost 
price. The wholesaler must add two 
per cent, and the retailer must mark 
up his merchandise a minimum of six 
per cent. 

“Of course,’ Mr. Tate continued, 
“that minimum is not enough to pay 
their cost of operation, but it is as- 
surance that they will not make unfair 
competition by selling a few items at a 
loss to get customers away from their 
competition. The law permits the 
dealer to base his markup on the actual 
cost to him or the replacement cost.” 





Shoe Corporation 
Reports Increase 


New YorK — Shoe Corporation of 
America, reporting for the approximate 
nine-month period of January 1 to Sept. 
25, 1948, shows consolidated net retail 
and wholesale sales of the company and 
wholly-owned subsidiaries after elimi- 
nating inter-company sales, amounting 
to $26,255,150, an increase of $3,455,- 
736 or approximately 15 per cent over 
the $22,799,414 in the comparable nine- 
month period a year ago. 





Shoe Department Remodeled 


PORTLAND, ORE.—A remodeled shoe 
department is a feature of the newly- 
remodeled second floor of the Bedell 
store at S. W. 6th Avenue. Sharing 
remodeled space with the shoe depart- 
ment are the infants’, millinery, young 
folks’ shop, and parochial uniform de- 
partments. 
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THE SHOE AND LEATHER | | 
LEXICON — the 14th — is 

available again! 
This illustrated glossary of trade 
and technical terms serves 4a | | 
very useful purpose for it is filled | | 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75¢ per copy, prepaid 
BOOT and SHOE 


R 109 East 42rd Street 
RECORDE New York 17, N. Y. 








Salesmen Transferred by 
Polish Manufacturer 


New YorkK—The Knomark Manufac- 
turing Company, makers of the nation- 
ally advertised Esquire shoe polish, an- 
nounces the transier of two of its sales- 
men. Allen Carrington, one of its top 
men, who formerly covered the Mid- 
West, has been appointed to cover New 
York state; and C. H. Sanderson, for- 
merly in New York, will now represent 
the company in New England, covering 
all six states. 

Also announced is the appointment of 
Morton Aaronson as district sales man- 
ager of the Mid-West territory. He will 
contact the jobbing trade in that area. 


To Represent Bron-Shoe Co. 


CuHIcaco—Grayce Mattes, office man- 
ager for the Chicago Shoe Traveler’s 
Association, has recently taken on rep- 
resentation of the Bron-Shoe Co., man- 
ufacturers of brenzed baby shoes. She 
will cover Illinois, Indiana, and Wis- 
consin. 





November 15, 1948 


International Announces 
Production Increase 


St. Louis.—International Shoe Com- 
pany’s production has surpassed last 
year’s by about 8000 pairs a day for 
the first nine months of 1948, it was 
announced here during the semi-annual 
sales convention of the company’s three 
general line sales divisions. 

In reviewing the progress of Inter- 
national for the first three quarters of 
1948, Edgar E. Rand, vice-president in 
charge of merchandising men’s and 
boy’s shoes, said that each of the sales 
divisions had shown an increase in sales 
for the first nine months. He added 
that in spite of this showing, however, 
sales quotas for 1948 had not been 
uniformly met in all lines, necessitating 
shifts in production schedules. 

He predicted that there is little likeli- 
hood of any major drop in shoes prices 
within the next few months. And in 
support of his position, he cited current 
wage rates in the industry and high 
materials costs. He pointed out that 
production of the shoe industry nation- 
ally for the first nine months of 1948 
was about the same as that of the 
corresponding period of 1947 and noted 
that shoe retailers are enjoying a dollar 
volume this year greater than that of 
1947. 

Mr. Rand stated that the company 
had begun use of the warehouse facili- 
ties of the seven story Illinois Terminal 
Building here, purchased last June for 
$3,350,000, which he said would greatly 
increase efficiency in delivery service 
to customers. 

As a part of the announcement, 
Henry H. Rand, vice-president in 
charge of merchandising women’s and 
children’s shoes, said that the company’s 
production of juvenile shoes had shown 
a striking increase. He stated that 
within a two-year period, daily produc- 
tion of shoes of this type had increased 
by 22,500 pairs, and pointed out that 
14 new International plants, construc- 
ted since V-J Day for the manufacture 
of juvenile shoes, had not yet reached 
their maximum production capacity. 

International’s development of a new 
rubber sole and heel material nearly 
twice as abrasion-resistant as the pro- 
duct available during the war was 
described by D. S. Stauffer, vice-presi- 
dent in charge of procurement. The new 
material, on which laboratory tests 
have just been completed, is produced 
by a special combination of natural and 
synthetic rubbers. 

Mr. Stauffer also mentioned the high 
cost of leather processing and explained 
that, exclusive of the price of hides, 
tanning costs in the case of both sole 
and upper leather have more than 
doubled since before the war. He indi- 
cated that unless about 2,000,000 for- 
eign hides are imported during the com- 
ing year a tight raw material situation 
will result with higher prices probable. 
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PROFESSIONALLY STYLED 


“ASCO” Presents 
full line of 
quality 
SKI-BOOTS 
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$4.70 


and up 


LADIES’ SIZES 3-9 MEN'S SIZES 6!/2-12 
2/10 N/30 Send for Catalog 


ARNOFF SHOE COMPANY 
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“AMERICA'S FINEST” 


Toe and Ballet Shoes 


ELVA 10 v0 


& SONS, Inc. New York 19 
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Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for illustrated folder 
and prices. 


LYONS & COMPANY 


120 DUANE STREET NEW YORK 7, N. Y. 














Hartigan to Sell 
J. P. Smith Line 


Cuicaco—Thomas Hartigan has re- 
cently joined the sales staff of the J. P. 
Smith Shoe Co. He will cover key sec- 
tions of the Mid-West and West. Mr. 
Hartigan was previously with Marshall © 
Field & Co., serving as an assistant shoe 
buyer there for the last four years. 





Will Sell Two Lines 
In Midwest 


CHIcAGco—Ralph Lederer kas recent- 
ly taken up Midwest representation of 
Tupper Ine., and Vie Colton. 
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SALESMEN 


Today, you need a POPULAR PRICED women’s line for VOLUME 
SALES .. . here is an unusual opportunity to associate yourself with 
an aggressive, fast-growing company, that REALLY DELIVERS. Our 
line is complete: Arch Shoes, Novelties, Sports, and Casuals, styled 
to the minute, and backed by consistent advertising. Commission basis. 
We want men for each of the following four territories: 





1. Flo ide G © gia 3. Ala aa: 2 ippi 
Tenaessee 


2. Indi es Southern wi. 
7 w 





vw s, Rol 





.. 
Gsxa 


Ilinois 
Please give us ALL particulars in your letter. 


IDEAL SHOE CO. 


S. W. Cor. 4th & Arch Sts. 
Philadelphia 6, Pa. 














IS YOUR FUTURE SECURE? 


Here is a GOLDEN OPPORTUNITY to affiliate yourself with a pro- 
gressive, reputable Organization where you will be happy in your work, 
assured of a life-time connection with possibilities for earnings that 
will satisfy the most ambitious. 


A few GOOD territories still available to HONEST, CONSCIEN- 
TIOUS, HARD WORKING men with SALES ABILITY. Complete, 
well-accepted line. Must know corrective fitting, have car and be free 
to travel. Full time—no sideline. 


Write in confidence to Mr. Scott, giving full particulars, qualifications and photo. 


SCOTT FOOT APPLIANCE COMPANY 


1701 Webster St. Omaha 2, Nebraska 














“BUILD A BETTER PRODUCT" 
AND THE WORLD WILL BEAT A PATH TO YOUR DOOR 


Our better product is in the form of a high grade, Nationally Adver- 
tised Line of Infants’, Child’s, and Misses’ highly styled Goodyear 
Welts. We've built our large following by offering our customers the 
finest in Juvenile footwear when “They Need Them.” 

Dealer display signs, mats for advertising, and in stock service are just 
a few attractions. We now seek Live Wire, Experienced Representa- 
tion for the following territories. Write, giving full particulars. 


Indiana Alabama So. Carolina 
Illinois Georgia West Virginia 
Kentucky Tennessee Virginia 
Louisiana No. Carolina Wisconsin 


Western Pennsylvania 
Address Box 843, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 











TOP NOTCH 
SALESMAN WANTED 


We pay 7% commission. This higher 
rate of commission is for the pur- 
pose of obtaining and holding the 
higher type of shoe salesman. 
Must have following among inde- 
pendent retailers. Women's Casu- 
als to retail at 2.95 and 3.95. Med. 
and EEE widths to size 11. 
All reorders and territories pro- 
tected. Settlement twice monthly. 
Ours is a well-established N.Y. firm 
with thousands of accounts — all 
open for you to call on. 
This is a real opportunity for hus- 
tlers who want to go places with 
a live firm. Will consider men with 
non-conflicting lines. 

Write in complete confidence. 


Address Box 847, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, M. Y. 











PERSONAL CONTACTS, 


the salesman’s asset, plus an 
outstanding product means suc- 
cess. Our complete line of wo- 
men’s fast moving NOVELTY 
and STAPLE shoes, and your 
accounts in the SOUTH, MID- 
WEST, and WEST spell busi- 
ness. If you live in these areas 
and want to increase your 
sales, write us for details. 


Address Box 846, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








CHILDREN’S SHOE SALESMEN, ATTENTION! 


Increased Production of Nationally Adver- 
tised PUDDLERS Rain Shoes and Boots allows 
us to open new protected territories in many 
parts of the country. High commissions paid. 
Write complete details of your experience, 
earnings, present territory and references. All 
inquiries held in strict confidence. 


Write: PLAST! INDUSTRIES, INC., 
Sales Department, Winona, Minnesota 

















CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 


advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
No accounts are opened for classified ad- 


tising is payable in advance. Send check or money order w-t. your copy. 
vertising excent for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


=> Advertisements for this page must be in our New York Office 15 days preceding publication date “Ge 
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Open territories: 
1. Texas 
2. Iowa 
3. Dlinois 
4. Virginia, West Virginia 


SALESMEN 


An excellent opportunity for experienced salesmen to become 
affliated with a well known manufacturer of juvenile shoes, 
boys’, misses’ and children’s, to retail $4 to $6. Carried in stock. 


Give fell personal qualifications in first letter. All replies confidential. 
Address Box 858, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 


5. Kentucky, Tennessee 
6. Louisiana 

7. Missouri 

8. Wisconsin 








choice territories open. 


217Y2 S. SPRING STREET 


EXPERIENCED SALESMEN 


wanted by west coast's fastest growing casual manufacturer. Straight 5% commission— 
Can handle non-conflicting 
field. Now selling best accounts. Write all details in first letter to 


I. W. Stein, BRIEF SHOE COMPANY 


line. Our casuals retail in the $8.95 


LOS ANGELES 12, CALIF. 








consists of Romeos, Loafers. 


SHOE SALES WANTED 


Manufacturer Wants Salesmen to sell on Commission basis a fast 
moving Line of Men’s and Boys’ Stitchdowns to retail trade. 
Work Oxfords, 
Oxfords, Zipper Oxfords, Bowling Shoes. 

Company features ads in National Shoe Magazines and Circulars. 
Excellent opportunity for right men. In applying, state experience, 
age, Lines carried at present, means of transportation, and references. 
No objection to carrying other Lines. 


WELL BUILT SHOE COMPANY 
MILFORD, MASSACHUSETTS 


Line 


Bovts, Ventilated 


Replies are confidential. 








TERRITORY AVAILABLE 


Commissions last year $15.- 
000.00. New York State and 
New England. [Illness forces 
present man’s retirement. Must 
be experienced in selling high 
grade women’s line in this ter- 
ritory. Our organization knows 


of this ad. 


Address Box 862, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











-SALESMEN WANTED 


Several States open in Mid-West 
for Nationally Advertised HUSKIES 
Moccasin Line. Have active ac- 
counts to turn over in every State. 
In writing give State preferred. 


WM. COHAN CO. 
19-21-23 So. WELLS STREET 
CHICAGO 6, ILLINOIS 











UVENILE FOOTWEAR, Including Infants’ 
and Children’s Pre-Welts, Barefoot Sandals, 
and a gorgeous Line of Children’s and Misses’ 
Welts. All In-Stock, and priced right. Can be 
carried as 4 non-conflicting side line. Write full 





details. Address #850, care Boot & Shoe Re- 
—_— 100 East 42nd Street, New York 17, 
ANUFACTURER OF CHILDREN’S 


SHOES wants a Salesman of good charac- 
ter, excellent reputation, and a following among 
Volume Buyers, to associate himself with a 
Small Factory, established in 1935. Must be 
able to sell output to prove ability and have 
means to carry on while acquiring an interest. 
Address #852, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


November 15, 1948 





ELIABLE New York Distributor wants good 

men to sell a fast line of casuals and dressy 
flats in stock to retail for $3 to $5. Approxi- 
mately 150 samples. Full time, or can be carried 
as a side line. Good commission. All terri- 
tories open. Address #861, care Boot & Sho> 
Recorder, 100 East 42nd Street, New York 17, 
a ZA 





S ALESMEN wanted for following territories: 
Indiana—Michigan—Northern Illinois includ- 

Chicago, Milwaukee, Racine and Kenosha to 
sell Fast Styled Women’s In-Stock Fashion Foot- 
wear. Line sold regularly over twenty-five years. 
This offers a real opportunity to salesmen who 
want a profitable and permanent connection. 
When writing give age and amount of shoe ex- 
perience. Address SHU-STILES, Inc., 1214 
Washington Ave., St. Louis 3, Mo. 








ANUFACTURER SPECIALIZING IN 

PRE-SCHOOL SHOES is branching = 
and wants Salesmen to carry just one shoe ev 
Dealer reorders regularly. SHOE CRAFT INC, 
3425 West Vliet Street, Milwaukee 8, Wisc. 
SALESMEN WANTED: For Medium Priced 

Line of Puritan Welts, Infants’ Shoes, Sizes 
2-9. In Stock for —— Delivery. For the 
following territories: 1. Texas; 2. Illinois; 3. 
Michigan. Address: THE PROWELL SHOE, 
404 S. Catherine St., Middletown, Pa. 

OUR TRAVELING EXPENSES FREE!! 

The territory you are covering can give you 
an additional plus! We manufacture the finest 
women’s casuals retailing under $10.00. This is 
potentially your major line at some future date 
if you are covering small department and retail 
stores. You can now, however, pay your travel- 
ing expenses on your present line if you are 
hard workirg and a producer. Commission basis 
only. Write in confidence giving your history 
and present territory. Address #860, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


ALESMEN WITH FOLLOWING: Estab- 

lished New York Manufacturer of an Out- 
standing Line of Popular Priced Leather 
Sandals for Men, Women and Children has 
expanded, and can handle 25 cases per day addi- 
tional business. Commission basis, plus bonus. 
Line has been sold to Chains, Department and 














Retail Stores. All territories open. Address 

#866, care Boot & Shoe as At 100 East 

42nd Street, New York 17, N. 

ALESMEN WANTED: Te iaaeENCED. 
to sell fast Styled Advertised Line of 

Women’s and Children’s Play Shoes, Sports 


and Women’s Novelties. This is an opportunity 
to become connected and make money with one 
of the fastest growing Popular Priced Firms in 
the country. Territories open: North and 
South Carolina; Virginia and West Virginia; 
Michigan, Wisconsin and Maine; Alabama, 
Georgia and Florida; California; Washington 
and Oregon; Idaho, Utah and Montana; lowa 
and Nebraska; Ohio and Pennsylvania. Write 
company details of your experience. All replies 
in strict confidence. Address Box #875, care 





of Boot & Shoe Recorder, 710 North 12th 
Bivd.. St.Louis, Missouri. _ 
ALESMEN WANTED FOR MANUFAC- 


TURER’S IN STOCK Line of Nationally 
Advertised Child’s, Misses’ and Growing Girls’ 
Welts and Compos, to retail $4.50 to $6.00. 
Some territories open and can be carried with 
non-conflicting Line. Replies confidential. Ad- 
dress $876, care Boot & Shoe Recorder, 190 
East 42nd Street New York, N. Y. 





SIDE LINE SALESMEN WTD. 








SIDELINE SALESMEN WANTED 


To Represent Well-Known Dis- 
tributor of Shoe Store Supplies 
and Novelties to include full Line 
of .Chrome Steel Shoe Store 
Equipment. Desirable territories 
still open.. Very attractive offer. 
All replies treated confidential. 


Address Box 854, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SHOE OR FINDINGS OR SHOE POLISH 
SALESMEN in regular cails can earn 
$15.00 every day selling our large and varied 
Lines of Lambswool Shoe Polishers, printed 
with Dealers name and address. Hot 
Christmas deal. Liberal commisston. Dealers 
reorder frequently. Credit on established bus- 
iness. No competition. Bought by many of 
America’s largest shoe stores. No other Polish- 
ers equal this grade of merchandise. Address: 
JOHN C. WHITE & CO., 93 Seward Street, 
Detroit 2, Michigan. 
West COAST SALESMEN now carrying 
Standard Lines, to represent new Accessory 
item with sensational acceptance every shoe store 
and shoe department. Will not conflict in any 
way with your shoe line. Sample is small, 
lightweight, requires little space. Item outstand- 
ing in its field, with practically no competition. 
Write immediately. Our president in San Fran- 
cisco and Los Angeles for interviews end of 
November. Address #873, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
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FOR SALE 





MANUFACTURER OF METAL, RHINE- 

STONE AND CUT STEEL SHOE 

BOWS desires salesmen —s -, ra 
terri 


os Trade, to carry 
wai Ornaments,” RHINESTONE” CREA. 
TIONS, Fol Ba seth Poon Pub nhine Pe 





STABLISHED and comprehensive in stock 
line of Infants’, children’s and boys’ shoes 
to retail $3 to $5, for Illinois, Michigan, Ohio, 











Indiana, Missouri, Kentucky, Tennessee, and 
South. Address #844, care Boot & Shoe Re- 
— 100 East 42d Street, New York 17, 
HELP WANTED 
MANAGERS 
Pie and shoe stores. Fontes. pee. 


and bonuses. Preference ¢ 
located in {ilinois, indiana, 
Ohie and Kentucky. Replies 
experience, 


jen, and ——_ 


Miller-Jones aaa 
P. O. Box 658 Columbus, Ohio 











ANUFACTURER IN THE MIDDLE 
WEST producing Ladies’ Footwear desires 
aggressive Shoeman with Production and Man- 
agement ability. Permanent future; established 
business, Address #834, care Boot & Shoe Re- 
— 100 East 42nd Street, New York 17, 





SALES MANAGER 


Well-established wholesale shoe dis- 
tributor of general line has unusual 
opportunity for dynamic Sales Man- 
ager with organized sales force or 
ability and contacts to build one. 


Splendid future. Proposition is clean 
cut and well worth while for top 
flight man. 


Offering immediate earning possibili- 
ties of $12,000 per year. Right man 
can build it to $25,000 or better in 


one year. 


Present sales staff is familiar with 
our expansion plan. 


FULL PARTICULARS IN FIRST LETTER, PLEASE! 


POWELL & CAMPBELL, INC. 
122 Duane Street New York, N. Y. 











ETAIL SHOE SALESMAN WANTED for 

attractive position at excellent salary, in 
leading, Well Established Shoe Store. Midwest- 
ern City of 70,000 population. Must be experi- 
enced in fitting Arch Type Shoes, outstanding 
Nationally Advertised Brands. Immediate open- 
ing. Nice apartment available. Write, air 


mail, full details your qualifications, experience, 
etc., first letter: P. O. Box 247, Champaign, 
Illinois. 





BUSINESS OPPORTUNITIES 


ANDBAG MANUFACTURER of Reptile, 
Calf, Antelope and Alligator wishes to have 
mutual working sales arrangement with repu- 
table shoe manufacturer. Write Box 7624, 217 
7th Avenue, New York. 








HOE CONCESSION, Northern Virginia, 

Wonderful opportunity for working owner to 
take over a going Department. Will help finance. 
Address #856, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 


{54 








MEN'S WORK SHOES 


Active, financially responsible sales 
organization seeks direct source. 
Confined line not essential. 

Box BR 1905 
113 W. 42nd St. New York 18, N. Y. 











OP SALESMAN, AT PRESENT EM- 

PLOYED, Wants Strong Manufacturer’s 
Line of Ladies’ or Children’s Footwear for the 
Southeastern States. Have established following 
and very best connections among the whole 
trade throughout that territory; Also A-1 Ref- 
erences 2mong Manufacturers. Fine opportunity 
for the right party. Address #849, care Boot & 
Shoe ae i 100 East 42nd Street, New 
York 17, N. Y 





EXPERIENCED SPECIALTY SALESMAN 
wants Manufacturer’s Line Women’s Compo 
Cement Shoes to sell to Jobbers that will retail 
for $5.00. Can furnish references and arrange 
interview at my expense. Address #855, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





XPERIENCED WHOLESALE, RETAIL 

SHOEMAN, Desires Line Popula: r Priced 
Men’s, Women’s or Children’s Shoes for New 
York City and Long Island; Full time or Side- 
line. Address #867, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





HOE SALESMAN, LIVE WIRE, Interested 
in Line of Better Grade Men’s Shoes for 
New York. Address #872, care Boot & Shoe 
ae 100 East 42nd Street, New York 17, 





FOR LEASE 





FOR LEASE: SHOE DEPARTMENT IN 
SPECIALTY STORE in _ Fastest Growing 
Town in Mississippi: 100% Location, catering 
to Better Type. Excellent opportunity for an 
Individual or Chain. FIELDS OF JACKSON, 
Jackson, Miss. 





FOR LEASE 


RETAIL SHOE DEPARTMENT 


Over 2,000 Square Feet; Available January Ist, 
1949, for Family Shoe Department, on the 
ground floor of low priced Department Store. 


DAVIDSON'S, INC. 


GALVESTON, TEXAS 











SHOE DEPARTMENT IN OLD ESTAB- 

.ISHED Ladies’ Department Store Catering 
to Better Class Trade, grossing near quarter 
million. Store planning complete modernization. 
Growing Kentucky City over 10,000—large trad- 


ing area. Replies confidential. Address #857, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





PACE FOR CHILDREN’S SHOES in 

Men’s and Women’s Comfort Shoe Store. 
Central Philadelphia. Address #874, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, , a 





FOR SALE 


OR SALE: LONG ESTABLISHED FAM- 

ILY SHOE STORE AND REPAIR SHOP 
IN North East Missouri. Address #863, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 








FoR SALE: LADIES’ SALON-TYPE SHOE 
STORE Catering in Ladies’ and Junior Miss 
Shoes. Centrally located—Los Angeles, Cali- 
fornia. Handbags and Accessories Bar; Good, 
clean stock. Modern Fixtures. Lease. 
Low Rental. Corner location; Busy thorough- 
fare; Approximately $9,000 should handle. 
P. O. Box 11, S. P. Schonzeit, 8907 West Pico 
Blvd., Los Angeles 35, Cal. 











X-RAY SHOE FITTER 


DeLUXE MODEL 
33095; like new. This Machine has been 
completely reconditioned throughout, includ- 


ing a new tube. Will be shipped from fac- 

tory in Milwaukee. Price $495.00. 
STORM'S 

Sth & King Streets, Wilmington, Delaware 











ACRIFICE SHOE X-RAY MACHINE, Fix- 

tures, Chairs. Address #871, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, HR. J 





Large Quantities 


WOMEN’S FOOTWEAR 


CURRENT NOVELTY STYLES 
being closed out directly frem chain store. 


SIMCO, 249 W. 17th St., N.Y. CH 3-2211 











LONG ESTABLISHED WOMEN’S SHOE 
STORE located in a Suburb of Chicago, 
100% location in a town of 75,000 re 
Long term lease at low rental. Store recen 
modernized. Doing annual business of $175, 000. 
For further details and information refer to 
Box #853, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





DE: WRIGHT’S FOOT HEALTH SHOP, 
Including Health Spot, Dr. Hiss and Dr. 
Locke Shoes. Chiropody equipment; Modern 
Shoe Repair Department; Good personnel in all 
departments and all making good money; Six 
years’ lease, $100 month (today’s value $300); 
established 10 years; good location; $10,000, 
plus inventory; Requires about $50,000 to han- 
dle. Wish to retire reason for selling. 1215 
MAIN STREET, LUBBOCK, TEXAS. 





SHOE STORES WANTED 





[NTERESTED IN BUYING SHOE 
STORES that are doing Volume Approxi- 
mately $100,000. in towns located in Middle 
west and Southern States. Will pay good prices 
if Lease is satisfactory. Address #826, care 
Boot & Shoe Recorder, 1221 Locust Street, 
St. Louis, Mo. 





PERSONAL 





NYONE KNOWING THE WHERE. 

ABOUTS OF PHILLIP T. LARKIN, for- 
merly connected with Normal Shoe Co., as 
Manager, at Bridgeport, Connecticut, please 
contact: W. R. BELLINGER, c/o E. S. Levy 
and Co., Ltd., Galveston, Texas. 





POSITION WANTED 





B UYER, MANAGER, SUPERVISOR, 
SHOE MAN in Medium and Better Grades 
Men’s and Women’s Shoes. Over twenty years’ 
experience, including Chain Store. Capable of 
Assuming full charge of sizable operation. 
Available December 1. Will go anywhere; Pre- 
fer the East. Address #851, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
a A 





SHOE BUYER: EXCEPTIONAL BACK- 
GROUND of Seventeen years’ experience, 
thoroughly familiar with all phases of Modern 
Shoe Operation. Know Advertising, personnel 
and Sales Promotion. Presently employed with 
one of the outstanding family Shoe Stores in 
the East as Manager and Assistant to Owner, 
with whom I have been associated for the past 
thirteen years. Desire position as Buyer with 
a progressive concern which offers future for an 
ambitious, aggressive young man, Age 37; 
Single. Well Mannered and good appearance. 
Address #859, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


Boot and Shoe Recorder 


OO 











POSITION WANTED 


WANTED TO PURCHASE 





WANTED TO PURCHASE 





XPERIENCED SHOE MAN, EXECU- 
TIVE BACKGROUND, moving to Florida, 
wishes to connect with high grade shoe firm. 
Excellent references. Address #842, care Boot 





& Shoe Recorder, 100 East 42nd Street, New 
York 17, N.Y. 
HOE SALESMAN, 18 YEARS’ EXPERI- 


NCE, Capable, Dependable, 38 Years old; 
Thorough knowledge of Store Operation; Fine 
personality; Salary. Address #869, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





INDOW TRIMMER, MEN’S SHOES, Ex- 

perienced, Desires position with Chain Or- 
ganization, New York or out of town. Address 
#870, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 





WANTED TO PURCHASE 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 











WANTED TO PURCHASE—Arch Shoes— 
Men’s—Women’s_ Brand Arch Support 
Shoes. Send samples. We pay top prices. 
STRAHL SHOE COMPANY, 1230 Fifth 
Avenue, San Diego, California. 





MY. HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 











SHOE STORE OR DEPARTMENT, Well 
Established, doing $50,000 to $75,000; South- 
west or West Coast. Address #841, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 











(CHILDREN’S SHOE STORE, Located New 
York City—preferably Bronx, Manhattan or 
Partnership considered. Address 


Brooklyn. ce 


#848, care Boot & Shoe Recorder, 
42nd Street, New York 17, N. Y. 





| 
j 











Quality Shoes for Men, Women 
and Children 
Scrupulous Protection £ 





BARIS BUYS for CASH 
@ 


your Name and Brand since 1932 


BARIS SHOE CO., 


New York 7, WN. Y. Te 







Short Yous Leases Assumed 


Inc. 
1: WOrth 2-5180 





Goeep FAMILY (OR MEN’S) SHOE 
STORE, New York and Vicinity. Give full 





details. Address #868, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
N.-3 

WE BUY 


SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs" 
89 READE STREET 


New York City 
Phone BARCLAY 7-7887 











Wants: THREAD AND BOBBINS. Con- 

ert your odd lots into cash. Any color and 
size. Address #864, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y 





GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York i7, N. Y. 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 











FAMILY SHOE STORE IN LOS AN- 
GELES OR SOUTHERN CALIFORNIA; 
Must be Modern Store With Volume Approxi- 
mately 100,000. Have all cash; State location 
and character of store. Strictly confidential. 
Address #865, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 
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Buy Savings Bonds 





| 








MERCHANTS’ NEEDS 














AWA 
— Cuame 


For displaying more men's shoes. Screws in 
walls - shelving, etc. $3.00 per doz. 


M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 














* ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 


Efficiency 
Of Fit 


YOURS WITH THE iaeacuil 


Ponte 


Wien the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate “Heel-to-Ball’”’ — 
“Heel-to-Toe” —Width-at-Ball” direct 
measurements. This means speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 


KL 





*Available ot special cooperative price 
if orjered through certain shoe manu- 
facturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 


COMPANY 

















MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











PATENTED 





Mititary 
SHoE Stano 


Displays a man’s shoe as he sees it 
on his foot. 


Half Doz. — $5.00 
Full Doz. — $9.00 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 
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GQUTTEUR 


—here's how to get 





More Business! 


HE Vincent Edwards Idea _ Clipping | 
ice has over 2,000 satisfied users. | 

Each order filled according to what 
you want; wholesalers usually request best j 
retail ads; manufacturers usually want ads | 
of competitive brands. | 
You will find that a study of newspaper | 
ad clippings is the quickest and least ex- j 
pensive way to keep in touch with what's | 
going on. 
Use coupon below to learn more about | 
this valuable service and the special short | 
term trial offer. No obligation, of course. | 


VINCENT EDWARDS & co. 


World's Largest Advertising Service 
rganization 


342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 


City 

















Walsh to Style Line 
Of Bourbeuse Shoe Co. 


Sr. Lovis—John Walsh, president of 
San Loo, Inc., and prominent St. Louis 
shoe stylist, will style the Glamour 
line of the Bourbeuse Shoe Co., 
Union, Mo. 

Mr. Walsh said several months ago, 
at the time he announced his resigna- 
tion from the Hamilton Shoe Co., that 
he intended to design shoes for other 
manufacturers, in addition to serving 
as head of his own shoe manufacturing 
company. 


156 





MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 






FIT COMES FIRST. Make shoes 
fit around the ankle. Stop gap- 
ping at the sides and slipping in 
the heel (no more heel liners 
necessary). All fullness or wrink- 
les in leather or fabric easily 
shrunk without harm. Assure foot 
comfort for hard-to-fit feet. 


Curved type iron 


Special combination offer $42.50 
(fluids included in above prices) 
Send your order or write for detail information. 

E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 





Prima, Inc., Is Awarded 
Parent’s Seal of Approval 


CoLumBus, O.—The coveted Parent’s 
Seal of Approval has just been award- 
ed the complete line of women’s and 
children’s shoes manufactured by 
Prima, Inc., 605 Ann Street, Columbus. 
The seal applies to Ballerinas by 
Prima, dress flats, casuals and dancing 
shoes, all manufactured by Prima. The 
Prima line of dance footwear is said 
to be the only such line in America 
bearing the Parent’s seal, and nation- 
ally advertised in Parent’s Magazine. 

Before the Parent’s Magazine seal 
was awarded, Prima shoes were re- 
quired to undergo a complete series of 
exhaustive tests conducted by the 
United States Testing Company. These 
tests covered every major point of qual- 
ity and manufacture, including work- 
manship, fit, materials and general 
wearability. 

Mark B. Deitsch is president of 
Prima, Inc., which has its main offices 
and factory in Columbus, with branch 
offices in New York and Los Angeles. 





Reilly Agency Expands 


Boston — Expansion plans for the 
J. M. Reilly Co., coordinated advertis- 
ing and merchandising, 400 Boylston 
St., Boston, are in the advanced stage. 
The company will soon double its pres- 
ent space by moving to new, attractive- 
ly designed offices at 260 Tremont St., 
this city. Plans include expansion of 
all departments and increase in per- 
sonnel, 


NEW ADJUSTABLE 


Price ticket Pouy Cup | 


| remains in 
desired posi- s 
Poll for Price Tickets 


tion at all 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 


$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 














Famous Comedian 
Advertises Polish 


New YorK—‘“Look Abbott, I’m get- 
ting my shoes lanolized with Esquire 
boot polish for a looking-glass shine” 
says Lou Costello of the Abbott & Cos- 
tello Show, heard every Saturday morn- 





Low Costello and Esquire 


ing over the American Broadcasting 
Company, Ine. This is one of the coast 
to coast shows on which Esquire Boot 
Polish is featured and given as prizes. 

Other programs featuring this pro- 
duct as prizes are: Welcome Travelers, 
Ladies Be Seated, and Shoppers’ Spe- 
cial, heard over the American Broad- 
casting Company, Inc.; Hearts Desire, 
heard over the Mutual Broadcasting 
System; and Hint Hunt, heard over 
the Columbia Broadcasting System. 


Opera Pumps Featured 
By Minneapolis Store 

St. PAUL, MINN.—Opera pumps were 
highlighted in the shoe department of 
the Golden Rule, Saint Paul, with an 
advertisement which showed cuts of 
eight variations of this style. Five na- 
tionally known manufacturers were 
represented and several heel heights 
and stylings were shown. 





Boot and Shoe Recorder 
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waeeX-Ray Equipment 


Your Guarantee of Salety.... 
Compare safety — per- me Bg DRIAN & SONS 


formance features be- 

fore you buy any X-Ray. X-RAY COMPANY 

Write for our new cata- 6 tors of X-Ray Shoe Gilt 

a ae 2507.S. HOWELL AVE. . MILWAUKEE 7, WIS. 
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Nunn-Bush Satisfaction costs 
Less than Dissatisfaction 


Intelligent consumers choose Nunn-Bush shoes 
because wisdom counsels the buying of shoes made 
to Nunn-Bush standards for truly satisfying wear. 


From YOUR point of view . . . how much retailing 
a wisdom is there in striving to satisfy customers instead of 


simply ‘‘selling shoes”. It is the Nunn-Bush belief, 
backed by more than 35 years experience, that sound 
business progress is best achieved by aiming at 


customer satisfaction above every other consideration. 





NUNN-BUS H SHOE GO MP AN Y ° Mil WY AUK ESE kL, WISCONSIN 







DECEMBER ~ 


SSR0E0' 


Opportunity 
Knocks 








There’s a rare exception that proves the old rule about “knocking but once” — and that’s 
in the children’s shoe business! 


Every child that enters your store presents an opportunity, not only of an immediate sale, 
but, because a child’s foot grows so rapidly, the prospect of at least three more sales during 
the year. If the “prospect” doesn’t materialize, you might well ask yourself these questions: 


1. Am limpressing the child’s parent with the importance of frequent shoe size check-ups? 


2. Am I keeping careful records of each sale, with the date, shoe size and age of child? 


3. Am I sending reminder cards when size check-ups are due? 


If you answer “‘yes” to these three questions, 
you are building confidence and good will, as 
well as sales. And you can expect to hear that 
profitable knock at your door again — and 


often! THE 


TRIDE NITE 


SHOE 


GREEN SHOE MFG. CO., BOSTON, MASS. 














